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f ‘OD YF / 

\ LOI SILVERPLATE 

‘| on 

_ Popular Chila’s Set 

in Beautiful Display Boxes 

* 

J ‘ST group the boxes in your window 

: —the work of a moment—and you 

: have as attractive a display as you will 

: see in many a long day—a display that 

will sell 1847 Rogers Bros. Baby 

: Spoons, Baby Sets and Child’s Sets 

: for you. 

: Such sales are of real value to your 

: store. ver stop to realize how im- 

: portant is the sentimental regard in 

: which your store is held—the store 

: where Billy’s or Betty’s baby spoon or 

: Mildred’s Child’s Set was purchased? 

An Added Help For You 

in Merchandising Silverware 

: | The prices are the same as when the silver- 
| ware was packed in other boxes, ranging from 
i the popular dollar price of the baby spoon up 
: to the three-piece child’s set with hollow 
| handle knife retailing at $3.50. The sets are 
| tage fox thelitle fo" | packed six sets in a box and the baby spoons 
: \ pers BROS. twelve in a box, the contents of each container 
: } Ea being equally assorted in pattern—Ancestral, 
: ; Anniversary and Ambassador. 

: The colorful display has an irresistible appeal 
: for the parent or the gift-seeking relative— 
: and the display is the work of a moment! 

: = For particulars write Sales Promotion Department, 

5 ‘ “ International Silver Co., Meriden, Conn. 
A} } 
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GREENLEE 


TOOLS 


Are Made for the 
Man Who Cares 


And whether for professional use or 
simply for the home kit, the man who 
cares wants quality tools. He not only 
wants them to give the service of good 
tools, but he wants them to have the 
appearance of good tools. 


An impressive appearance can be 
had, temporarily, without quality, but 
satisfactory service requires a combina- 
tion of the best in design, materials 
and workmanship. And every time 
a tool that does not measure up in 
any one of these essentials passes over 
the counter, the asset of good will is 
reduced. 


Service to the user is the key- 
note of every operation in the 
manufacture of Greenlee Auger 
Bits, Chisels, Gouges and Draw 
Knives. It starts with the selec- 
tion of materials but does not 
end with the packing for ship- 
ment, since the Greenlee brand 
carries a guarantee against all 
imperfections. 


Write for Catalog No. 27 


Greenlee Bros. & Co. 
Rockford, [Illinois 
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a FL vrnen we approach that best of Holidays, 
































’@ when, through the alchemy of Christ- 
mas, self interest is transmuted into 
fellowship. ) 








It is at this time that we all most keenly 
| realize that our own success comes largely 











through the loyalty and friendship of others— 
that, truly, he profits most who serves best. 


We shall try to express our gratitude for 
the cooperation of the past year by the even 
higher and more helpful’ service we have 
planned for the coming twelvemonth. . 














May your share of the good things to come 
‘be a large one. 


HP 


HORTON MANUFACTURING COMPANY, 1024 Fry Street, Fort Wayne, Ind. 
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ATKINS 


SILVER STEEL SAWS 
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THE FINEST ON EARTH 


A PROFITABLE SAW TO SELL—THE BEST 
THAT MONEY AND SKILL CAN PRODUCE 





In fact you'll not find a saw “just as 
good.” Che Four Hundred is without 
doubt “The Finest on Earth.” 


Discriminating users who pride them- 
selves on owning the best saw that 
money and skill can produce, demand 


The Four Hundred. 


It is a saw extraordinary in quality, 
workmanship and finish. Made from 
“Silver Steel,” Atkins exclusive for- 
mula, it will therefore outwear and 
outcut any other saw. 


Good hardware merchants all over the 
world are authorized to guarantee this 
saw, “The Finest on Earth.” 


This saw is five gauges taper ground 
and given a mirror polish. Fitted with 
Improved Perfection Handle, the Han- 
dle that Prevents Wrist Strain; Solid 
Rosewood, piano finish. 


You can obtain The Four Hundred in 
skew back regular or ship point pat- 
tern; also straight back regular or ship 
point pattern. 


Write for our latest catalog descriptive 
of “A Perfect Saw for Every Purpose” 
which includes Hand, Rip, and Panel 
Saws, AAA Non-Breakable Hack Saw 
Blades, AAA Power Saw Blades, Hack 
Saw Frames, Coping Saws, Compass 
Saws, Metal Cutting Saws and Plumb- 
ers’ Saws... 


Modern Manufacturing Methods Make Atkins Saws the Leaders 


E. C. ATKINS & COMPANY 


Established 1857 


Machine Knife Factory: 
Lancaster, N. Y. 


Home Office and Factory: 
Indianapolis; Ind. 


The Silver Steel Saw People 


Canadian Factory: 
Hamilton, Ont. 


BRANCH HOUSES: 


Atlanta Minneapolis Portland 
Chicago New Orleans San Francisco 
Memphis New York Seattle 


Paris, France 


Vancouver, B. C. 
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This “Salesman” Gets Attention 


The object of a salesman is to first get attention to the 
merchandise. This “Silent Salesman” commands the 
respectful attention of the very men who USE levels and 
NEED levels. It makes sale after sale. 


It presents this Special Assortment of Nine Sand’s Levels 
in a way that enables masons and carpenters to make easy 
selection of the type and size of level they require for 
their particular work. 


The demand is already created—more than 1,350,000 
logical prospects see Sand’s Levels advertised in National 
publications each month. To se// them it is only neces- 
sary to show them. 


If a profit of over 35% on an investment of only $21.95 
interests you, your Jobber will see that you receive one 
of these Display Cases FREE with each assortment. 
Only two Assortments to a dealer at this special price. 


SANDS LEVEL & TOOL CO. 


8629-37 Gratiot Avenue _| “SAND’S LEVELS TELL THE TRUTH” | = Detroit, Michigan 











December 17, 1925 




















December 17, 1925 





RS. Florence Botkins, 
Marion, Indiana, 
bought her beautiful $7000 
home ten years ago, borrow- 
ing $100 to make the down 
payment. The following 
month she bought a Dexter 
Double Tub and has been 
doing custom washing ever 
since. She now owns the home, 
free of debt, and states that 
her Dexter Double Tub 
earned every cent which she 
paid for it, as well as the 
family expenses for the past 
ten years, and that the repair 
and upkeep on the machine 
has been negligible—a strik- 
ing tribute to the sturdiness 
and earning power of this 
speedy double tub washer. 


The Dexter Company 


: 
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Paid for a $7000 Home 
in Marion, Indiana 


HIS Dexter Double Tub has given the equiv- 

alent ofp MORE THAN 50 years’ service in 
the ordinary home—and this is not an unusual 
example of the dependability of Dexter washers. 
Thousands of them have been in constant use 
for 10,12 and 15 years and are still performing 
the same dependable service—with a minimum 
upkeep expense— making satisfied customers 
that are continually boosting for your store and 
Dexter Double Tub. 


Can you sell a washer like that? Can yqu “cash 
in” on the “word of mouth” advertising that 
has built up the washer sales of hundreds of 
Dexter Dealers? Can you appreciate the advan- 
tages that Dexter Double Tub gives you—A 
Machine That Cuts Washing Time in Two. 
—Two complete washers for the Price of One? 


A card will bring you the complete 
details of the liberal Dexter Sales Plan. 


FAIRFIELD 
IOWA 





Warehouses at 


Ee Harrisburg, Rochester, N. Y., and hice, i. 
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‘Be sureyou. sendus 
| STARTIACK SAW BLADES 

lll i a know what theyll do do. 

SN 

‘WN i Ne The shop foreman will 
> 7 A i never buy any other hack 


saw blade when he can save . 
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great waste from breakage ..-. 
by the use of Star Special - 
Flexible Blades. “td 























Star blades have been recognized for their superior 
qualities for a great many years, and this new blade 
is the supreme achievement of the oldest hack saw 


makers. 
“Makers since 1883” 


WRITE FOR FREE SAMPLE BLADES 


STAR HACK SAWS 


CLEMSON BROS., Inc. - Middletown, N.Y. 
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Entirely by Ourselves 


Every product shown above is made in its entirety by us 
from raw materials to finished goods in our own’ plant. 


We make our own Open Hearth Steel and- this 
steel is used exclusively in all our products. We 
draw our own wire and use Full Gauge Wire in 
all our cloth. We do galvanizing that protects 
and finishes all Wire Cloth and Poultry Netting 
in a durable manner. pays 


» 


4 


We guarantee full measure in every roll of ‘Wire 
Cloth and Poultry Netting and satisfaction to 
every customer. We stand squarely back of every 
product we make and every Jobber and Dealer who 
handles our products. Do our 50 years of experi- 
ence and our reputation mean anything to you? 


Write your Jobber for Information and Prices, 


Be sesee ees esesesss | 
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ADVERTISING over a long period 
of years has helped establish the 
Sargent name firmly in the minds of 
hardware buyers. It has created ac- 
ceptance and good-will that break 
down normal sales resistance. It 
has consistently presented to ar- 
chitects, builders and home owners 
the fact that Sargent Locks and 
Hardware are as artistic, distinctive, 
lasting, and as perfect in construc- 
tion and operation as the best of 
materials and skill can make them. 


“T’ve seen them advertised”’ 






We have never believed that any 
amount of locks and hardware ad- 
vertising could send enough people 
to your store demanding: “I want 
that kind—TI insist on Sargent Locks 
and Hardware,” to make much differ- 
ence to either of us. But we do be- 
lieve that when you begin to tell 
prospective buyers about the excel- 
lence of Sargent Locks and Hard- 
ware, most of these people think, or 
even say, “I’ve seen them advertised 
—I’ve read about them.” 





























ib bits hined 











Sargent dealers are provided with free electros, cards, folders and ‘every modern 
merchandising assistance. Write for our Co-operative Advertising Service Booklet. 


SARGENT & COMPANY, Hardware Manufacturers, New Haven, Conn. 
New York: 92-98 Centre Street Chicago: 221-223 W. Randolph Street 


THE DECIMAL SYSTEM OF PRICING AND PACKING HAS BEEN ADOPTED FOR 
SARGENT HARDWARE 
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Machine Screws 
Stove Bolts, 
Tire Bolts 


American Screw Co. 
PROVIDENCE , RI. 


WESTERN DEPOT 
225 ‘WEST RANDOLPH ST., CHICAGO, ILL. 
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Nos. 07, 08, 08% 
Semi-Hockey 


EVERYONE 
KNOWS 
THEM 


NEW YORK OFFICE 


ESTABLISHED 1854 








HARDWARE CO 





Reg. U. S. Pat Off. 














Nos. 1624, 16241%, 1724% and 1824 
All Clamp 


Tubular Hockey Outfit 


With High Grade Goodyear Welt Shoes 








Tabular Racer 
Aluminum Finish Nickel Plated 


MANUFACTURED BY 


HARDWARE COMPANY 


Reg. U. S. Pat. Off. 


TORRINGTON, CONN., U.S. A. 





151 CHAMBERS STREET 


. 
INCORPORATED 1864 
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g MYERS O. K. bod AY UNLOADER lf per formance counts—if lasting qualities are : 
PATENTED of importance—if customer satisfaction is your 
EXTRA LONG TRUCK - 16" WHEEL BASE goal—here are three Myers Unloaders of excep- 
. LARGE STEEL BEARINGS _ tional merit—stock one or more styles for 1926. 
a The Myers O. K. Unloader with extra long 
trucks—for steel, wood or cable track—stands 
on its own records. A leader for years, sold 
wherever hay of any kind is a crop, its dura- 
bilitv, large capacity, light operation, will appeal 
to those of your customers who are discriminat- 
' Wy ing farm equipment buyers. 
ROPE OR f : i? MYERS 
ape | SURELOCK 
SLING UNLOADER 
- PATENTED 
8 WHEEL FLEXIBLE ENGINE TRUCK 
Stiff loads under severe strain—rapid unload- a DOUBLE STEEL ACK 
ing with a minimum of labor—where large quan- se | » 
tities of hay, grain or fodder must be unloaded, ofa Fay ira £7 Cave a 
Myers Sure Lock Sling Unloaders quickly pay oO) 6] ee CBG) 
for themselves. Designed and made for hard 
service, light operation and long life, they save 
time and labor during harvest. Different styles 
—four or eight wheel trucks—steel, wood or cable 
track—for forks or slings—successfully fill pres- 
ent day requirements. 
FOR SLINGS 
OR FORKS 
JheMYERS 
PATENTED 
fro MOW 
The Myers Cross Draft Sling Unloader—adapted for high 
18” and long barns—does not require a knocker and can be used 
DRAFT L WHEELBASE with practically any style of steel track. Numerous improve- 
ROPE\, FOR FORKS ments, great strength and carrying power, rapid and easy 
OR SLINGS operation, give this Unloader a high standing with dealers in 
DOES NOT communities where it can be used. 
, REQUIRE A Inventory time is approaching—you will soon be placing 
KNOCKER. your hay tool specifications. Don’t fail to write us for a new = 
catalog and prices, or ask to have one of our representatives Se 
see you before you decide for 1926. ae 





mz FL.E.MYERS & BRO.¢o: 


ASHLANBE —_ + ORI] ©. 


Manufacturers for over Fifty Years of MYERS HONOR-BILT “PUMPS for Every 
NLOADING TOOLS - BARN.FACTORY and 
—- SVE ARAGE oor t HANGERS: STORE LADDERS, Etc. 
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A Kettle for ever 





Kitchen 























A tea kettle is the hardest worked. member of 
the ‘stove top fraternity’’—morning, noon 
and night, it’s on the FO Oe 


he Dragged on and off the stove, it gets exces- 
+ give-wear—yes, abuse. And right in your own 
Le town there are thousands of crippled old tea 
ee _ kettles that need replacing. : 


ae Rome Tea Kettle. business awaits you! 
Se ‘Show a woman one of these bright, new sturdy 
| eee kettles—show her the handle that stays on 
ee -—-show her the careful, thorough workman- 
_~ . . ship—tell her. Rome has been making tea 
-- kettles for 33 years, and has developed a line 
“second to none—these are facts that make 
a BATOR.. ; 
of 3 ® _* 


+ as The Rota a is 4 pikdicclleiaes from, big family | 
-. tea. kettles of nickel. plated or polished 
**> copper and’ one-piece aluminum to the petite - 
EE: ‘Kettlette” of nickel plated or polished copper: oe 


5 on Any desire as. to type, capacity and. pocket | 
5 eee peor. can ue met. a sa line bapa sells. 





















| be sstipisgaas dot’ kettle Bonde: wdeig 
|’. that make sales, are gfih eee 

| eas described in the Rome 7 

| ck-fullof in- 
formation about all Rome 
utensils. Where shall 1 we 
eae “daeerd Pres , 








4 ROME) MANUFACTURING CO. 
_ ROME | _ NEW YORK 


wh ie Branches: =e | ; 
Boston, a7 Northampton St. New York, 342 Madison Ave. , —ss ‘ROME |. 


Chicago, 1528 Lytton Bldg. 
| - pi0-61s Wells Fargo Bidg. 


——— COPPER AND ALUMINUM UTENSILS 
eee 
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Is Your Christmas Present” 


“Years ago, Tom, when I was behind the 
counter my boss handed me a Christmas 
present in the form of a year’s subscrip- 
tion to Hardware Age—the leading hard- 
ware paper. The points I got out of 
reading it helped me to know my hard- 
ware better and helped me to ‘sell’ my 
customers on the goods they bought. 
Hardware Age was a factor in my ‘suc- 
cess. Now, that I am.the boss, I’m giving 
you the same kind of a present, and if 
you get out of it halfas much as I did, 
your sales will soon show an increase. 
You know what that means.” 


Mr. Hardware Merchant! Will you say 
Merry Christmas to your salesmen and 
clerks in the same way? 


Just as you appreciate a salesman’s 
knowledge of rugs when you step in to 
buy a new art square, so also your cus- 





tomers appreciate real salesmanship 
when they come to your store for hard- 
ware. A Christmas gift like Hardware 
Age will promote this better salesman- 
ship in your store. 


At this time we are making a special 
price of $1.50 for a one-year subscrip- 
tion to Hardware Age for clerks and 
salesmen only. The regular price is 
$3.00. The 52 issues of this paper will 
thus cost you less than 3 cents apiece for 
each employee, and in addition a copy 
of Elettrical Goods—the paper devoted 
to the profitable hardware line of elec- 
trical merchandise — will be sent every 
month. 


Send in your list of names today so a 
beautiful, engraved Christmas Card, an- 
nouncing your gift, can be sent to your 
people before Christmas. 


239 W. 39th St., 
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5,000,000 Poultry Raisers Need 
This Modern Poultry Fence 


New and scientific methods in the billion dollar poultry industry have brought an 
insistent demand for more and better poultry fence. No longer will “just any- 


thing” do. 

Flocks must be carefully segregated. Runs must be moved at frequent intervals 

to provide the birds with fresh, green ranges and to forestall disease. This essen- Rolls out 

tial practice demands a poultry fence which can be easily and quickly erected, re- Like Carpet 
moved and re-erected again and again without sagging or bagging. Cuts quickly, 
U. S. Poultry Fence alone fulfills these requirements. It is the only netting which easily and 


can be stretched straight and true from post to post without the aid of top rail without waste 


or baseboard. It is the only netting which can be taken down and put up time 
after time without bagging or sagging. 
Five million poultry raisers need this modern poultry fence. Buying time is just 
around the corner. Get ready now for the demand that is sure to come with the 
first signs of spring. 
And, in ordering your stock, be sure to specify U. S. pan Fence—not just 
poultry netting—for in no other netting can you obtain those outstanding feat- 
ures which successful poultrymen everywhere demand. 

Representative jobbers all over the country maintain complete stocks. Ifyou 

do not know the U. S. jobber in your territory, write us for his name. 


‘Indiana Steel & Wire Company 


M uncie, Indiana 
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Allith-Prouty 


“TEN-EIGHTY” 


Hangers and Brackets 
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WEATHERTIGHT INSTALLATIONS 


and frame are made of certified malleable 
iron and the brackets supporting the track 
are built to carry extra heavy doors. 


Sell “Ten-Eighty” garage door hanger 
outfits this winter on their ability to make 
doors weathertight. It is difficult enough 
to heat the average garage without having 
draughty, leaky doors to contend with. A 
“Ten-Eighty” installation makes the doors 
close tight, excluding wind, snow or rain, 
and permitting a real saving of fuel. 


The construction is the best throughout, 
making the “Ten-Eighty” practically ever- 
lasting. Dealers who know Allith-Prouty 
products know that this is an outfit they 
can heartily recommend. 

“Ten-Eighty” outfits are easy to install on 


either new or old doors; both brackets and 
hangers have positive locking vertical and 
lateral adjustment. The patented design 
eliminates friction and permits easy open- 
ing and closing even on very heavy doors 
without slamming or sagging. The apron 


The A-P Catalog No. 91 describes and 
features complete details of a full line of 
door hangers and equipment, overhead 
carriers, rolling ladders, ete. Send for it 
now and let it help you solve your next 
garage door problem. 





ALLITH-PROUTY COMPANY 


Danville Illinois 
Manufacturers of 


Door Hangers Fire Door Hardware Rolling Ladders 
Garage Door Hardware Overhead Carriers Spring Hinges 


Manaufacturers of the finest line / 


, 
ee 


of Garage Door Hardware 
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239 West 39th Street, New York City 


Founded 1855 
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Trade Winds By Llew S. Soule 
Selecting Your Radio Stock 


A complete list of items comprising a representative radio 
stock together with list and cost prices. 


Auto Accessories in Summer—Radio in Winter 


Merchandising information on two lines which help main- 
tain your sales level. 


~The Man Who Came Back By Lester G. Herbert 


The first installment of a novelette which combines romance 
and good merchandising advice. 


5000 Prospects Reported by Four High School Girls 
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February 
Fourth 


S the date of our World Wide Buy- 
ing Number, which will circulate 
throughout the English-speaking for- 
eign markets of the world where 
American-made hardware is rapidly 
becoming the Hardware of Preference. 


K OR the information of hardware 
merchants desirous of establishing 
or expanding their radio departments, 
we take pleasure in presenting in this 
issue a list of items comprising a com- 
plete radio stock, together with list 
and cost prices. This list is divided 
into three groups: An initial or wedge 
stock, a limited stock of completed re- 
ceivers, afid a “fill-out” stock. 





What Readers Say 
About Us 


“T find HARDWARE AGE very helpful and 
would not be without it.”’ 
(Signed) G. N. Lumpkin, 
Forest, Miss. 


“Enclosed find a check for $4.00 for 
two years’ subscription to HARDWARE AGE. 
I wish that every check I send out would 
bring me the return that this one does.” 

(Signed) H. P. Brown, 
Brooklyn, N. Y. 


“HARDWARB AGP is educational and a 
good investment indeed.’’ 
(Signed) M. A. Hansen, 
Media, Pa. 
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WwW a carpenter finds that 
the cheap hinges he pur. 
chased were expensive because of 
the extra labor costs, he involun- 


tarily blames the merchant. To pro- 


tect yourself, sell McKinney hinges. 


McKINNEY MANUFACTURING CO. 
Pittsburgh Penna. 
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TRADE 


Elephants and Hardware 


A Matter of Viewpoint 








ference or tolerance on the part 

of the hardware trade toward 
the steadily growing encroachments of 
drug, cigar and chain stores, some one 
has suggested the elephant as a proper 
hardware mascot. Perhaps the sug- 
gestion is a good one. 

The elephant, on account of its great 
size and strength, his patience, his 
tolerance and his generally mild dis- 
position until aroused or angered, is 
quite symbolic of the hardware in- 
dustry. 

As the elephant seemingly pays little 
attention to the attacks of flies, and 
tolerates the smaller animals yapping 
at his heels, so the hardware merchant 
apparently tolerates the efforts of other 
merchants to use hardware items as 
trade attractors. 

We wonder just what would happen 
if hardware merchants generally should 
decide to feature cigars, cigarettes, 
soaps and staple drug sundries to at- 
tract trade to their stores? It would 
only require a small additional invest- 
ment, a six-foot floor case, and a little 
nerve. 

We realize that anything which even 
leans towards the creation of bitter 
feeling in business is regrettable—yet 
a man must protect his own, and often 
the fellow who starts the encroachment 
game, understands only his own lan- 
guage. 

ithe elephant aroused 
antagonist. 


B ‘erence of the seeming indif- 


is no easy 


OHN CASSIN, who has been writ- 
ing those interesting and instruct- 
ive cutlery articles for HARDWARE 

AGE, recently wrote the Editor: 





tte, 


WINDS 


The Southern Barometer 


Too Busy 








“As I walked into the office of a cer- 
tain hardware distributor, his secretary 
laid on his desk a clipping of the cut- 
lery article which appeared in the last 
issue. After the usual exchange of 
courtesies, trade comments, etc., 1 jok- 
ingly remarked, ‘Too bad to spoil a 
copy of a good hardware journal by 
clipping an article out of it. What do 
you think of the suggestions made in 
that article?’ 

“He replied: ‘There is too much meat 
in it. It broadcasts too much informa- 
tion. Our men don’t need it—we edu- 
cate them.’ ‘Yes,’ I replied, ‘but how 
about the fellows who do not enjoy 
those advantages—the thousands of re- 
tail salesmen who are keen to learn and 
to improve themselves?’ No answer. 
They say Nero fiddled while Rome 
burned.” 


EWING machines are _ singing 
. throughout the South. In cot- 

tage, as well as manor house, you 
can hear their hum. Old machines and 
new machines all are busy. 

When business is really good fn the 
South, there is always a demand for 
sewing machines. When a good crop 
is assured—even before the harvest 
starts—old machines are put to work 
and new ones are purchased. Good 
crops mean new wearing apparel for 
the women and children. The sewing 
machine is therefore a reliable barom- 
eter of southern prosperity. In the 
fall the music of the sewing machine, 
or the lack of it, give a better indica- 
tion of conditions than can be obtained 
from the Government reports. 

One Louisiana jobber has sold more 
sewing machines 
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in the past four 


months than during the previous five 
years. Looks like opportunity is 
knocking at the door of the southern 


hardware merchant. 

| too busy to be cordial; too busy 
to talk toa traveling salesman; 

too busy to attend a local association 

meeting, and far too busy to read. 

Incidentally, I might add, the ap- 
pearance of his store and the lack of 
customers indicated that he is too busy 
to be either popular or successful. 

The merchant who hasn’t time to be 
courteous, who cannot take a minute 
off to talk to a trade missionary, is 
busy erecting the foundations for a 
failure. The man who thinks he hasn’t 
time, or who refuses to take time, to 
read at least one good trade journal 
devoted to the industry in which he is 
engaged, places himself in the same 
class as the man who does not read 
the local newspapers. 

He is out of touch with a large part 
of his world. 

Also—whenever a man becomes in- 
different to the world and its business, 
the world soon becomes indifferent to 
him and his business. 


MET a merchant recently who was 


OMETIMES the fellow on the out- 

side can give worth while pointers 
to the man who is so close to his job 
that he fails to see all of its possibili- 
ties. 

Edward Guest+ was talking to a 
Rotary Club recently on a subject for- 
eign to business. In his talk, however, 
he said: “I believe I was put on earth 
to be Eddie Guest. It is up to me to 
be the best Eddie Guest I can. The 
job is mine alone, and I want to fill 
it better than any one else could have 
done it if it had been given him to do.” 

What an inspiration there is in that 
thought; what a moral to merchant 
and salesman. If every retail mer- 
chant determined to be the best mer- 
chant in his community—to handle his 
job ethically as though he were the 
only merchant in that community, with 
all the responsibilities such a condition 
would entail—what chance would the 
canvasser or the mail order house 
have? 

The man who lives up to his job 
seldom has to worry over competition. 
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—~ Selecting Your Radio 


Stock 


HE history of radio, both in its development from a scientific standpoint, 
| and in its merchandising possibilities, is romantic. It may in fact be com- 
pared in some of its aspects to the California gold rush of ’49. When radio 
first appeared upon the horizon, its romance and mystery appealed so strongly 
to the public imagination that with the first crude apparatus then available 
fortunes were made over night. Radio retail stores sprang into existence like 
mushrooms. Today a great number of these stores have disappeared because radio 
is no longer a novelty but an important utility and must be sold on the basis of ser- 
vice and permanency. A radio purchaser now discriminates. He wants the best 
and therefore seeks out those stores which are identified in his mind with reli- 
ability. 

For this reason the hardware store may properly be called a logical medium 
for radio distribution. The average hardware dealer has been established in his 
community for many years, and has earned for himself a reputation for square - 
dealing and reliability which is an extremely important factor in building radio 
sales. Unlike the mushroom gyp dealer he must continue in business indefinitely 
and therefore must stand back of every article he sells. 


The coming winter promises to be an exceptionally good radio season. Pro- 
grams have today reached a standard of excellence which was heretofore unat- 
tainable, because of technical problems associated with the physical side of radio 
and difficulties in securing talent of the present high order. The day is not far off 
when transatlantic broadcasting will be a feature of our programs. Already a 
high powered station has been constructed at Chelmsford, England, for the pur- 
pose not only of covering the entire British Isles, but also as a connecting link 
with stations in this country. Experiments have already demonstrated that in- 
ternational broadcasting is no idle dream, and the writer of this article has al- 
ready danced in New York to the strains of a jazz orchestra located in the Hotel 
Savoy in London. In addition, a number of features of outstanding merit and 
novelty should make this winter one of indispensable interest to the radio public. 

For the benefit of hardware merchants, we present herewith a list of items, 
comprising a complete radio stock. 

This initial or wedge stock is confined to a minimum quantity of the most 
essential radio items and amounts to $273.04. A few completed sets are included, 
increasing the list to $491.37. The last group is intended to enable the retailer to 
fill out his stock later. 

From these lists a retailer can increase the quantity of the individual items 
to suit his immediate requirements. Should he want to expand still further he 
can handle any number of different makes and styles of the items shown. 

In the compilation of this list, HARDWARE AGE is indebted to F. G. Loughlin, 
formerly connected with the hardware firm of R. K. Carter & Co., New York City, 
and now with Haynes-Griffin Radio Co., Inc., New York City. 


Suggested List for an Initial Radio Stock 


List Cost Total 


2 Storage Batteries, 100 AMP.........eceee rece eee ee erences $14.50 $8.00 $16.00 
6 “A” Batteries, Dry Cell.......--ccceeceeeecceeerencccrces 35 25 1.50 
12 “B” Batteries—22% V. Large.........c cree ee eee eee cereee 2.00 1.30 5.60 
2 “BY” Batteries —45 V......... sce ceccecccceccecesenersecers 3.75 2.44 4.88 
6 Vacuum Tubes Detectors UV200........... eee eaeeeeees 10.50 
12 Vacuum Tubes Detectors and Amplifier UV201A......... 2 50 75 21.00 
12 Vacuum Tubes Detectors and Amplifier UV199.......... : 21.00 
12 Vacuum Tubes Detectors and Amplifier WDI11 .......... 21.00 


Antenna Wire 100 Feet Coils 7/22 Stranded.............. .75 .40 4.80 
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List Cost bk 
60 Insulators Moulded ....... EE Oe PEEPS Se PEP Te Ter eT Pee Pere eee OE TET TT eT Teer Ce a 10 05 300 
RO Ee rT yee reer ree Pere ere Te ET YP Tier y try ct tee 20 12 13,00 
Ss: in i stPR iar rere SET er rrr Te yrre rrr eT Tee te 10.00 6.50 16.2 
SHESSSSSSSSSESSCESOSSSESSSSCSSESHSES Ss SECEROSCHHC HTC HC SCEOCHO SEC SHB eGeEeseeseeeeoFtFeeESEettese \eee 25.00 16.25 2 96 
SE I: BD FPO 6 cc cacc cc ceccccvccecnens Soe eedeerdndreceercecdccceseecesereesegeegce tense 50 .33 190 
ee ee tug a ua be 6 66 CERES CRW ROCESS OURO 6 4006 OHRS0 0665.60.60 006806 RESEE ESR EROO OS .25 .16 1°39 
12 Rheostats (4) ie Baie eee ate Ga SAE ee a ss nla ae aie a ae .50 .33 3°84 
Ne ue ine OE A: E.0 SOOO TS SC OKD OS OWE OG OREO ST Rod e882 .75 48 1 80 
12 Lightning Arresters (B) rs 30 y~ 3.60 
OP ee ede ee ee ee aga dade and aonb e RA Ae We 694 PEER RIOR EOS 46% : ' 684 

Te Ee et ae eis © RPE O-COCCEES SC FECCERONG 40 42 6054 Odds 0 r 0s be aR TO OES 3.50 2.28 
eign ina hiNe eI NAbA niet ekne hank << enbAd ees obi es eqyetnnseneeReaetess 6.00 3.90 a Ps 
eS ee so kk de CEG Re REESE C eo RCO SOC CeO RES eee ewesaseeseeteses 15 .09 16.20 
6 Warennee Comgemeera 28 mp. .C6G6 Vermilion B. Bs, Prec ccccc ccc cece ccccccccccccccicvsccteccccssens 4.25 2.70 436 
ee ee PB BO Be TTT ETE TERT RT ET ETRE 45 -27 144 
Ba etitigdg ca ip RAR aR aR le) 40 24 — 
ee ee icin nd. wie a ee eet Coe CARMEL E REA TEESE RoE RSS 90 440085900600 04 6a RECO e CERES CCS 50 .30 1.98 
as 6 ow nn an 6K pied. ek 6e 6 SOR Re eaW oes KGeTOREED 0 C06 OOes eevee eee ee cee hsteehee ORs ERT. .50 33 959 
a ea ae ee ot cle ali wen Gao Sass AR aa a > oon eos aaeegnnkesenes 10 42 en 
i Aa a ks peek a see Ge ae eee ONS 4 ONS Se 00 CRT TR AERT ERE ROOD 8 8.00 4.80 3 6h 
i os oie vie a hss 11s SdMRT ARMIN Sng hw ee FOC dGas os on nedegieenteen ess 50 30 by 
BOD SWIHHCH POINTS .ncccccccccccccccvcccscsvccccrtcccsccsecsccscerevecscsescseesenssreeveetteseese 02 4.00 1.00 
BO TWEE BUOPD ccc ccc ccc ccc cect cece cers cc ccc c erence ces er cere sseeecesssssessscesesseseeeveses 02 4.00 10.32 
Bakelite Panels—(4)7 a cli ae oe ea alia bibl d ohana ed Ain NR 4.30 2.58 8°72 
Ee ie tinh cok IA ae Rada yencas«seaksaewenrudenees 3.96 2.18 et 
CT er ee Te TET TORT ET RPETT OEE OTT LTT Te 3.50 2.28 9.75 
hats aie in ak ves oe ae ae ee CE es oe 6 NS AE Ss 6 0006 EWR OEE 5.00 3.25 ten 
Ec dhe na Sai alk Mak oid aa ae kek ao kA ee da Cab eedaaeldehd ake Pe eSU ee eons Cer eR RwERs ee $273.04 

Suggested List of Completed Receivers 
ie I) CO INS slang bu Sie ES AWA Os 0 KU awaehOb Cars e os ee ve naens $203.50 $132.30 $132.30 
1 Five Tube Neutrodyne NT a ic a 4. & win adeece ek A Bd cdo A RR on. + COMES LAPREE DHS 7 O:0 8 O88 85.00 51.00 51.00 
re Gd ink Ss abe Pd ake oe Be heb a6 CDR REAS ED EES ous we tess ease Reeders esas ves 49.50 29.70 29.70 
EY, Wa nardah & kdb weelddl oats 4kkw aa «Fas os hee ce ce PP he A EIT ORS Ok Dra Se 9.75 5.33 5.35 
I atin ia ding WAL a sus us ooo Le A a Oa eed Kok hak ERR hhh wsias $218.33 
Suggested List for Increasing Radio Stock 

I, Os as leno SAE ORM Dials Wins a kk SRG URS Oe eee Shae s 40 $18.00 $11.70 $11.70 
a a as os side at'e Rbie 6 5 Tee cad Sang bs és 6465 Wak bbee Obes + sks 50 .33 3.96 
2 i Pe tere eke eeeee Genes see bes ee en aweseds i+ Jah ee ha nede 40h 0b bene hackers ccatenke 75 .49 2.94 
Nee Sas akg aed pie UNG AEEAOEN © 0 0.0-0-0at does 1.00 .60 3.60 
8 oon 4d wks 0 00's 44: ob K.0 040554 SE Aaa Os 0,0 > TENOR DEVE 0 0 0 eqn esseauer® .60 .36 4.32 
Fe & BR re rl ee a ene an a 1-4 ig pia ive act ated 2 50 30 1.80 
i 8 ad and peal ek AWD ENE Kah 4kd WO wd or 4d wk a eee nee .60 .36 4.32 
os ies les A Oe or Maw ade Os 6.000 wk ce owe 75 45 2.70 
50 Lengths Spaghetti I Gs nhs ecg .6's hes wi 0 pide ea tn, ohare tm onkeciies me emai nates 15 0 5.00 
a is so ude nia ¥ slab oe bk ibe +s 1S a eens .03 01 1.00 
as et a Gdns Ca ee ee bebe ae ab en Onenhon eee eaeken ah. 2.50 1.50 9.00 
RFS eg OE P-Series SO a Se ae .50 .33 3.96 
2 Phonograph Attachments Se ooo drercvvten rede ehne ce ee 8.00 4.80 9.60 
asa les a i Fe i Le $63.90 
Gyaed Wetel s.c.c.c::.. a TT ou ll Aa RE tc GUN hie uae oils eka da he $555.29 








$4,000 Radio Sales in Ten Days 


ROUND $4,000 in ten days from sale of high 
class radio sets is the reason why Howard 
Mayberry and other officials of Graff 
Brothers, Pittsburgh, Pa., are smiling contentedly 
these days. They only added radio to their hard- 
ware stock within recent months. They are out 
to sell only the best of high grade equipment, “the 
Rolls Royces,” according to Mr. Mayberry, store 
manager. ‘“‘We wanted to get beyond many of 
the petty annoyances that perplex dealers who 
handle cheaper sets, and are trying out high grade 
sets exclusively.” 

After signing the franchises, they began work- 
ing on a mailing list before the stock began com- 
ing in. They bought a lot of good prints, pictures 
20 by 24, in excellent colors, most attractive deco- 
rations for people whe couldn’t afford to buy ex- 
pensive pictures. To every customer who gave 
the name. and address of a good prospe’t for a 
radio sale, and gocd meant GOOD, they gave one 
of the prints. 

In a few days, a list of 2500 possible radio pur- 
chasers was accumulated. It was no hit or miss 


list of names that could not be identified entirely, 
but one that was almost certain to get results. 
To each of these persons, the’firm is sending a 
letter that talks interestingly about radio with 
high grade sets. This is followed by a personal 
call. Permission is given to bring a set, next 
evening, set it up, and demonstrate. If the demon- 
stration of a concert in New York or Havana or 
Los Angeles is not sufficient to make a sale, the 
instrument is locked and the salesman goes back 
next night, if the family desires. 

The result, a Graff salesman has sold a high 
grade set each of the last ten nights, With ex- 
cellent prospects of continuing the good work 
all through the holiday season. “Believe me,” 
said Mayberry, “it’s that list that’s doing it. I 
believe in getting a list when you go after one. 
Nothing doing with me on the usual mailing list.” 

Of course, Graff Brothers is not stopping with 
a satisfied customer who has purchased a radio 
set. They expect to make him a hardware custo- 
mer. For that reason, each owner of one of their 





24 HARDWARE AGE December 17, 1925 
sets is gotten inside the store at the earliest date. In this way, I figure that the upkeep, like with Ps 
Mayberry is selling hardware, the while, and he other things, will be less than with a cheaper z 
doesn’t want to be overlooked. article. Service will run into overhead. I ama a 
To this well-known efficiency manager, there fiend for keeping overhead down,” as everybody ae 
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| ADIO is one of Sci- : : — : . a aan & 
ence’s greatest Toi BS ON re . | —— = 
gifts to man. It brings / = les Be ie ee — a | uy 
the farm and outlying PER om | et Pes — 3 . a ne 
regions into touch with : Fo 
the outside world. In- a 
ternational broadcast- 2 
ing will soon be a real- a 


ity, and it was for this 
purpose that the huge 
aerial mast presented 
herewith was con- 
structed. 
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is another reason why he chose to sell only the knows who talks with him. Anyway, at the fe 
highest grade sets on the market. It can be best present rate of going, he is creating the biggest A 
stated in his own language. “I was thinking of the sensation among Pittsburgh hardware men in the 

service department necessary to maintain our sets. sale of radio. 
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Display Fixtures That Make ‘‘The 
Extra Sale” for Lambert 


When Phillip T. Lambert put a triple display stand 
just inside the entrance of his store he hit upon a 
“Sure Fire” means of getting ““The Extra Sale” 


HEN a customer comes into your store to 
buy something and you sell it to him you 
really haven’t accomplished so much. But 
when he comes for one item and you sell him two 
or more additional articles you have a right to feel 
elated, for you have done the thing that increases 
your volume and incidentally your profits. 
Bearing this fact in mind, Phillip T. Lambert, 
of Kankakee, Ill., has equipped his store with a 
sure fire “silent salesman” that has been remark- 
ably successful in piling up the additional sales. 
This “salesman” is really a combination of three 
display stands exactly alike, set end to end down 
the center aisle, and just inside of the front door. 
Each stand is about 10 feet long, 414 feet high 
and 3 feet across-in the widest part. About 2 feet 
from the floor is a flat shelf, the full size each way 
of the fixture ; 24 inches above this are two sloping 
shelves, a foot wide, and facing from the center 
toward either side and the length of the top runs 
another flat shelf 6 inches wide. The lower and 
middle shelves are fitted with various sized com- 
partments filled with miscellaneous merchandise, 
while bulkier articles are set on top—everything 
carrying price cards. The space beneath the stands 
is utilized for storing surplus stock. The stand 
nearest the door is usually occupied with tools, the 
next one with small housefurnishing and kitchen 


items, while the last one is used for varied and 
seasonable articles. On each side of each stand is 
a large card with the cordial invitation “LOOK 
ME OVER.” 

These three stands hold over 200 separate items 
of the kind that usually find resting place back in 
some drawer or in a dilapidated pasteboard box 
up on the shelves. That these stands actually sell 
merchandise is shown by the many instances of 
which Mr. Lambert tells—there is the woman who 
came in for a large kitchen spoon and bought 
$13.80 worth of goods, the man after a screw 
driver who bought $12 worth and even the woman 
who phoned from 13 miles out in the country ask- 
ing that they save an egg beater for her that she 
had seen some days previous. 

Another measure of the success of the stands 
is the increased volume of sales on certain staple 
items since they were installed nearly two years 
ago. Eighteen dozen of a small standard wrench, 
for example. have been sold from the stands in 
that time when formerly about a dozen a year 
were sold. Three hundred lunch kits have moved 
from the top shelf in the past 24 months. 

Mr. Lambert further states that any items sold 
from the stands are actuallv and wholly sold BY 
the stands, for the sales force are instructed to 
never crowd or push a customer. 
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HOMAS E. GIBSON divides the year into two 

main selling periods. He has charge of the 

combined auto accessory and radio equipment 
departments of Chandler & Barber Co., Boston, 
Mass., one of the oldest hardware firms in New 
England. His division takes the first three 
months of the year as the banner sales season for 
radio and the remaining nine months as the most 
fruitful merchandise time for auto accessories. 
Therefore he rightly reasons the hardware dealer 
should handle both of these lines in combination 
so that this particular department of the business 
shows no valleys on the sales curve chart. 

Chandler & Barber’s is a genuine hardware 
store, and offers a good example of the close rela- 
tion between auto accessories, radio and general 
hardware. This stores’ department for radio and 
auto accessories is a permanent and all year propo- 
sition, but as Mr. Gibson says, January to March 
is the time for the firm’s heaviest sales in radio 
and the remainder of the year sees the heaviest 
sales averages for the companion line. 

The hardware dealer, observes Mr. Gibson, is 
a merchandiser and thereby having a decided ad- 
vantage over the garage man who is a mechanic, 
repair man and not really interested nor hardly 
qualified for sales work. This department mana- 
ger is very definite in advising other dealers to be 
salesmen and not mechanics when conducting a 
radio or auto accessories department. 

Thos. Gibson studies both of these lines. He 
doesn’t handle every item that is offered. He 
stocks items he would use himself, recognizing 
that the average consumer would like and need 





Auto Accessories 1n— 
Summer and Radio 


in the Winter 


approximately the same things. In this store 
radio sets, auto parts and auto accessories are 
sold strictly as merchandise. No installations are 
made as a matter of practice, though one of the 
sales staff happens to be qualified to sell the diffi- 
cult customer a radio set because he understands 
the installation and can overcome any local diffi- 
culties which the prospect may imagine exist. 

Tires, mirrors, spot lights, and the many other 
accessory items may have to be installed in the 
smaller towns, says Mr. Gibson, if, as he believes, 
the dealer should make an extra charge for this 
installation service. The same holds true of radio 
set installation. 

Chandler & Barber have a five time turnover 
on the complete auto accessory stock. Prices are 
not cut and there is no attempt to meet “gyp” 
competition by price wars on specific items. This 
firm selects its auto accessory and radio stocks 
with the same care any other department would 
be stocked, and give full value for money invested. 
This practice has been found more satisfactory 
to both the store and the customer. 

When Gibson sells a radio set he endeavors 
to sell the customer a battery charger also, point- 
ing out the saving of actual money and the great 
convenience of owning your own’charger. The 
Chandler & Barber radio stock embraces sets sell- 
ing from $18 to $125. 

The auto accessory stock includes vases, pol- 
ishes, mirrors, jacks, clocks, handles for the 
doors, pumps, cigar lighters, step plates, tools, 
horns, fire extinguishers, hub caps, emblems, or- 
naments, motometers, city name plates, brackets 
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for license plates, tool kits, individual tools. On 
most of the items that are attached to a car it 
is only necessary to bore one or two holes. In 
many cases Gibson or an assistant will bore the 
holes gratis. 

, Though Gibson is emphatic in saying that radio 
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velopments so that he has a better background 
for his merchandising campaigns on these lines. 

Making full use of manufacturers’ display of 
material and sales literature has been a big help 
to Mr. Gibson and he advises other dealers to give 
such material more intelligent attention and ap- 





A combination window display featuring tires, auto accessories and useful tools for the motorist, as. shown 
by Schlafer Hardware Co., Appleton, Wis. 


plication. He also says keep the department clean 
and cater to the ladies, for they are the biggest 
buyers and appreciate service, insist upon cleanli- 
ness and are entitled to extra courtesy and con- 
sideration. 


and auto accessories should be sold as merchan- 
dise, he nevertheless urges dealers to give these 
lines some study just as they would study paints 
and painting or any other basic hardware line. 
This merchant studies his accessory and radio 
stock and endeavors to keep posted in new de- 





Is Competition the Life of Trade? 


By M. M. Godschalk 


N going through the miles and miles of streets 
and avenues of the city as well as the sub- 
urban towns, we find thousands upon thou- 

sands of stores anxious for a little trade. 

Many of these storekeepers, especially those in 
the new sections, have invested “their all,” so to 
speak, in a little stock and some fixtures and must 
carry the heavy burden of rent regularly. 

Like the pioneer of old, they face hardships, 
but remain undaunted in face of many reverses. 
They hope to “grow up with the neighborhood.” 

Gradually house after house rises from the 
one time flat lands, but just as soon as a few im- 
migrants have come to the new section, the com- 
petitor shows up, ready to snatch away the little 
business our pioneer has waited for so patiently. 

Perhaps an honest desire to “play fair’ as well 
as a desire to see first “how things are going” 
kept our friend from tying himself down with a 
long lease; but the first thing he knows is the 
property has changed hands and perhaps his rent 
is doubled. 

The merchant is an asset to his neighborhood. 
His years of toil have helped to bring the section 
up to a higher standard, but now—he must pay 
the price. 

The old adage “Competition is the life of trade” 
may have been true in the years gone by, but is 
it today? In every line things are overdone; 
where there is a living for one, we find six. 


But can a merchant remain “honest” through 
all this oppression of high rents and unfair com- 
petition? Is he not driven to conditions he never 
wished for nor could foresee? 

I believe the credit men of today, with their 
ample information and good sense, should look 
more into conditions such as “Where are you going 
to open?” “How big a population is in this sec- 
tion?” “How many stores are there now in your 
line?” and so on, instead of asking only “How big 
is your bank account?” 

When a United Cigar Store or Woolworth Store 
intends to invade a new section they have what 
they call “Fieldmen,” whose duty it is to size up 
the neighborhood, count about how many people 
are passing a certain place in a certain given time, 
in fact get all possible information before they 
even think of renting a store. 

But our merchant friend does not go through all 
this preliminary work. His anxiety to start in 
business and to see his shingle over the door 
makes him often take a step, which he bewails 
when the leisure time comes to think things over. 

Would it not be advisable for the Creditmen’s 
Associations to employ a “Fieldman” to survey the 
territories and conditions and report to the mem- 
bers or wholesalers just what he finds the condi- 
tion to be, so they can give an unbiased and un- 
personal view, which must be of benefit, both to 
the customer and the supply house? 














28 HARDWARE AGE 


A Novelette in Three Installments— 


j 


* 


h 
Med Rmacttt om” 





The Man Who Came Back 


By Lester G. Herbert 


\ /ESLEY NELSON snapped the lock on the 
inside of the door of the Nelsonville Hard- 
ware Emporium, and walked back through 

the middle aisle to the cluttered, dusty office in 
the rear—an office which occupied at least one- 
eighth of the ground floor. 

One dingy light burned dimly over the desk 
heaped with papers and bulging records. An old- 
fashioned clock ticked loudly from its vantage 
point on the wall. It indicated an hour when the 
head of the business should have been home sleep- 
ing the sleep of the just. 

But Wesley had not rested well lately for Old 
Man Worry was stalking closely at his heels. More 
than once, he had done as he did tonight—tthat is, 
he had arisen after tossing about for an hour or 
two, dressed, and stolen out of the house, and 
then hurried down to his place of business, to see 
if by some hook or crook he could not figure out 
a way whereby his obligations could be met or 
impending disaster staved off. 

He sank down into the chair before his disor- 
derly desk, drew a sheet of paper to him and a 
spindle of recent statements. But before starting 
in on his figuring, he leaned over and drew a 
couple of letters out of a pigeon-hole and read 
them with a frown. 


As he did so, his face settled into deep lines 
of anxiety and took on an almost grayish pallor. 
Both letters came from jobbers who had carried 
him along for years—and the letters were in the 
same tone. They informed him bluntly that their 
credit man had advised that there must be a set- 
tlement of the Nelson accounts by the first of the 
following month; or that proceedings to foree col- 
lection would be instituted. 

These letters hurt, for Wesley had paid both 
concerns many thousands of dollars. And as long 
as he could meet his obligations—the relation- 
ships had been genial and cordial, and he had 
been urged to buy generously. However, he was 
fair enough to admit in his own mind that these 
two concerns especially had been patient in the 
extreme, and that it would be poor business on 
their part to allow his indebtedness to pyramid 
any longer. 

He know that enormous capital would be re- 
quired to carry along even a small list of delin- 
quent customers like himself, and there were some 
houses which were only doing business with him 
on a cash basis, while others were still extending 
limited credit. 

Clearly he was headed for the rocks—in fact, 
he was already upon them. He dropped his head 








December 17, 1925 





i” 
3S 

Pé x 
he 

ie 
2h kee 
Sse 
a 
& 
we 


SSR ee 


Petes 














i See eA SY cds 7 
o Ry cae rages 
SARS ° 





December 17, 1925 


upon the strewn desk, and fifty-year-old man that 
he was, he groaned aloud. The name of Nelson 
had been honorable and honored since his fore- 
bears came into the community as pioneers by 
blazed trail. 

For the first time in his life, Wesley wished 
with all his heart that he had turned his back on 
Nelsonville, when he was a young man, and had 
gone with his twin brother, Peter, to seek his 
fortune in the outside world. Had he failed there, 
it would not be quite so hard to bear as among his 
neighbors and friends, and kith and kin. 

.He had been conscious for some time that his 
employees were becoming contemptuous because 
of his financial situation. A couple of his best 
men had gone over to his competitors and a num- 
ber of others showed an independence of action 
and manner, often not easy to bear. 

The storm which had been threatening all day, 
beat against the cobwebby windows of the little 
room. The store was cool and Wesley Nelson 
shivered as he straightened up in his chair. 

There must be some way out. He would not 
fail! He abhored even the word “bankrupt.”” He 
recollected that more than one business man in 
his time had gone through the Open Door in just 
such an emergency as this—and by his own hand, 
but that seemed utterly cowardly to him and no 
— of the problem—only a complication 
of it. 

For several minutes he paced back and forth 
in an effort to keep warm. Then suddenly the 
light went out and he was in darkness. He went 
out and tried the store lights—dead! Wesley 
Nelson reckoned at once that a limb had fallen 
somewhere upon the electric light wires, or some 
other mischance had happened to cut off the 
power. 

Well, there was nothing for it but to go home. 
If he could only tide over for a couple of months 
until spring, there might be a turn in the tide— 
that last batch of power washers and ranges 
which had run into money were practically all 
unsold! 

He felt his way out of the office with little diffi- 
culty, and a moment later was at the street door. 
He unlocked it and passed out into the storm. 
The main thoroughfare was deserted. It struck 
him as peculiar that the street lights were burn- 
ing, as he knew his lights were fed from the 
street current. A block farther on he paused and 
turned back, a _ strange sense of uneasiness 
possessing him. 

He was now opposite one of his own, two 
larger show windows, and he paused in troubled 
wonder to look in. As he did so, he gave a sud- 
den start, for there in the rear of the store, he 
saw by the sudden revealing flash of an electric 
torch in the hand of a masked man, not only 
this intruder but a second one. And his burg- 
lary insurance had been allowed to lapse! 

Frantic with the thought of further impending 
disaster, and forgetting that he was unarmed, 
Wesley Nelson made a dash toward the door 
through which he had just come. 

Trouble, like wolves, is very likely to hunt in 
packs, and quicker than it takes to tell it, a 
treacherous patch of glare ice hurled him for- 
ward with tremendous force, striking his head 
on a jutting corner of the building, knocking him 
senseless in an instant, and at the same time 
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crumpling his leg under him in a painful position. 

Gust after gust of snow-laden wind whirled 
and eddied around the corner, at times almost 
hiding the buildings beyond. The old station bus, 
which was the vehicle usually taken out on such 
nights, rumbled up from its trip to meet the one 
o’clock express and disappeared in the direction 
of the Nelsonville Mansion House. There were 
few travellers as a rule who came in on the late 
train anyway, and on a night like this, no one 
was abroad who could avoid it. 

And yet suddenly around the corner swung a 
tall, athletic, broad-shouldered chap, with the col- 
lar of his huge ulster turned up about his neck, 
and a soft felt hat jammed down to his ears. 

As he came to the corner of Main Street, he 
paused and looked both ways. He started to the 
left as if to follow the bus, then stopped as if 
moved by a sudden determination, swung to the 
right, pausing a moment as he came alongside 
of the Nelsonville Hardware Emporium. 

He was disappointed at the dense darkness 
within. Why, for the love of Mike, didn’t they 
leave a light burning so that, if there was a cop 
on duty, he could see what was going on! 

Then out of the darkness once more leaped a 
ribbon of light, and the stranger saw a masked 
man rifling the cash register of its morning 
change. There was a light in the office beyond. 
Without a moment’s hesitation, the stranger 
sprinted around the corner of the building and 
down a narrow alley that would give him a closer 
view through a side window into the office from 
whence the light came. 

Just as he expected! A _ bull-necked ruffian 
was at work at the safe. Perhaps a cop would 
be in sight by this time, or some one to call help. 
But no, the street was absolutely quiet, save for 
the antics of the storm. 

There was nothing to do but take matters into 
his own hands and frighten the ruffian away—if 
he could! Mighty fortunate he had a gat along. 
Might come in handy! 

The stranger leaped toward the door even as 
Wesley Nelson had done, only to stumble over a 
prostrate form. 

“A drunken man,” he muttered, “but I can’t 
stop to bother with him now!”’ 

As the stranger raised his foot to smash in 
the glass of the door to make an entrance for 
himself, his eyes fell upon the white face of the 
man on the pavement. 

“Good Lord,” he exclaimed, “it’s Wes!” 

Even at that he didn’t stop. The knowledge 
even added fury to his blow. There was the sound 
of breaking glass, and a moment later he had put 
his hand inside, released the bolt of the lock, and 
entered. Instantly a couple of shots rang out, 
and two amazed and fleeing bandits thought only 
of their own escape, regardless of the pile of 
valuable loot they had collected. 

The man in the ulster had no notion of going 
farther into the heavy darkness of the store. In 
a moment he was out on the street and at the 
corner of the building, where he ran smack into 
the arms of one of Nelsonville’s few policemen. 

“Chase those fellows climbing into the car on 
Cross Street,” he panted. “They’ve robbed Wes 
Nelson’s store. Quick! I’m his brother, and 
hes’ hurt back there.” 

(Continued next weel) 
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5000 Hardware Prospects Reported by 
Four High School Girls 
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HY do you carry certain items in stock? 

{s it because some high pressure salesman 

sold them to you or is it because you think 
that they are really salable in your community? 
And that brings up the question of how you can 
obtain definite knowledge as to the exact sales 
possibilities of any particular article in your terri- 
tory. For example, how many of the housewives 
in your town or city own electric washers, what 
condition are they in and how many houses are 
wired where there are no machines? That would 
be valuable information, wouldn’t it?” 

The Baird-Swannell Hardware Co. of Kanka- 
kee, Ill., a city of 20,000 population, recently 
realized that such information was vital to the 
success of their store and they worked out a very 
efficient and at the same time inexpensive method 
to obtain it. Four high school girls were hired, 
with extreme precautions exercised to secure girls 
who were neat in their appearance and cordial in 
their manner without being forward. These girls 
were instructed to call at every residence in the 
city, explain that they were making a survey for 
the Baird-Swannell Hardware Co., and to ascer- 
tain and write down the name and address, as 


well as answers to 16 questions regarding house- 
hold equipment, on cards printed for the purpose. 
The girls were not to enter the houses, but to 
take as little time as possible, asking the ques- 
tions at the door, and in case no one was home, 
ne address was taken and a return call made 
ater. 

As a result of this canvass, which took only two 
weeks, the girls turned in over 5000 cards listing 
prospects for washing machines, electric irons, 
stoves, radio, electric ironers and vacuum cleaners. 
At 99 per cent of the homes visited, complete in- 
formation was given and one of the biggest ac- 
complishments of the survey was the fact that the 
girls located several complaints against the firm 
which they noted on the backs of the cards and 
which were immediately run down and adjusted to 
the disgruntled customer’s satisfaction. The filled 
out cards now not only serve as an ideal mailing 
list and prospect list for the appliances inquired 
about, but it is also a live list of local housewives, 
such as few merchants possess, for: the house- 
hold items the store sells. And it also gives a defi- 
nite idea of the size of the potential market for 
a line of profitable merchandise. 








Send Us Photos of Your Christmas Windows 


plays of Christmas merchandise, and will be glad to pay $3 apiece for all views 


Hy “oiays of c AGE is desirous of securing photographs of window and interior dis- 


suitable for publication. Let us hear from you. 
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BeingaGoodSport 
Created Good Will 


for Herron 


OONER or later, the opportunity to be a good 
S sport comes to most of us, and such an aitti- 
tude means a lot more in putting one on a 
friendly footing with the public, than a disposi- 
tion to ery over spilt milk. 

An: interesting case ofthis kind recently came 
to notice in connection with the $25,000 fire which 
occurred at the Herron Hardware Store, Auburn, 
N. Y., on Saturday morning, Nov. 21. A police- 
man making his rounds discovered shortly after 
5.30 o’clock that flames and smoke -were isssuing 
from the rear of the Herron establishment on 
Genesee Street. Above this large business are 
apartments occupied by a number of families, and 
so the alarm was given without delay. 

The fire had gained dangerous headway. For- 
tunately a fire wall across the rear of the block 
kept the flames from working through to the 
front and to the main stores on the ground floor. 
As far as can be determined, the fire is thought 
to haye started in a paper baling press, although 
there is. some suspicion of defective wiring. 

_ The flames soon reached the elevator shaft and 
mounted to the roof. The elevator, which was 
near the top of the shaft, soon came crashing 
down, owing’ to the melting of the cables. The 
Fire Department had a tough two-hour fight on 


hand to get the fire fiend under control, and two 


firemen were injured and taken to the hospital. 
The stock which was injured mainly proved 
to be garden tools, wire fencing, doors, windows, 
and wood sash; a large and expensive stock of 
plate glass, a big assortment of Christmas toys, 
and a large amount of incoming stock still wait- 
ing to be unpacked. A good deal of damage was 
also done by water, smoke and the intense heat. 
Coming just before Christmas, however, the 
fire was particularly untimely—and can a fire ever 
be timely? In the very next day’s papers or on 
Monday the 23rd, the Herron store came out with 
the following piece of publicity, showing the man- 
agement to have the spirit of a true sport. 
Imagine a $25,000 fire—even if one is covered 
by insurance—just before Christmas about which 
one can joke with the public. Notice, however, 


HARDWARE AGE 31 








acon 


We an " ee 


Herron’s 
Store News ! 


with 
apologica 
to 


K. C. B. : 


| his good luck, he sald, 
- - 7 














er 














One man said 
> ¢ ~ 


i “Since when has it been 


he thought we were 
° ° . “ - . 


very stupid not to wait good luck to be run 
- 


so - ca 


ee ee nee er eteeewee ae - 





until after the HOLIDAYS over by a tenh-ton truck?" 
} * 


to pull off our firc. 
eo — . 





It was only 
| _ a a” 
ithe very remarkable work of the 
_ ss * 


Auburn Fire Department that 
s = - 


Frankly, we think it's 
. oo et 


i very stupid thing to have 
~— * 


ain 


n fire at any time, and 
aN saved us at all, and any onc 
. ~ + 


we are sure you would agree 
oe 8 @ who saw the fire must realize 
e . 


if you could see 
> * e 





it. We wonder if everyone 
s s . 





the tremendous amount of $ 
o. O8 appreciates what a great asset 
" e a 


work we have before us to 
+ _ a 





our Fire Department is to 
brig our rear building and 7s 
~ this city. 
s os - 
Had it not 
All of the stock which was = 2. * 
* . od 








| stock back to normalcy. 
“Et Ve” 





been for our fire of last 
* . ° 


buried up, however, was - 
, “= 2 Saturday, this advertisement 
* 6 6 


r 











©. 
Spring and Sumimer merchancise | would bave announced the 
s > ~ * 7 — 


and, as our selling floors opening of our TOY DEPT. 
i > . a a 


were untouched, we are able to and some very interest ing 
* + *. 

go ahead with busincss and plans for a great Christmas...” 
* e o * s “hn ay 

service as if nothing had occurred, | These must all be changed, 
a ” — 


iof course, but, after our 
S<-3 7 





We were very fortunatc 
. ? . 





, that the fire did not take fire adjustment is completed, 
: - 2.2 * *@ 


our whole building—at the same | we will have an announcement 
* « ~ ; * * . 





time we must admit sympathizing | of plans, which, we 
- * 2 > . a 

a little with the Irishman jthin’, will be far more 
s s om 7“ 7 a ; 

who was run over by a ten-ton interesting than the 
. zs . . = + 


truck and came out with just original ones. 
s . ° « 


We thank you. 


P. M. HERRON HARDWARE Co. 


ee eg 





a broken leg. When he was 
~~ Re 





| 
: | 
| 


congratulated on 
* 
































that for all there is a smile, and we’re-glad-it- 
was-no-worse attitude—that there is also a cor- 
dial expression of appreciation to the local Fire 
Department; as well as a public assurance that 
the Christmas business in the main can go on 
just as usual, and there may even be some espe- 
cially interesting plans forthcoming, as a result 
of the fire in which the public will be interested. 

It is a peculiar thing that most people enjoy 
being sympathized with. It is rather natural, in 
fact. And yet too much of a bid for sympathy ex- 
presses the weakening characteristic of self-pity. 
There is none of this in the Herron ad, which is 
full of cheerful optimism. 








Derivation of Word, “Dun” 


HIS word, generally supposed to be derived from the French donnez, owes its 
origin, according to the British Apollo of September, 1708, to one Joe Dun, a famous 
bailiff of Lincoln in the time of Henry VII. He is said to have been so extremely shrewd 
in the management of his rough business, and so dexterous in the collection of dues, that 
his name became proverbial; and whenever a man refused to pay his debts, it grew into 
a prevalent custom to say, “Why don’t you DUN him?”—Spokes of the Rotary Club of 


New York. 
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Are in Electrical Goods 


N performing their duties as _ purchasing 
agents for their communities, hardware 
dealers no longer consider electrical goods 

as a side-line, but as an integral part of their 
housefurnishings and building supply lines. 

Whether a dealer specializes in housefurnish- 
ings or building supplies, he is doing a complete 
job only when he furnishes a complete service 
in electrical appliances or supplies. The I. H. 
Simpson Hardware Company, New York City, 
for instance, has found it both advisable and 
profitable to furnish complete services in both. 

For many years the company carried only a 
small line of electrical goods. Women would call 
occasionally for some household appliance and 
men for some electrical supply item, and these 
were furnished when they were in stock. 

Until two vears ago, however, little thought was 
devoted to the last potential market that these 
few calls represented. At that time Mr. Simp- 
son and B. Tilem, then his buyer, decided to give 
electrical goods a little more display and to in- 
clude electrical sales literature in the envelopes 





which regularly carried other sales messages to 
prospects on the mailing list. 

There was an immediate response. Regular 
customers who had gone elsewhere for their elec- 
trical goods now purchased at Simpson’s, their 
own store. Electrical sales jumped so that, ac- 
cording to present indications, the total sales vol- 
ume for the two years, 1924 and 1925, will be 
about twice that of the four preceding years, 
an increase of about four times in yearly volume. 

The total electrical goods sales, including those 
of accessories and supplies, now form about a 
third of the company’s business. The other two- 
thirds are divided about equally between house- 
furnishings and building supplies. 

This experience indicates that: (1) the public 
wants to buy electrical goods, and (2) it will buy 
electrical goods from its regular hardware store, 
if that store carries them and lets the fact be 
known. 

Once the public has this buying habit, the 
habit will stick—not so much because a woman 
would rather buy a toaster from a hardware store 
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carries a competitive line, which is only brought 
out when necessary. When a customer asks for 
“something cheaper,” a cheaper appliance is 
shown, but it is not sold until the differences be- 
tween that and the quality appliance are carefully 
pointed out. 

“If a salesman thoroughly knows his appli- 
ances, he can almost always sell the better one,” 
said Mr. Tilem. “A comparison between the two 
usually sells the better one.” 

This pushing of quality appliances not only has 
built much intangible good will for the store, but 


x. than from an electrical shop, but because it is so 
much more convenient to make all her household 
equipment purchases in one place, and in a store 
which she knows. 

This same rule holds good in the building sup- 
ply line. A typical order from a janitor or build- 
ing superintendent consists of a dozen fuses, three 
brooms, two locks, a package of tape, rubber- 
4 covered wire and a half dozen sockets. Of course 
3 the purchaser buys all at one place when he can. 
It is so much easier. 

Incandescent lamps are the store’s greatest 
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| staple, not excepting the older lines. Lamps has been a big factor in cutting down returns for 
= bring the trade of both home-owners and jani- repairs to less than one out of every ten sales, 
ae tors or others responsible for the maintenance exclusive of troubles with cords and plugs. 
ie of apartment house and commercial property. Most repairs that come in are of a minor na- 
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ture, such as any man who can handle a screw- 
driver can make. The Simpson salesmen them- 
selves handle most repairs, 75 per cent of which 
are on cords and plugs. 

Because it is known that Simpson’s offer a re- 
pair service, women often bring in appliances that 


In the household appliance line, irons are the 
biggest selling items. Of other appliances a com- 
plete quality line is carried. It includes: cookers, 
table stoves, hot plates, toasters, waffle irons, per- 
colators, vacuum cleaners, curling irons, hair dry- 
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ers, heating pads and vibrators, with heaters and 
fans in season. 

By watching the stock carefully and keeping 
a complete assortment of quality appliances, with 
a small reserve stock, the company maintains a 
low capital investment and a high turnover. 

In addition to the quality line, the company 


have been purchased elsewhere. Many of these 
are of the “drug-store” sub-quality variety which 
are not worth repairing. This gives the salesmen 
an opportunity to point out why only quality ap- 
pliances are worth while, and many sales are 
made of new, quality appliances. 





HARDWARE AGE 


December 17, 1925 


Solving the Credits and Collections 


Adequate Investigation Pre- 
vents Loss 

¢¢ W HAVE read with much interest 

| your published articles on ‘Solv- 

ing the credit and _ collection 

problems,’ and at your solicitation I 

am giving you my experience in solving 
these problems. 

“T took charge of the hardware com- 
pany of which the Mead Hardware Co. 
is the successor in 1915, and the com- 
pany at that time was doing a 90 per 
cent credit business and 10 per cent 
eash business, as the citizens of this 
community found credit easy and prices 
high. 

“Being a cattle and sheep country, 
the rancher. paid no attention to the 
price paid so long as he could get his 


merchandise on,time; it being the cus- ~ 


tom to pay once each year ifthe grass 
was good, and if bad, at such time as 
he was able to sell his» stock. 

“Having come from the East to this 
State, where I had a large experience 


in eredits-and collections, I saw that I- 


could not handle business in that man- 
ner, so I set about to change the char- 
acter of the business from catering to 
the rancher to catering to the city 
trade. Having~-disposed of my ranch 
stock, I restocked with lines suitable 
to the city trade, and was immediately 
confronted with the problem of credit 
cr cash business, I decided to do a cash 
business, as near as possible. 

“At the start’I had rather hard sled- 
ding, as many of our old customers who 
had been running long time accounts 
became very much peeved when we an- 
nounced our terms of net cash on tenth 
of month following sale, unless special 
terms were made. We priced our goods 
on a cash basis and when a party ap- 
plies for credit, we have them fill out a 
card for our file, showing name, ad- 
dress, whether own home, where buys— 
groceries, drugs, drygoods, etc.—how 
employed and salary. 

“We phone this information to our 
secretary of the Retail Merchants As- 
sociation, who looks up all the refer- 
ences and reports to us, and the proper 
record is made on our card for future 
reference. 

“If we find the party is behind with 
any one account, we take no risk, but 
refuse credit immediately. 

“By adhering to this rule we have 
cut our credit losses to practically 
nothing, and we haven’t a note in the 
house. Our customers pay us promptly 
and if they do not we immediately find 
out the reason or cut them off. We 
employ no collector as most of our cus- 
tomers pay by mail and appreciate not 
being bothered with a collector. 

“By this system out of sales of $75,- 


Problem 


000 per year we never have over $5,000 
on our books in any one month. This 
system requires nerve and diplomacy, 
but a merchant will soon find that the 
deadbeats stay clear of his store. We 
could double our business if we did a 
general credit business. 

“IT have set forth above the bright 
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Let Us Hear f rom You 


'E present herewith 

letters dealing with 
the credits and collections, 
evoked in response to the 
query, “What Is Your Great- 
est ‘Problem?” 


_ The problem of prompt col- 
_lections is a serious one, and 
_ in these letters hardware mer- 
_ chants will find food for much 
' sober consideration. 














HARDWARE AGE wants to 
hear more from its readers 
on this subject, for it is a 

_ vital one affecting the wel- 
fare of the entire hardware 
_ business. 


We will pay for all solu- 
_ tions published. 
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side of the cash business, and now, as 
every plan has two sides, I give you 
the dark side. 

“By this plan the hardware merchant 
loses practically all of the range, re- 
frigerator and wash machine business 
to his competitor who does an install- 
ment business, or it goes to the furni- 
ture stores, who all do an installment 
business. 

“Many times one is tempted to break 
over and sell on terms, but if one will 
only wait a short time he will find a 
period where he is glad he sold for 
cash. 

“At the present time the economic 
situation in this city is very bad, and 
our shops are laying off men and only 
recently I heard a large furniture deal- 
er say, ‘These men owe me thousands 
of dollars, but they have no jobs now 


and cannot pay, and I have no use for 
the goods sold them, so all I can do is 
sit pat.’ 

“I like the article by Mr. Grey in the 
Nov. 10 issue, as this is no time for the 
hardware trade to give up. If we will 
look about us we will find many new 
avenues of trade open to us. 

“The hardware merchant has always 
been one of the solid citizens of his 
community, and are we hardware men 
of 1925 going to lay down on the job 
because the road has been a little 
rough and we haven’t made the money 
that we should have?” 

(Signed) RuSSELL F. MEap, 7 
President Mead Hardware Co.,. © 
Albuquerque, N. M. 


Greatest Problem Is Getting 
Money from People with™ 
None 


66 EPLYING to your article, cov- 
R ering the question of credits 
- “and collections, your request 
reminds us very much of the new man 
who took over a job and called in con- 
ference an old employee, with twenty- 
five years’ experience, and said to him, 
‘Now sit down and tell me all you know 
about the business,’ just. as if that could 
be done in a short conversation. 

“This actually happened to the writer 
twelve years ago, and w@have no doubt 
that you know the man who pulled the 
triek,. = ies 

“Our greatest difficulty in the matter 
of collections is to get money from the 
man who has none, and if any of our 
friends in the trade can solve this prob- 
lem, our hat is off to him. 

“It seems to the writer that the chief 
cause for all the worry in connection 
with credits and collections is the ease 
with which it is possible to obtain the 
credit in the first place.” | 
(Signed) OTTo KUHN, Treasurer 

Birkenmeier & Kuhn Co., 
Newark, N. J. 


Looking for the Light 


‘¢— N your issue dated Nov. 8 I saw 
| that you are getting reports from 
hardware dealers and that col- 
lections seem to be the one great prob- 
lem. 

“Tf you can devise some way how we 
may overcome this great problem of 
hardware dealers it will be very much 
appreciated. Writing to them does not 
do any good. It seems to me that a 
good collector would solve the problem 
but most dealers do not have enough 
business to hire a good man.” 

(Signed) F. W. Brosic, 
Navasota, Tex. 
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Hamp Williams on The Importance of 
Hardware Mutual Insurance 


By Hamp Williams 


VERY retail hardware firm in this country 
should be vitally interested in Hardware 
Mutual Insurance. Here is a photograph 
of a check for $44,437.80, sent us by the Texas 


Franch of the Federal Hdwe. & Implement Mutual - 
Insurance Company, better known as the Big > 


Three Hardware Mutual. iy 

The check was for the amount due upon the loss 
we sustained by fire on Sept. 5. There was another 
check from National Imple. Mutual Insurance 
Company of $2,000 in the same envelope. 

Out of $76,000 insurance carried on this risk 
$61,000 was with the Hardware Mutuals, and 
every dollar has been paid. The Hardware 
Mutual Insurance cost me one dollar per hundred 
as against two dollars per hundred for the Old 
Line Insurance carried in this loss. My total fire 
insurance carried at Hot Springs before the fire 
was $201,000. Of this amount $161,000 was with 
the Hardware Mutuals—a saving to me on in- 


surance alone of approximately $1,610 per annum 


‘or $134 per month. In ten years I save $16,100 


by insurance with the Hardware Mutuals. 
I have had four fires in the past 20 years. Let 


me add right here that it would have been far 
better for me had I paid insurance all my life and 


never had a fire, and the last one worse than all. 
You cannot cover fire losses with insurance; it 
only helps to keep you in business. Had I not 
collected my insurance in either fire I would not 
today be in business. Hardware Mutuals have 
had losses in every fire I have had and they have 
always paid promptly. The Old Line Insurance 
Companies paid me also, but look at the difference 
in cost. 

I don’t see why any Retail Hardware Concern 
would turn down Hardware Mutual Insurance. 
In the 20 years or more they have been in exist- 
ence they have never failed to-meet every claim 
promptly. 





The Retailer’s Responsibility 


There may have been a day 
when the average retailer or his 
clerks could hide behind the ex- 
cuse that they did not exactly 
know the nature of the goods 
they had sold when the latter 
came back to them with the com- 
plaint of the purchases that they 
did not give entirely satisfactory 
service; but not so today. There are few respon- 
sibilities in this world which can be successfully 
and satisfactorily shirked ; nor is that one of them. 
The manufacturer is ultimately responsible for 





the poor service of his goods—but ordinarily that 
responsibility is first the retailer’s. It is his bur- 
den. He carries it right on his back. It is from 
him that the consumers’ satisfaction should be and 
is sought and from him that it should come. 

Without a doubt, the retailer may normally 
count with considerable assurance upon the re- 
sponsibility of goods which are advertised by their 
manufacturers since it is an economic law that 
unsatisfactory goods cannot long be successfully 
advertised. But upon that or some other satisfac- 
tory basis he must satisfy himself that all mer- 
chandise he sells will stand up. _ 
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A Collection System for Installment 
Selling : 


By W. W. True, President, 
True & Blanchard Co., Inc. 


AVING had about 30 years experience in 

selling hardware on installments, we are 

interested in the various articles which are 
being published covering this subject. For the 
benefit of those who are in doubt as to selling 
hardware in this way, we wish to say that in all 
these years it has been very satisfactory indeed 
and that while we have had some trouble with 
collections, our losses on the whole have been less 
than one-half of one per cent. We think we have 
made a great improvement in the last few years 
in our method of handling these collections and 
hoping our experience might be of some benefit 
to others we are offering a brief description of 
our present method. We have found that a large 
part of the collecting is done when the sale is 
made, by having a good understanding at the time 
of all the conditions and making it clear to the 
purchasers that their payments are to be made 
promptly, a large part of the collecting difficulties 
are overcome. We are inclosing a form which we 
use with every installment sale. This is made 
out complete and a copy mailed to the customer 
a few days after the sale is made. The office copy 
is kept in a loose leaf binder alphabetically ar- 
ranged so that it becomes a complete record of 
the transaction until the final payment is made. 





Customers, by means of this, are again notified of 
the fact that payments should be made promptly 
and wé find that they take a great deal of interest 
in this paper; bring it in to have their payments 
endorsed and keep very close account themselves 
of when the payments are due. Since we have 
adopted this system we have had almost no trouble 
whatever with delinquent payments and we can 
heartily recommend it to anyone having difficulty 
with installment collections. Another’ thing 
which has been a great advantage to us is, making 
a flat rate covering all expenses, interest, etc. We 
inclose another sheet showing our installment 
terms which have been in force some time and 
which seem to have helped us very much in getting 
enough from our installment sales to pay for the 
cost of carrying and collecting, without having any 
controversy with the customer in regard to collec- 
tion of interest with the last payment. By means 
of this system, we have been able to get twice as 
much for the use of our money with much less ob- 
jection on the part of the customer. It is our 
belief that if hardware dealers generally would 
adopt this system of giving very close attention 
to the details of the transaction when it is first 
made, starting the customer off right and follow- 
ing up the first few payments, they would find that 
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installment selling is very satisfactory and many 
times is a great service to the customer. Of 
course, we do not recommend installments where 
customers can pay cash and in order to prove that 
we prefer the cash, we allow 5 per cent discount 
if the full amount of cash is paid at the time 


of sale. 
TERMS INSTALLMENTS 
No. 1,12% Cash, Balance 12 Payments of 8% each 
0. 2, 25% Cash, Balance 10 Payments of 8% each 
No. 3, 20% Cash, Balance 6 Payments of 14% each 
No. 4,15% Cash, Balance 6 Payments of 15% each 
No. 5, 3343 % Cash, Balance 6 Payments of 12% each 


NO INTEREST UNTIL PAST DUE 


Guns and Bicycles, No. 5 only 
Radios, Nos. 2-3-4-5 only. 


CREDITS FARMERS 
Class A—Those who have no claim on farm, stock or 
tools. 


Class B—Those who have no claim on farm. 

Class C—Those who own stock and tools and 50 per 
cent in farm. 

Class D—Those who have claims on both farm and 
stock, and whose cream and milk checks 
are not assigned. 


Class A, B, C—30 per cent down; balance note 90 
days, possible renewal for one-half for 90 days longer. 


Class A and B—When necessary; note 60 days, pos- 
sible renewal for 60 days. No payment down. 

As a rule do not want to sell goods on which we 
cannot hold a lien, except to Class A and B. 

No interest except on renewals or until notes be- 


come past due. 
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Gentlemen: 
\.e wish to thank you very much for the p 


of 





the contract for which.we find in our office this morning. 
Our records shov that peyments are to be mcde as follows 
Date and Payments Made 
Payment Down Hdse 
Cash 
Total 
Due Date Noe Payments Amount 
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Total Amount of Contract 





We shall be greatly dissappointed if your inve 
ment does not prove both profitable and satisfs ctory.e | 


certainly hope you will let us know if everything docs not 
prove entire ly satisfactory as we want to giv re you the best 
ig or ily on: 


possible scrvice. May we suggest that there 
way to complete this transaction satis Waotentty to cith: 
party and that is to have these payments made promptly. 
Cun we not cooperate go as to make this transaction a goo 
trade for both parties? 


Yours truly, 
TRUE & BLANCHARD CO. INC. 
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Nerve 


ERVE is not a new virtue. It is merely a 
modern label on old goods. For nerve 
existed even before David went out of his 

class to meet Goliath and got the decision and 
the moving picture royalties. 

Our forefathers called it pluck. But nerve is 
pluck raised to the nth power. Nor is it a single 
virtue. It is multiplex. 

To brave the rigors of the Arctic in search of 
the North Pole—that is nerve. 

To claim its discovery on Swiss cheese proofs— 
a different brand of nerve. 

To stick to the wireless keyboard of the foun- 
dering “‘Republic” flashing a cry for help that 
quivered through the civilized world—Nerve. 

To finance a gigantic deal requiring millions 
of real Saint Gaudens simoleons, acid tested, and 
up to the purity standard of Ceasar’s wife—or 
with three men on bases and two men out in the 
ninth inning, to fan a mighty batter—plain nerve. 

To displace a beating heart and remove a 
threatening growth when a fractional inaccuracy 
means murder—one of nerve’s 57 varieties. 

Nerve makes a man sure of himself. It de- 
stroys hesitation and takes the wabble out of the 
mind and out of his legs. A man with nerve be- 
lieves in himself. He knows that he can. Doubt 
and timidity are strangers to him. In the 
language of the phrenologist, he is seven plus on 
self-esteem, and his confidence inspires the con- 
fidence of others. 

Hence the man of nerve becomes a leader of 
men. He is magnetic; he attracts men. He is 


galvanic; he energizes men. His way gives him 
sway. 

Nerve begets courage. It puts fear on the 
scoot, and is the stuff of which heroes are made. 
It plunges men into the seas in thrilling rescue; 
it sends them aloft amid the flames; it goads 
them to dare and to do. 

Nerve shows in a man’s walk and conversation. 
Neither his foot nor his tongue falters. He has 
the militant tread. He walks with an accent, and 
talks with emphasis. He uses a chair chiefly as 
a step ladder to reach higher, and his only rest 
is in bed in refreshing sleep. 

The man with nerve is a smiling, whistling opti- 
mist. He leaks hope. He basks in continual sun- 
light, and success surrounds his horizon. He 
doesn’t know failure, and would decline an intro- 
duction. His enthusiasm is as infectious as the 
laugh of merry childhood. Whatever his proposi- 
tion, it is a winner. He thinks so—and that 
makes it so. 

Furthermore, he lasts. He has endurance. Dis- 
couragements may beset, obstacles may arise, 
croakers may quit; but he stays, he fights, he 
triumphs. Why? Because he has stamina. Nerve 
wins the long race and the hard struggle. Any 
trainer of athletes will certify that nerve has won 
more championships than speed or brawn. 

Nerve. The greatest human asset. It puts a 
whistle on the lips, tabasco in the blood, cement 
in the backbone, spunk throughout the homo. 

And when you’ve lost your nerve, you’re 
through.—National Lock News. 
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How Much 
Bookkeeping ? 


By A. M. Burroughs 


Burroughs Adding Machine Company 


<<¢ EF UST how much bookkeeping should I do, 
anyway ?” 

That is a question the retail merchant is 
beginning to ask as he views and reviews the 
various systems that are offered him. It is a 
wonder he is not more bewildered. Especially is 
this true of the merchant who can’t afford to 
spend a great deal of time keeping records, but 
who realizes that a certain amount of bookkeep- 
ing is absolutely essential. 

What he wants to know is, how much bookkeep- 
ing is necessary, how much is unnecessary, and 
what should be the real objective of the system 
he employs. 

Before answering his question, let’s get a pic- 
ture of bookkeeping in its relation to the rest of 
the business. The first thing a merchant does, 
when he goes into business, is to rent a store. 
Then he buys a stock of merchandise, opens his 
store for business and sets out to sell that stock 
of merchandise. Suppose, by reason of good 
salesmanship and good service, he builds up a 
satisfactory volume of sales. To all appearances 
he is prospering, yet it remains for the “profit 
and loss statement” to tell the real story. 

The profit and loss statement is the most im- 
portant record in any business. It shows whether 
or not a profit is being made, and that, mind you, 
is the one big reason why men go into business. 
Further, it shows at a glance the general condi- 
tion of the business; it shows whether or not the 
rate of turnover is high enough; it shows whether 
there are too many dollars lying idle on the 
shelves. In a word, it indicates the entire course 
of a business. 

That, then, should be the objective of the mer- 
chant’s bookkeeping system. And _ simplicity 
should be the keynote. It is totally unnecessary 
to install a complicated, time-consuming system 
of records when simple ones will do just as well, 
and even better. The merchant is in business to 
buy and sell merchandise at a profit, so the less 
time he has to spend at bookkeeping the better, 
providing, of course, he keeps those few records 
that are really necessary. 

There still remains the question of how often 
the profit and loss statement should be prepared. 
Once a year isn’t often enough. Too many things 
can happen in a year. It should be made out every 
month, otherwise the merchant is operating most 
of the year on guesses, and guesses aren’t safe, 
not in these days of keen competition and close 
profit margins. 

A system that will supply the figures for a 





Now, What'’ll I Do? 
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monthly profit and loss statement will prove ade- 
quate for every other requirement. It will sup- 
ply the figures the banker wants when applica- 
tion is made for a loan, the figures the Govern- 
ment wants at income tax time, and the informa- 
tion needed for establishing a line of credit with 
wholesalers, or making out a financial statement 
at any time. 

The individual records from which this figure 
information may be obtained are simple and 
easily kept. Only three ledgers and a recapitula- 
tion sheet are required: first, a daily distribution 
or recapitulation sheet; second, a customers’ 
ledger; third, a purchasing or creditors’ ledger; 
and fourth, a general ledger. 

The daily distribution sheet is a greatly simpli- 
fied form of the old style day book or journal. 
It provides sections for cash and charge sales, 
cash received on account, invoices received, cash 
paid out, checks issued, discounts and returns on 
sales, discounts and returns on purchases. Only 
a few minutes’ work, and the result is a complete 
recapitulation of the day’s transactions. 

Customers’ ledger and creditors’ ledger contain 
the record of money owed to the business and 
money owed by the business. A distinct advan- 
tage is obtained in these ledgers by using one 
sheet for each account and keeping it in daily 
balance. This makes it possible to tell at any 
time of the day or month just how much is owed 
to each creditor and how much is owed by each 
customer, and, by carrying a control card for each 
ledger, to know at all times the total of all ac- 
counts payable and of all accounts receivable. 

The general ledger is the most important book 
of record in a business. It is the nerve center 
of the bookkeeping system. There are four main 
divisions of accounts in the general ledger: asset 
accounts, liability accounts, revenue accounts and 
expense accounts, including a cost of sales ac- 
count. With these accounts in daily balance, the 
merchant has at his finger tips at any time the 
figures he needs to make out a profit and loss or 
financial statement. 

Simple! Yet every transaction is recorded. 
Every movement of goods and every exchange of 
money is part of the written history of the store. 
And while this simple accounting plan requires 
little time, it keeps the merchant’s records always 
up-to-date. 
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-Wasteful Practices in Marketing 


Revealed in U. 


S. Chamber of 


Commerce Survey 





tion of marketing, cooperative marketing, chain store devel- 


S to IFICANT changes in the field of distribution—the integra- 
opment and installment buying—are disclosed in the report of 


the Committee on Methods of Distribution which will be submitted 
to the National Distribution Conference at its general meeting in 
Washington, Dec. 15 and 16, according to a recent bulletin issued 
by the United States Chamber of Commerce. 

After an extensive survey of the various channels through which 
goods are transferred from producer to consumer the committee 
finds that there are no short cuts by which the costs of marketing 
may be materially reduced. The middleman (the wholesaler), who 
is often blamed for taking too large a proportion of the consumer’s 
dollar, is performing, it concludes, a necessary function, which is 
performed by some other agency even if he is eliminated, so that 
the expense of wholesaling remains. 


The survey undertaken with the idea 
of focussing attention upon wasteful 
practices in marketing, was made by 
a representative group of business men 
under the chairmanship of L. D. H. 
Weld, manager of the Commercial Re- 
search Department of Swift & Co., 
Chicago. It includes in its membership 
wholesalers, retailers, manufacturers 
and representatives of chain stores, 
mail order, house-to-house selling and 
cooperative organizations. 

“Channels of distribution,” the com- 
mittee says in its report, made public 
recently, “have developed as they exist 
now because in general they furnish 
the most economical and expeditious 
methods of getting goods from produ- 
cers into the hands of the consumers. 
Market channels and methods are not 
cut and dried and methods have been 
and are being improved through the 
competitive attempts on the part of 
manufacturers and distributors. These 
channels cross, merge and separate 





again into diverse ways, in different 
industries, to meet the particular needs 
as they are being discovered. It is not 
practicable or desirable that there shall 
be any distinct aggregation of dis- 
tributive functions along uniform or 
precise lines. It 7s desirable, however, 
that the functions shall be simplified 
where possible and adapted to chang- 
ing conditions, for these conditions are 
the outgrowths of fundamental eco- 
nomic changes.” 
“Weaknesses exist 
organizations just as 
factory organizations 


in marketing 
they exist in 


ment and changes and _ improve- 
ments are coming gradually as 
the weaknesses are sought and 


identified, one by one through the force 
of competition. 

“Location of retail outlets is directly 
responsible for much waste through 
the starting up of businesses in loca- 
tions which do not warrant the location 


and manage-. 
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of an additional store. Some chain 
store companies are seeking to reduce 
the locating of stores to a science and 
some jobbers and trade associations are 
aiding in the work; others, however, 
encourage the starting of _ stores 
irrespective of their chances of suc- 
cess.” 

“The middleman system of market- 
ing,” the report continues, “has de- 
veloped for the simple reason that 
middlemen are able to perform the 
marketing functions in the most eco- 
nomical and effective manner. Middle- 
men achieve economies in two principal 
ways: they acquire skill in performing 
marketing functions through special- 
ization and achieve economies by com- 
bining products made by different 
producers or manufacturers.” 

“The term, elimination of middle- 
men, is slightly misleading, because 
when one so-called middleman is elimi- 
nated, the producer, or someone else, 
has to undertake the functions previ- 
ously performed by the eliminated 
middleman.” 

The committee finds that there is a 
trend in the direction of integration 
of marketing, the bringing of the sev- 
eral processes of distribution under 
single ownership, although it is not 
so marked as is commonly supposed. 

Installment selling is one of the 
latter-day developments in marketing 
at which the committee points a warn- 
ing finger. 

“Development of installment selling,” 
it says, “was not pronounced until the 
advent of the automobile. Today, how- 
ever, installment selling is employed in 
the sale of multitudes of articles. As 
a matter of fact, it has been stated 
that even the wealthier classes, who are 
under no necessity, take advantage of 
time payments. 

“Although it is difficult to state de- 
finitely the advantages and disadvant- 
ages, there are two evident dangers 
which may be incurred by such a sys- 
tem if uncontrolled in its development: 
first, the emphasis on the terms of sale 
rather than on the price and quality 
of the merchandise; second, the en- 
couragement of over-buying by that 
class least justified in undertaking it. 





Queen Mary’s Method 











The story recently came out 
that one real reason why Queen 
Mary, of England, has such pro- 
verbial success in keeping her 
domestic help in these days when 
to do such a thing is something 
of an accomplishment, as most 
housewives well know, is_be- 
cause she makes an unvarying 
practice of starting a savings-bank account for 
each new maid when she is employed and of 
seeing to it that the girl deposits a well-defined 
portion of her wages in that account thereafter. 

Retailers who follow a comparable practice in 
the case of their employees find that their prob- 
lems of labor-turnover are likewise lessened. We 
have no knowledge of the costs of “breaking in”’ 
a new scullion or third-pantry maid in the royal 
household; but we do know from reliable figures 
which are available that the average cost of each 
‘instance of labor-turnover in the average store 





is far in excess of what most proprietors usually 
think and is much more serious. Two-hundred 
dollars for each instance has been stated as a con- 
servative figure and it may easily be three times 
that. 

Of course, the practice of modern quick-stock- 
turnover methods, usually necessitating fewer 
clerks and thus making higher-wages-per-clerk 
possible, can and almost always have materially 
helped the labor turnover problem. Probably 
there is nothing like the fat pay-envelope as a 
panacea in this direction. But, in addition, some- 
thing of the Queen Mary methods can accomplish 
further wonders, too. And a little well-directed 
advice and influence on the part of the proprietor 
toward the establishment and building up of in- 
dividual savings-bank acocunts for every clerk and 
employee can result in that greater sense of se- 
curity which can only reflect itself in greater satis- 
faction with the place of employment, its condi- 
tions, and its head. 
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WONDER if you fellows who are continuing 
bellyaching about rotten business fully real- 
ize what terrible inroads the big mail order 
houses and department stores are making in your 
business. While their business is increasing every 
month and every year, I’]l venture to say that not 
many hardware merchants can show anywhere 
near the same percentage of increased sales. If 
you read the financial reports in your local papers, 
you can’t help but feel that some of that increase 
is taken away from you. I wonder if you as a 
merchant ever take stock of yourself, like you do 
of your store each year? I'll bet you don’t. Well 
the sooner you do the better you will feel. Have 
you ever stopped to think that perhaps your plan 
of trying to get more business is all wrong? You 
no doubt try hard enough, but they don’t seem to 
respond. Why not try the plans that these big 
fellows use? 


* * * 


You may not think so, but you have a big ad- 
vantage over the out-of-town stores if you will 
only grasp it. Go after your customers like they 
do by circularizing every home in your town and 
R.F.D. every month. The big mail order houses 
publicly boast of the fact that it is the lack of 
direct mail advertising by the small town store- 
keepers that enables them to get the great volume 
of business. Compiled figures show that seven- 
eighths of the business done by the mail order 
house is gotten from the medium size and small 
towns of from 100 to 5000 population and the 
rural districts. The other eighth is picked up in 
towns and cities that are larger. On top of that, 
these giants are now opening up big retail stores 
in the larger cities throughout the country, which 
is intended to make it more convenient for your 
customers to pass up your store. 


* * * 


Now for the love of Mike why don’t you take 
a strong hold on your nerve tank and fight? Don’t 
lay down. Now is the time to go after business 
and keep everlastingly at it. Don’t be afraid to 
spend some money, and right here let me tell you 
that’s the greatest fault with you. You’re too 
niggardly with your advertising allotment, when 
that is as necessary to your store as your heart 
is to your body, if you only had sense enough to 
realize it. Just for an example look around your 
store and you will find that the majority of your 
stock is advertised. Well, why not do likewise? 
But it must be done in a way that will pay for 
itself, and not as is being done by thousands of 


The Mail Order Menace 


By Charles K. Beidenkopf 






you fellows who don’t know how. Get up clean 
page circulars, well illustrated, with neat cuts and 
good reading matter that will appeal to the cus- 
tomer, not to you. 

* * * 


You don’t spend any money in your store so 
don’t write an ad to yourself (as so many do un- 
consciously). Here’s what I have run up against. 
When I talk to some of you hardware men and 
tell you that it is going to cost a lot of money, 
you sit down and begin figuring what it’s going 
to cost for printing, stamps, delivery, etc., and 
start borrowing trouble before it comes. Then 
you get clay feet and quit cold. Instead of gazing 
at a beautiful future, you are looking through 
smoked glasses. I want to cite you an actual ex- 
perience. When I took hold of the merchandising 
in our store in that Iowa town, I also assumed 
charge of advertising. I did not care what it 
would cost. I figured that the profits I’d get from 
the increased business would pay for it, and just 
get this because it’s as true as the nose on your 
face, we got over four times as much business 
as we expected on our first big circular. Well, we 
at once started on a-monthly campaign sending 
out what we called our store news each month. 


* * * 


The results were wonderful. From a turnover 
in some departments of less than two we boosted 
it to an average in the whole store of four and a 
half times, and some departments went as high 
as twelve times. Now, Mister Stingy Tightwad, 
did we’ pay for this advertising? We did not. 
The customer paid it and was satisfied, or we 
could not have held our trade and kept up. You 
can keep a lot of your trade from buying away 
from home if you only get out of the rut. 


* * * 


If the majority of you merchants would only 
devote one-tenth of your time to devising plans 
to see how much you can sell, instead of seeing 
how much stock you can carry on your shelves 
and in your stock rooms, you’d be a darn sight 
happier; your business would not only increase 
greatly, but it would cost you less to do it, be- 
cause the more times you can turn your stock the 
less it costs you to do business, and down comes 
the overhead expense. Your greatest weapon 
with which to fight the mail order house colossus, 
the competitor who is tearing the very vitals out 
of your business, is here for the asking. We can 
show you how. 
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4% publishing beehive at 239 West Thirty-ninth 
Nee f yy Street, New York City, there are meetings of 
As iy gray-haired veteran publishers, editors, artists 
and Saae. I happened one day to drop in at the con- 
clusion of one of these conferences. There was a long, 
heavy mahogany table down the center of the room. There 
were heavy side-armed mahogany chairs around the table. 
On this table were scattered some curious-looking charts. 


* * * 


S 


NI I’ OW and then on one of the upper floors of that 





One of the managers of a trade paper had been analyz- 
ing the time factor as it applies to business men. He had 
been comparing how business men spent their time in 
1900 and how business men spend their time in 1925. I 
was very much interested in this analysis. I studied the 
charts. 

* * * 

Finally the general manager of THE HARDWARE AGE, 
who was present, remarked, “Here is an opportunity for 
you to give us a real interesting article. Why not take 
these charts and these facts and see what you can do with 
them?” So you see, the idea of writing this article was 
wished on me and I cannot even claim that the thought 
back of the article is original. Besides that, to be frank, 
I think these charts speak for themselves. I cannot see 
where any article is needed. I suppose the great idea 
is that as I happened to be alive and in active business 
in 1900 and as I still linger on the stage in 1925, with 
my faculties more or less impaired by the passing of time 
or by the use of time, it is proper for me to comment on 
these charts and this analysis. However, it simply cannot 
be done in one article. So we will have to have a Chapter 
I and a Chapter II. 

* »* * 

This, therefore, resolves itself into an article on time, 
or rather, an article on what we did with our time, in 
1900 and what we are doing with our time in 1925. How 
I lack the power of concentration! When I think about 
time, I think of that remarkable advertising book got 
out by the Ingersoll Dollar Watch Company in the heyday 
of their prosperity. This book described the various 
methods of keeping time down through the ages. It was 
a most instructive book, but do not write for it because 
the edition has long since been exhausted and the Ingersoll 
Dollar Watch will be shown in future museums as an 
illustration of what a dollar could buy in the way of time 
just before the World War! But all that is another and 
an interesting story—some other day, Nanette! 

~ cal col 


In 1900 we arose in the dark. That was before the 
nights of pajamas. We put on our red flannel underwear. 
We did not use Calox, Pepsodent, Pebeco, Forhan’s or 
Ipana dentrifices. All the tooth pastes that are guaran- 
teed to prolong teeth and life and so add to our time on 
earth had not been invented. Some of us occasionally 
used a little orris root and when we had a toothache and 
went to the dentist, our molars were polished off with 
pumice stone. This dental visit occurred every two or 
three years. 

* * * 

The Gillette Safety Razor was unknown. We had no 
time for a daily shave. On Sunday morning, the average 
American devoted thirty minutes and an old-fashioned 
razor to the job of getting rid of a week’s growth of 
beard. Shaving pastes were unknown. A piece of soap 
floated around in a shaving cup in a more or less sanitary 
condition—more or less! 

* * 

Did you say shower bath? Say, stop kidding us! If 

any hardware man in 1900 had taken a shower bath every 
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morning, his sanity would have been questioned. Besides, 
there were no shower baths. Most houses had no bath- 
rooms. My own father lived in a twenty-room house with 
a brownstone front. It had one bathroom. Each of us 
in the family every week had our special time set aside 
when we could monopolize this bathroom. 
* * 7~ 
Net result of these conditions: In 1900 a business man 
could bounce out of bed, dress and be ready for breakfast 
in 15 minutes. In 1925 it takes the same man one hour. 
In 1900 there were no daily dozens. Imagine a hardware 
man needing extra physical exercise in 1900—now laugh! 
* * ~ 


In 1900 I happened to be vice-president of the largest 
hardware house in the world. I was expected to be at 
my desk at 8 o’clock sharp every morning—and I was. 
There was one hour for lunch and we worked until 6 
o’clock—nine hours’ steady work per day—and it never 
occurred to anybody that the hours were long. In the 
busy season every spring and fall, we worked until 11 
o’clock three nights per week. On Saturdays we closed 
at 5 p. m., except in the summer season, when occasionally 

“we would close at 1 p.m. There were only four holidays 
in the year—Christmas, New Year’s, Fourth of July and 
Thanksgiving. Vacations were not regular. A man was 
looked upon as peculiar if he took a vacation unless he 
was ill. 

> * © 

In 1899 I was sent on a special business mission to 
England. Being over there, I took an extra 30 days to 
glance at Paris. I also visited the Battlefield of Waterloo. 
In those days, I was very much interested in battlefields. 
How our point of view does change! I do not think that 
today, if I went to Europe, I would take the time and 
trouble to go to Brussels and from there visit the spot 
where the illustrious Napoleon met his fate. When I re- 
turned home, the head of my house looked at me re- 
proachfully and remarked, “How could you stay away 
from the business so long? Were you not anxious to get 
back?” I know I fell very low in the estimation of Mr. 
Simmons because I flippantly replied that after I had 
finished the job for which I was sent, I never thought 
about the business again. That trip to Europe was the 
first rdal vacation I had had in 18 years. I have been 
trying to make up for lost time ever since!! 

- * >” 


Well, there we are. The working day for the average 
business man in 1900 was ten hours per day six days in 
the week—-sixty hours per week at the grind. We lived 
in a little world of our own. As I look back to that pe- 
riod, no distinguished visitors from various parts of the 
world telephoned, asking me to “luncheon.” My working 
days were spent with fellow officers, employees, traveling 
salesmen and country customers. Now that I look back, 
it was a simple existence. However, I must admit I look 
back with much pleasure to those days and often, with a 
tender smile and an occasional laugh, I remember some 
of the characters and some of the events that made up 
my life. 

* . 7 

There was the time when a certain quiet, gray-eyed, 
mild-mannered gentleman came from Idaho to buy a new 
stock of hardware. It happened that evening that for 
spiritual uplift we took him to the Standard Theater. I 
think the performance was “Somebody’s British Blondes.” 
I remember that the artistic standard at the Standard 
Theater of that period was weight. The blondes were all 
hefty. When they marched with their shields and spears, 
the stage trembled. Our customer from Idaho sat quietly 
He was so quiet that 
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I apologized for the show. I was sorry our salesman had 
bought tickets for such an exhibition. There were other 
shows in town that did not lean quite so far in the direc- 
tion of feminine curves. Renoir’s paintings have since 
then reminded me of the British Blondes. When we went 
out between the acts to smoke a cigar (that was before 
the days of cigarettes) our salesman from Idaho nudged 
me and whispered, “Don’t worry about the show. It is 
all right. He is always quiet. That is just his manner. 
He has been the sheriff of his county for ten years and 
has killed eight men. He never says much about any- 
thing!” 


* * * 
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Above is a reproduction of Chart III. I will write about 
Chart I and Chart II in my next article. You see, I never 
saw these charts until I made this visit to Thirty-ninth 
Street. I brought these charts back to my office to study. 
Now when I study the charts, I compare them with my 
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own experience and the experience cf my friends and 
associates of twenty-five years ago. I am sure the charts 


tell a truthful story. 
_ + * 


I have, in my feeble manner, attempted in this article 
to outline the delightful simplicity of life in the jobbing 
hardware business twenty-five years ago. In my next 
article I will attempt to write about the use of our time 
in business today. The more I think on this interesting 
subject, the more I am impressed with the vast difference 
in the use of our time in 1900 and in 1925. This time 
problem seems to have threads that go out in all direc- 
tions. It is affecting, not only business, but family life, 
religion and education. A study of this subject makes 
one wonder whether we are making the slightest effort 
to control and direct the use of our time or if we are 
not floating along on the current of time without any 
desire or effort on our part to steer in any particular 
direction, simply letting events and happenings use up 
our time without any control whatever. I wonder if most 
of us are not just drifting or living helplessly and aim- 
lessly day after day in the routine forced upon us, as we 
imagine, by our environment. 

* * * 

Was it Thomas Carlyle who, when he started on some 
important work, sent out a card to his friends announcing 
that “As Mr. Thomas Carlyle would be engaged on im- 
portant work for the next three months, he would not be 
accessible to his friends nor would he answer any letters?” 

* * ” 

At Mount Vernon they show you the little back stairs 
leading up to the bedroom that George Washington would 
use every night at exactly 9 o’clock when he slipped 
away from his guests. The Father of Our Country was 
a great believer in a good night’s sleep. Like Clemenceau, 
he preferred sleep to late hours and society chatter. In 
those leisurely days, they had time. Stop and ponder on 
how much thinking they did and how much they accom- 
plished. Think of the brilliant, constructive minds the 
times produced. 

* « * 

I have never decided the question, in my own mind, 
whether a telephone at your elbow is a curse or a blessing, 
but since there is such a contraption, we must use it. 

~ * « 


What is the answer to our time problem? Some one 
has said that time stands still; we do the passing. Let 
us think it all over for another week and then we will 
give more time to the question of time and the use of time 


in 1925. 





A Letter from Geo. E. Pfarr 


Mr. Llew Soule, Editor, 

THE HARDWARE AGE, 

New York City. 
DEAR LLEW: 

In your Nov. 26 issue of HARDWARE AGE under 
“Current News” we notice what appears to be a 
recent report on Central Hardware & Stove Co. 
of our city. 

The transaction so far as acquiring our East 
Akron business, together with the merchandise, 
happened September, 1919, over six years ago, 
at which time G. E. Pfarr and H. B. Hobart re- 
mained officially interested in The Central Hard- 
ware & Stove Co. for about one year, after which 
we retired from their board and since then have 
not been interested in any form other than to 
lease our building at this location to them, as 
noted in your statement. 

At the time of this transaction we owned and 


operated three other stores in Akron, so the offices 
and headquarters of The Pfarr & Hobart Co. were 
moved to 446 East Exchange Street and since then 
have continued in the hardware business at this 
location. 

We have gone somewhat into detail in this ex- 
planation because many of our friends over the 
country have asked for further enlightenment on 
your statement and we trust you will give this 
equal prominence. 

Please understand our relations with The Cen- 
tral Hardware Co. are very friendly and we wish 
for them all possible success. However, neither 
Mr. Pfarr nor Mr. Hobart nor The Pfarr & Hob- 
art Company have been taken into their company. 

(Signed) GEO. E. PFARR, 
The Pfarr & Hobart Co., 
Akron, Ohio. 
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‘T'ax Reduction Bill ‘To Reach 
Senate Before Holidays 


Measure to Pass House Practically Without Amendment— 
Senator Capper of Kansas Introduces 


Price Protection Bill 


By W. L. Crounse 


WASHINGTON, Dec. 14, 1925. 


roller the leaders of the House of Representatives are driv- 


W wi the impressive efficiency of a well lubricated steam 


ing through the pending tax reduction bill which will be 
on its way to the Senate soon after this issue of HARDWARE AGE 


reaches its readers. 


While a few partisan outbursts have occurred 


during the discussion of the measure, on the whole the debate has 
been harmonious and both the big political parties have shown a 
commendable disposition to side-track politics and endeavor ‘to 
speed up the passage of a measure that means more to American 
business than any other pending legislation. 

The bill as it will go to the Senate provides reductions aggregat- 


ing approximately $330,000,000. 


This will absorb practically the 


entire surplus predicted by the Treasury for the fiscal year ending 


June 30, 1926. 
Transaction Taxes to Be Repealed 


A few last minute amendments have 
been added to the bill with a view to 
facilitating business transactions. The 
tax on deeds and conveyances amount- 
ing to 50 cents on each $500 trans- 
action; the 10 cent stamp levy on vot- 
ing proxies and the 25 cent stamp tax 
on powers of attorneys are to be re- 
pealed. 

The threat of the automobile manu- 
factures to offer an amendment on 
the floor striking out the tax on pas- 
senger cars in lieu of the committee 
provision reducing the tax from 5 to 3 
per cent has been disposed of by a 
gentlemen’s agreement. This provides 
that in consideration of the abandon- 
ment by the automobile industry of the 
campaign for further tax reduction a 
provision will go into the bill making 
the reduced rate of tax effective thirty 
days after the enactment of the meas- 
ure and granting a refund of the tax 
on cars in the hands of manufacturers 
or dealers when the law becomes oper- 
ative. 

The automobile industry has fared 
very well and has little cause to com- 
plain. The Federal revenues have been 
slashed over $80,000,000 to provide 
lower rates of tax and there is a gen- 
eral understanding that in the next re- 
vision which it is predicted will be 
made two years hence the remaining 3 
per cent tax on passenger cars will be 
repealed. 


National Chamber’s Tax Program 


The program of tax revision of the 
Chamber of Commerce of the United 





States has just been made public in 
detail and has been transmitted to the 
House Ways and Means and the Sen- 
ate Finance Committees. The project 
is designed to provide a tax system 
looking to the stimulation of trade and 
industry to be substituted for the pres- 
ent system which was built up largely 
to meet the needs of war. 

Many of the recommendations of the 
committee for immediate tax revision 
and adjustment correspond to pro- 
visions in the pending revenue bill now 
before the House. There ate, however, 
several important recommendations of 
the committee which have not been pro- 
vided for in the reported revenue bill. 
Two of these deal with the question of 
corporation income tax and capital 
stock tax. 

The committee recommends reduction 
of corporation income tax until it ac- 
cords more nearly with the rate of the 
normal tax on individual incomes. It 
advocates the complete elimination of 
the capital stock tax. 

The attention of more than 800,000 
business men, representing the under- 
lying membership of the chamber, has 
been directed to the committee’s report. 
In a letter to the membership, John W. 
O’Leary, president of the chamber, 
points out that “during the six years 
since the war the United States has 
made progress in every field of activity 
toward peace-time stability.” 


Assured Revenue Policy Necessary 


“One of the most important steps 
still to be taken in the promotion of 
stability,” he says, “is a forward-look- 


ing program of tax revision which will 
enable American business, American 
labor, and the American public to work 
and build with considerable assurance 
as to the future revenue policies of the 
Government. It is with this in mind 
that the Chamber of Commerce of the 
United States has worked continuously 
toward the establishment of a practical 
program of adjustment and revision of 
tax policies and administration. 

“In recent months a committee of 
the national chamber has brought these 
policies together, elaborated them, and 
rounded them into one complete pro- 
gram. We believe that it is a practical 
and forward-looking program.” 

The chamber’s program has_ been 


perfected too late to receive adequate 
consideration in the House but will be 
urged upon the attention of the Senate 
Finance Committee as to those pro- 
visions which are not covered by the 


House bill. President O’Leary states 
that the chamber’s tax committee is 
now engaged in studying the problems 
of State and local taxation with a view 
to making recommendations which will 
be appropriate to that field of taxation. 


Senator Capper Introduces Kelly Bill 


It is highly significant that although 
several thousand bills have been pre- 
sented in the first week of the new Con- 
gress only one measure dealing with 
the subject of price protection has been 
introduced, namely, the composite bill 
presented in the House on the opening 
day by Representative Kelly, of Penn- 
sylvania, and in the Senate by Senator 
Capper, of Kansas. This is _ full 
acknowledgment -on the part of the 
business men of the country of the 
merits of the composite bill which has 
been prepared by a committee of ex- 
perts that has devoted more than six 
months to the close study of the sub- 
ject. In an explanatory statement with 
regard to the bill Representative Kelly 
says: 

“The form of the new measure, as 
introduced by myself in the House and 
by Senator Capper in the Senate, is 
the result of many months’ delibera- 
tion and conferences with committees 
of the American Fair Trade League, 
the National Chamber of Commerce, 
and many other national organizations, 
and I am assured it will have the un- 
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divided support of all friends of this 
reform. 

“Since 1911, the courts, through their 
interpretation of the so-called anti- 
trust laws, have gradually created a 
situation which is increasingly ob- 
structing and preventing the economic 
and orderly distribution of identified 
merchandise by business men of the 
country who have neither purpose nor 
ability to constitute a monopoly. 


Driven to Wasteful Methods 


“As a result of such interpreta- 
tions,” Mr. Kelly continued, “merchants 
and manufacturers have, against their 
will, been driven to a state of ruthless, 
uneconomic and wasteful methods of 
distribution, which have resulted in 
vast damage and loss to all branches 
of our trade and commerce, enhancing 
costs of distribution and creating a situ- 
ation not paralleled in any other civil- 
ized country. 

“The purpose of this legislation is 
to permit any producer of identified 
merchandise—that is, trademarked or 
branded merchandise—who is in fair 
and open competition with other pro- 
ducers of similar or competing mer- 
chandise, to enter into enforceable con- 
tracts which shall protect the public 
against the use of his advertising, 
good=will and reputation as cut-price 
bait, and also to assure a living profit 
to his distributors. 

“The purpose of this legislation is to 
restore freedom of contract, which was 
the unchallenged right in this country 
prior to the so-called Dr. Miles decision 
of the Supreme Court in 1911, and is 
today recognized in every other civil- 
ized country on earth. 

“This legislation will simply restore 
to the individual manufacturer of ad- 
vertised, identified, guaranteed goods, 
the right to protect his reputation and 
good-will, which depends upon public 
approval of the price and quality of his 
product. It will assure a square deal 
for business and the public.” 


Capper’s Activity Good Omen 


Senator Capper’s decision to present 
this important measure in the Senate 
is regarded as a very good omen. It 
will materially improve the prospect of 
the early and favorable consideration 
of this important legislation. 

It will render it possible for the bill 
to be simultaneously considered at both 
ends of the Capitol and especially it 
will make it practicable for the Senate 
Committee on Interstate Commerce to 
take the bill up for consideration be- 
fore it has been finally disposed of by 
the House. Thus much valuable time 
may be saved. 

It is also a matter of great satisfac- 
tion to the leaders in this movement 
that it should have been presented in 
the Senate by a member of that body 
representing the great Middle West 
with its vast agricultural interests. 
Heretofore the manufacturing and mer- 
chandising elements of the business 
world have been the sponsors of this 
proposed legislation, but Senator Cap- 
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per’s advocacy of the new bill will re- 
flect the interests of the farmers and 
their families in legislation that will 
facilitate the economic and orderly dis- 
tribution of merchandise and protect 
the public against the unfair use of the 
good will and reputation of standard 
merchandise. 


Protest Against Government Com- 
petition 


As I write these words business men 
are gathering from all parts of the 
country to take part in the Conference 
on Government in Industry which has 
been brought about by a movement 
participated in by more than one hun- 
dred distinct types of trade activity. 
An important feature of the opening 
session today has been an address by 
Secretary Hoover, who is in thorough 
sympathy with the movement. 

The conference is the result of a pre- 
liminary meeting held here several 
weeks ago when representatives of 
twenty major industries appointed the 
committee that submitted its report 
this morning. This committee is com- 
posed of the following members: 
Homer L. Ferguson, Newport News, 
Va., former president of the Chamber 
of Commerce of the United States, and 
president Newport News Ship Building 
Company; F. Highlands Burns, Balti- 
more, president Maryland Casualty 
Company and president International 
Association of Casualty and Surety 
Underwriters; J. E. Edgerton, Nash- 
ville, president of the. National Asso- 
ciation of Manufacturers and president 
Lebanon Woolen Mills, and Gen. R. C. 
Marshall, Jr., general manager Asso- 
ciated General Contractors of America, 
who is chairman. 

The session this morning was de- 
voted to the report and to opening 
statements by national leaders of in- 
dustrial activity. Two projects which 
the meeting is expected to elaborate 
and to use as inspiration for action 
were developed: 


Government Methods Always Wasteful 


1. No private business concern should 
be forced to pay taxes that are used in 
any part to finance commercial opera- 
tions within the Government with which 
it will be forced to compete. 

2. Use of public funds in commercial 
ventures by State, county, municipal 
and Federal governments “almost in- 
variably results in waste of money in- 
stead of the savings which public 
officials, acting largely for political ex- 
pediency, claim they can effect by elim- 
ination of private profit.” 

In following up the possibility of a 
permanent organization to carry for- 
ward the campaign, the steering com- 
mittee report urged that such an or- 
ganization be in the form of a small 
standing group rather than a cumber- 
some body. 

“It is believed,” the report stated, 
“that the great development our coun- 
try has realized is due in a large de- 
gree to the fact that government has 
been kept out of industry in the past. 
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The recent encroachments of cities, 
counties, State and Federal Govern- 
ment on industry are to be deplored. 
The principle is so firmly established 
as a part of our fundamental doctrine 
that we believe that any organization 
set up in reference to this should 
present an uncompromising attitude 
toward Government in industry when- 
ever and wherever found and that its 
principal function should be to do this 
and to assist any particular branch of 
industry in correcting such a tendency 
when found. 

“It is recommended that the confer- 
ence appoint a committee on resolu- 
tions which shall have for its principal 
purpose the formulation of a set of 
principles in addition to the usual pur- 
poses of such committee.” 


Nobody to Make Small Arms for Army 


For more than a decade there has 
been a steady encroachment on private 
enterprise by various branches of the 
Government. For several years before 
the World War the ordnance bureau of 
the War Department, pursuant to laws 
passed by Congress at the instance of 
labor organizations, concentrated the 
production of practically all war ma- 
terials in the United States arsenals, 
with the result that when the United 
States was plunged into the great con- 
flict the only manufacturers in the 
United States fitted up to make rifles 
and small arms on a large scale were 
two or three concerns that had pre- 
viously secured contracts from foreign 
governments. 

But Congress learned no lesson from 
this bitter experience. As was recently 
disclosed in hearings before the Ways 
and Means Committee with regard to 
the tax on rifles, shotguns, pistols, etc., 
no encouragement whatever has been 
given to private enterprise to maintain 
facilities for the production of small 
arms and if there should be another 
great war the United States would find 
itself in the same position as in 1916 
with the possibility that there would be 
no concerns in this country engaged in 
fulfilling foreign contracts and which 
might be taken over to equip our own 
armies. P 

The subject is a most important one 
which ramifies in a hundred directions. 
The conference may well modify Sec- 
retary Hoover’s famous slogan to read: 
More Industry in Government and Less 
Government in Industry. 


Reduced Railroad Fare for 
Convention at Kansas City 


The Western Passenger Association 
has authorized a one and one-half fare 
rate on the certificate plan for the 
round trip to the convention of the 
Western Retail Implement and Hard- 
ware Association, to be held in Kansas 
City, Jan. 12, 13, 14. This rate, it is 
announced, will be available from all 
points in Kansas, Missouri, Oklahoma, 
eastern Colorado, Nebraska, lowa and 
Illinois. Tickets for going trip may be 
purchased Jan. 8 to 14. 
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Allyn Fuller Makes Instructive Talk 


to Nutmeggers on December 9 


Fuller, Canaan, Conn., president, Connecticut Hardware As- 


({ Fate ably his viewpoint as an hardware merchant, Allyn 


sociation, addressed The Nutmeggers, Dec. 9, at the Hotel 


‘Burritt, New Britain, Conn. 


About forty members were present. 


Leon Schwartz, president of the Nutmeggers, was called away pre- 
vious to the meeting, so vice-president Robert Skinner presided for 
the first half of the meeting and secretary Linford C. White did 


the honors for the second half. 


Mr. Fuller urged salesmen to work 
for a list and discount price basis 
wherever such were practical, and asked 
the members to urge upon their com- 
panies the desirability of a uniform 
catalog page size to facilitate the deal- 
er’s filing and use of such catalogs. He 
scored the manufacturers who made a 
practice of selling below retailers’ price 
when exhibiting at county and other 
fairs. In his friendly and helpful way 
Mr. Fuller said the good salesman 
brings in outside atmosphere to the 
dealer, can be helpful to him and often 
brings news and selling ideas from 
other towns which will prove of great 
value to dealers. In ten points Mr. 
Fuller enumerated the important fac. 
tors which commend a salesman to him. 
These ten points will be published next 
week in HARDWARE AGE. 

John Jepson, Clipper Belt Lace Co., 
spoke on his own line, which is belt 
lacers and belt lacing. Harrison Key- 
ser, representative of the Hardware 
Mutual Insurance Companies at Stev- 
ens Point, Wis., gave the Nutmeggers 
some interesting data on automobile in- 
surance which is now available to mem- 
bers through the Mutuals. 

The meeting was then turned over 
to W. L. Bennett, who has charge of the 
coming frolic, entertainment and ban- 
quet to be held jointly by the Nut- 








Allyn Fuller’. 


meggers and the members of the Con- 
necticut Hardware Association, on Feb. 
17, the night preceding the State con- 
vention, both events to be held at the 
Hotel Bond, Hartford, Conn. A special 
souvenir program is planned. 





Annual Sales Conference. 
National Steel Fabric Co. 


The annual sales conference of the 
National Steel Fabric Co. will be held 
at the Pittsburgh Athletic Association, 
Pittsburgh, Dec. 14 to 18, inclusive, and 
a very interesting program has been 
prepared for the gathering which will 
bring together 65 branch managers and 
salesmen of the company. The open- 
ing address of the meeting will be by 
Homer D. Williams, president of the 
company, and for the evening meeting 
Monday evening, Dec. 14, the principal 
speaker will be Charles Coolidge Par- 
lin, manager research department, Cur- 


tis Publishing Co., who will talk on | 
ers’ View of the Manufacturer.” 


“Economic Distribution.” On Tuesday, 





W. E. Hart, manager structural bu- 
reau, Portland Cement Association, 
Chicago, will present a paper on “Port- 
land Cement Stucco.” Another speaker 
for the second day’s session is L. 
Brandt, Pittsburgh, who will talk on 
“Engineering Service fer Housing 
Projects.” The results of the Highway 
Research Council investigations will be 
presented on Wednesday by C. A. Ho- 


_gentogler, Highway Research Council 
_Committee, Washington. 


On the last 


_day of the meeting there will be papers 


and discussions on reinforced concrete 
pipe, fabric in building slab construc- 
tion, and an address by John D. Baker, 
president Baker-Holmes Co., Jackson- 
ville, Fla., who will talk on “The Deal- 











| 
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Lewis Johnson Dies 


Lewis Johnson, for the past ten 


years manager of the flat wire depart- — 


ment of the American Steel and Wire 
Company, died at his home in Chicago 
on Sunday, Dec. 6. He was 46 years 
of age and is survived by his wife and 
three sons. 

At the convention of the Agricultural 
Implement and Vehicle Manufacturers 
Association held in October, Mr. John- 
son was elected president of the Aux- 
iliary Association. 





Stanley Works, Inc., 
Buys Belgian Factory 


The Stanley Works, Inc. New 
Britain, Conn., has purchased a factory 
at Antwerp, Belgium, which will be 
used as a branch plant for the manu- 
facture of its products to be marketed 
in Europe, according to an announce- 
ment made public by E. Allen Moore, 
chairman of the board of directors. 
Cc. F. Bennett, president of the.com- 
pany and Assistant Treasurer Pritch- 
ard represented the company abroad 
in the transaction, which has _ been 
hanging fire for a year. 





Sedrick Jordan Dead 


Sedrick Jordan, one of Willimantic’s 
(Conn.) leading business men, died at 
his home in that city, Dec. 6, at the 
age of sixty. In 1886 he became asso- 
ciated with the hardware firm of Car- 
penter & Fowler, where he remained 
three years. The firm then dissolved 
and a new one was formed under the 
name of Carpenter & Jordan. In 1898 
Mr. Carpenter died and a brother of 
Mr. Jordan became a member of the 
firm, the name then becoming Jordan 
Bros. Hardware Co. In 1906 other 
members were admitted to partnership 
and the firm became Jordan Hardware 
Co. Some three months ago the firm 
was taken over by other interests and 
Mr. Jordan and his brother, William 
P., retired. Sedrick Jordan was one 
of the prime movers in the organization 
of the Connecticut Hardware Associa- 
tion. 


ooo? 


Mansfield Tire & Rubber Co. 
Issues New Booklet 


“Bill Howell, Hardware Merchan- 
diser, Made More Money” is the title 
of an attractive little booklet recently 
issued by the Mansfield Tire & Rubber 
Co., Mansfield, Ohio. This booklet 
deals with a hardware merchant’s ex- 
periences in the sale of tires. Separate 
chapters describe his methods in Lo- 
cating Leaks, Cutting Inventory, In- 
creasing Turn-over, Pulling in the Cus- 
tomers and Going After Them. Each 
chapter is also illustrated with car- 
toons. 
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Llew Soule Will Address 


Hardware Boosters, Dec. 19, 
at Christmas Party 


Llew S. Soule, editor, HARDWARE AGE, 
will be the principal speaker at the 
annual Christmas party of the Hard- 
ware Boosters (New York) to be held 
Dec. 19 at the Hardware Club, 253 
Broadway, New York City. Junior 
Chief Booster Charles “Stanley” Pin- 
cus and Fred Hinchman have the affair 
in charge and promise a good time for 
all Boosters and their salesmen guests. 


W. B. Lundy Enters 
Business for Himself 


W. B. Lundy, in charge of store ar- 
rangement for the Watrous Hardware 
Co., Waukegan, IIll., has purchased the 
Central Electric ‘Shoe Repair Shop in 
that city, and in addition to the shoe 
repairing business will conduct a gen- 
eral leather equipment repair shop. 

He is well known in local hardware 
circles and previous to his connection 
with the Watrous company was for a 
number of years associated with the 
Frank Burke Hardware Co., in Wau- 
kegan. 





Wholesale Trade Reaches 
Peak in October 


Wholesale trade, according to the 
Federal Reserve Board’s combined in- 
dex of sales in six leading lines, reached 
a seasonal peak in October and was in 
larger volume than for any month of 
the past five years. Sales at depart- 
ment stores and mail order houses, ow- 
ing partly to favorable weather con- 
ditions, showed considerably more than 
the usual increase in October and were 
the largest on record for that month. 
Stocks of drygoods, shoes, and hard- 
ware at wholesale firms were smaller 
at the end of October than on Sept. 30, 
but stocks of groceries were larger. 

Merchandising stocks at department 
stores showed slightly more than the 
usual increase for October and were 
somewhat larger than at the end of 
October, a year ago. 

Freight car loadings reached a sea- 
sonal peak in October and totalled more 
than in any previous month, notwith- 
standing reduced shipments of anthra- 
cite and grain products. 





Conlon. Corp. Reorganizes 


Augmented Sales Force 


With the idea of providing closer co- 
operation with the dealers handling its 
line, the Conlon Corporation, of Chi- 
cago, manufacturers of electric wash- 
ers, has recently reorganized its sales 
force and re-districted its various ter- 
ritories. Several new sales represen- 
tatives have been added, among whom 
are: 





E. I. Foley, assistant sales manager, 
with headquarters at Chicago. 

E. S. Goodin, division manager for 
the northwest Pacific coast, with head- 
quarters at Portland, Ore. 

H. F. Barger, division manager for 
the southwest Pacific coast, with head- 
quarters at San Francisco. 

F. M. Johnson, division manager for 
the territory east of Colorado and west 
of Mississippi, with headquarters at 
Oklahoma City. Mr. Johnson has two 
district managers assisting him, Mr. 
Cunning, stationed at St. Louis, and 
Mr. Trevor, at Evansville, Ind. 

W. H. Hall, division manager for 
western Pennsylvania, with headquar- 
ters at Pittsburgh. 

P. H. Kelley, division manager for 
— York, with headquarters at Buf- 
alo. 

J. G. Nerad, division manager for 
eastern Pennsylvania, with headquar- 
ters at Philadelphia. 

A. C. Schneider, district manager at 
St. Paul. 

H. C. Lutz, district manager at Co- 
lumbus. 

O. L. Earp, district manager at Cin- 
cinnati. 





George Cotton Supt. Greens- 
burg Plant of Walworth Co. 


George Cotton, until recently super- 
intendent of shops at the Kewanee, III, 
works of the Walworth Co., 82 Pearl 
Street, Boston, has been promoted, ef- 
fective Dec. 1, to the superintendency 
of that company’s Kelley-Jones plant 
at Greensburg, Pa. 


Henry Peterson, Sales Mer. 
Beaver Products 


Henry Peterson, who has been with 
the Beaver Products Company, Buffalo, 
N. Y., for many years, has been made 
sales manager. Ralph F. Burley, for- 
merly advertising manager, is now 
assistant sales manager. Mark F. 
Stanbro has been appointed advertis- 
ing manager. He was recently assist- 
ant advertising manager. 





Jean Caro Products Co.., 
Moves Into New Plant 


The Jean Caro Products Co., Free- 
port, Ill., manufacturer of “Jean Caro” 
toys and “Six-in-One” Household Brush 
Sets, announces removal of its manu- 
facturing department and offices to 
South Chicago Avenue and Spring 
Street, in a new building which is com- 
pletely modern in every respect. 


R. B. Tucker, Sales Mer., 
Standard Plate Glass Co. 


Effective, Dec. 5, Richard B. Tucker 
became manager of Plate Glass sales 
for the Standard Plate Glass Co., Pitts- 
burgh. 








Gabriel Snubber Appoints 
S. C. Cline 


The Gabriel Snubber Manufacturing 
Company, Cleveland, Ohio, has ap- 
pointed Stanley C. Cline assistant sales 
manager. Mr. Cline had been sales 
manager of the Gabriel Snubber Com- 
pany, Chicago, distributor, for about 
three years. 





A. O. Roberts Advanced by 
Miller Rubber Co. 


Arthur O. Roberts, who has been 
with The Miller Rubber Company, Ak- 
ron, Ohio, for a short time, has been 
placed in charge of the dealer service 
division of the advertising department. 
Before coming to the Miller company 
he had been assistant advertising man- 
ager of the Velie Motors Corporation, 
Moline, Il. 





Bonney Forge & Tool 


Revises Price List 


The Bonney Forge & Tool Works, 
Allentown, Pa., manufacturer of alloy 
steel wrenches, has revised its entire 
price-list on both Chrome Vanadium and 
Carbon steel wrenches, establishing a 
net list price for each wrench. 





Erie County Hardware 


Dealers Hold Meeting 


The fall meeting of the Erie County, 
Pa., Hardware Dealers was held re- 
cently at the Hotel Lawrence, Erie, 
Pa. A feature of the meeting was an 
interesting talk by H. W. Berwig of 
the National Retail Hardware Associ- 
ation, on the subject, “Business 
Analysis” W. G. Pearce, field secretary 
also gave an illustrated talk on “Sales- 
manship.” . 





Mt. Morris Valve Corp., Will 


Manufacture Brass Valves 


The trade will be interested to know 
that the manufacture of the principal 
brass valve lines of the McNab & Har- 
lin Mfg. Co., will be continued at 
Mount Morris, N. Y. The Mount Mor- 
ris Valve Corp. has purchased the pat- 
terns, the old “MH” trademark rights, 
and all items of goodwil! applying to 
the standard lines of MH brass valves. 
They have also purchased the pick of 
the modern foundry and machine shop 
equipment used by the old company, 
and supplemented this by the purchase 
of new machinery. 

The company has erected modern 
fireproof foundry and shop buildings 
on a tract of land located on the main 
line of the Lackawanna R. R. 
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National Glass Association 
Country-Wide Organization 


to coast organization, as one of the important events of the 


| HE National Glass Distributers’ Association now is a coast 


eleventh annual meeting held at the William Penn Hotel, Pitts- 
burgh, Dec. 8 and 9, was the adoption of a change in the by-laws 
that provided for the admission to the organization, as its Pacific 
Coast division, of the Glass Jobbers’ Association of the Pacific Coast. 
New officers of the association elected and installed at the meet- 
ing are W. J. Schoonover, Scranton, Pa., president; D. H. Starts- 
man, Cincinnati, first vice-president; A. R. Townsend, Los Angeles, 


second vice-president, and North 
urer. 


Storms, Chicago, secretary-treas- 


L. H. Kibbe, Oakland, Cal., and Frank Howlett, San Fran- 


cisco, were elected members of the executive committee to represent 


the Pacific Coast division. 


The convention brought together 300 
delegates from all parts of the country. 
A meeting of the Mirror Manufacturers 
Association, many members of which 
are also affiliated with the National 
Glass Distributors’ Association, was 
held in conjunction with the larger 


meeting. John N. Carey, Indianapolis, | 


president, was unable to be present on 
account of illness and W. J. Schoonover, 
Scranton, Pa., vice-president, presided 
at the business sessions. 

On the evening of Dec. 8 a dinner was 
tendered by the American Window 
Glass Co., at which W. L. Monro, pres- 
ident of that company, was toastmaster, 
introducing James J. Davis, Secretary 
of Labor, whose topic. was “Overde- 


velopment in Industry”; Dr. Thomas S. | 


Baker, president Carnegie Institute of 
Technology, who spoke on “The College 
Man in Business”; W. L. Sharp, whose 
subject was “Business Sails,” and 
“Ted” Robinson, the Cleveland humor- 
ist. 

At the session of Dec. 9 there were 
addresses by President Schoonover, T. 
P. Geoghegan, Toledo, Ohio; C. J. 
Gundlach, New York; H. A. Wheeler, 
Boston; W. L. Monro, Pittsburgh; H. 
B. Higgins, Pittsburgh, and E. V. 
Jacka, New York. The closing event 


was a luncheon given by the Kawneer | 


Co. and the Zouri Drawn Metals Co. 
Mr. Schoonover began his address 
with a review of 1925, which, he said, 
was a year of general prosperity. In 
speaking of the changing conditions in 


| business, he said: ° 

| “Business today is highly specialized 
and very intricate. It is well for us to 
realize that our individual actions have 
direct bearing on the welfare of our as- 
sociates in business and on the public 
in general. 

“At one time it was thought that the 
man who undersold his competitors, 
even if he sold at loss, was a very de- 
sirable citizen, but in attending the 
National Chamber of Commerce meet- 
ing as your counselor, I found the pre- 
_vailing thought to be that the man who 

sells without sufficient profit is not a 

desirable member of society because 

eventually there will be unwilling con- 
tributors to his poor judgment.” . 
Although business has been handi- 
_capped by the Sherman law, the speak- 
_er said he believed it to be a good law, 
founded for the protection pf the pub- 
lic, and hoped to see it remain a part 
of the commercial system. 

_ Industry’s prosperity for 1926, Mr. 
Schoonover said, depends largely on 
the keeping up of a plentiful supply of 
gold, the continued efficiency of the 
railroads, and the prosperity of the 
farmer. The prosperity of the farmer, 
dependent on weather conditions, he 
said, is in the hands of Providence. 

He concluded by saying that the ten- 
dency of the times is for men to be 

fairer with one another, and that it is 
| becoming increasingly hard for a man 
to do business who does not have the 
| respect and confidence of his associates. 





a 


| 





Henry Lockwood Dies 


Henry Lockwood, aged 82, president 
of the Lockwood & Palmer Co., Stam- 
ford, Conn., wholesale and retail hard- 
ware merchants, died at his home in 
that city, Dec. 6, following an acute 
heart attack. 


National Brass Co. Issue 


New Catalog 


ee 


The National Brass Co., Grand 
| Rapids, Mich., announce the publica- 
tion of its General Catalog No. 25, 





covering the complete line of builders’ 
hardware. 























Savage Arms Corp. Expands 
Fire Arms Division 


Increased activity in the fire arms 
division of the Savage Arms Corpora- 
tion (which owns and operates the J. 
Stevens Arms Company) has made ad- 
visable a more definite segregation of 
their arms interest as against electric 


appliances. 
F. F. Hickey, works manager of the 
Stevens Arms Company, has _ been 


elected vice-president of that company, 
and also made manager of the arms 
division of both companies. 

Chester A. Smith, manager of sales 
of all products, announces the appoint- 
ment of T. L. Hopkins as manager of 
arms sales, resident at the Stevens 
Plant, and W. D. Higgins as assistant 
manager of arms sales, resident at the 
Savage Plant. 

With a background of hardware job- 
bing experience, Mr. Hopkins joined the 
Stevens organization in 1910, represent- 
ing the company throughout the United 
States and Canada. He-is unusually 
well qualified to assume control of the 
fire arms sales of the Savage Arms 
Corporation. 

After association with the hardware 
jobbing trade in the northwest, Mr. 
Higgins represented one of the leading 
ammunition companies in the northwest 
territory, and in 1918 joined the Sav- 
age Arms organization, participating 
in fire arms sales and advertising. 

J. A. Leahey, former representative 
of the Winchester Repeating Arms Co., 
has been added to the fire arms selling 
force to call on the jobbing trade in 
the eastern territory. Other repre- 
sentatives are being engaged and a 
reassignment of territories has been 
arranged. 

The expansion of fire arms organiza- 
tion will be extended into dealer edu- 
cational work backed by liberal adver- 
tising program. The increased facili- 
ties and concentrated sales effort has 
placed the Savage-Stevens combination 
as leaders in the fire arms field, both 
as to quality of their product and the 
number of arms produced. 





W. F. Sechtman Forms 


Partnership with Brother 


William F. Sechtman, for 20 years 
associated with the wholesale and re- 
tail hardware firm of L. S. Knoek & 
Co., Hartford, Conn., has severed his 
relations with that company and has 
formed a partnership with his brother, 
Charles D. Sechtman, who has been 
operating under the name of the Hart- 
ford Hardware and Tool Store, at 1162 
Main Street. 

It is the plan of the partnership to 
enter into a jobbing business of hard- 
ware and tools Jen. 1. 
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New Tub Freezer Has 
Galvanized Steel Bottom 


The New Standard Corp., Mount 
Joy, Pa., has recently placed on the 
market a new type of ice cream freezer, 
designated as the “Triple Whip 





Freezer.” A feature of this product 
is that the tub has a heavy galvanized 
(patented) steel bottom, which is 
designed to eliminate the weak con- 
struction of wood screws to hold the 
cream can bearing in place. Other 
features include full floating drive, 
with no binds, side crank, reserve ice 
space and shellacked wood handle. 





New Screw Driver Has Grip 
Features 


A new hand tool, designated as the 
“Grip-Scru Driver” has been recently 
placed on the market by Trimble & 
Fink, 927-929 Linden Ave., Baltimore, 


y mn, we: Pa 
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Md. This driver has a_ heat-treated 
expanding bit, controlled by a knurled 
collar on the lower end of the handle, 
which permits placing the bit in the 
slot of a screw and holding the screw 
in a vise-like grip, by giving the collar 
a quarter of a turn. In this manner, 
it is said to be possible to set the screw 
and screw it into place with one hand. 
It is available in three sizes, 6, 8 and 
12 inch. 


Popular Priced All-Steel 
Coaster 


To meet the demand for a_ popu- 
lar priced all-steel coaster of sturdy 
construction, the Toledo Metal Wheel 
Co., Toledo, Ohio, has just launched a 
new model, the No. 40 Viking All-Steel 











Coaster, finished in a deep, rich cr- 
ange. 

It is attractive as to color and qual- 
ity, and is also reasonably priced. 
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The body measures 14 in. x 33% in. 
and is made of heavy sheet steel, rein- 
forced to hold up under hard usage. 
The box is non-detachable, with bottom 
seamed in. A %-in. roll on top and a 
5g-in. half-roll on the bottom add to 
its appearance and stability. Disk 
wheels and 1-in. balloon tires will ap- 
peal to the youngsters. 





Clever Device for Controlling 
Garage Doors 


With a view to facilitating the open- 
ing of swinging garage doors the 
Richards-Wilcox Manufacturing Com- 
pany, Aurora, IIl., is marketing a clever 
device called the Singleknob Garage 
Door controller No. 600. 

This equipment effectively controls 
the action of the two swinging doors 
by the simple pulling on the handle of 
one. The action starts on the first door 
which opens far enough to admit an in- 
dividual before the movement of the 
second door begins when they move in 
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unison to an opening between seven 
and nine feet wide. This opening can 
be adjusted to regulate the angle at 
which the doors should stand. The 
device can easily be applied to any pair 
of hinged garage doors already in- 
stalled. 

When an astragal is used on one 
door that overlaps the other, the lock- 
ing of one door effectively locks both 
in place. The locking bolt is on the 
inside of the garage, but is operated 
from the outside. The handle is ar- 
ranged for easy padlocking. When the 
doors are closed a slight spring pres- 
sure holds them tight. 

Single knob forms part of several 
hardware sets which also_ include 
hinges, door bolt, door dogs and pack- 
age screws and bolts. All the products 
are built to give satisfactory service 
and are constructed of high quality 
materials. 


Improved Detachable 
Heel Plate 


With a view to furnishing greater 
safety and surer footing to those who 
move under hazardous conditions in the 
winter, O. A. Norlund Company, 1718 
East Third Street, Williamsport, Pa., 
is marketing a detachable safety heel 
plate, No. 6033. 
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The plate is already known. The 
new feature is the use of steel straps 
to hold them in place instead of nail- 





ing or riveting the plate to the shoe. 
The heel plates are made of high car- 
bon steel with calks formed while hot, 
and warranted not to bend or break. 





Lic-Wid-Les Door Check 


The No Liquid Door Check Co., 16 
East Seventh Avenue, Columbus, Ohio, 
has recently made some improvements 
in the Lic-Wid-Les Door Check. It is 
absolutely elemental in the simplicity 
of its principles and construction. The 
same principle of air pressure is ap- 
plied as that used for brakes on rail- 
way trains, automobiles, street cars, 
elevators, etc. 





At the top of the central chamber 
a durable coil spring supplies the power 
to close the door, while below an ex- 
panding friction brake retards the 
spring action so that the door’s closing 
may not be too forcible. The brake 
contracts or expands by the action of 
a cam which is controlled by the pistons 
in the two air cylinders to right and 
left. One of the cylinders is a vacuum 
chamber, the other a compression 
chamber. It is designed to obtain a 
steadier pressure by opposing the ac- 
tion of these. 

As the door opens the valves in the 
cylinders open likewise and the pistons 
move without pressure. Closing the 
door reverses the action. The cylinder 
valves close and cause air pressure on 
the pistons. The pressure is in pro- 
portion to the speed of the door and 
is mechanically transmitted through 
the piston rods and cam to the expand- 
ing friction brake. The friction or 
checking effect produced is therefore 
in exact proportion to the force ap- 
plied to the door. 
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Holiday Demand Takes Spurt; 
Usual Late Rush Begins; 
Staple Hardware Sales Light 


Demand for holiday hardware took another spurt last week, 
suggesting that the usual last minute rush had _ started. 


Wholesale business coming along 


manner. 


in a most. satisfactory 


With the heavy demand for holiday hardware items, staple 
lines naturally show less activity. There is also a desire of the 
trade to curtail purchases for the remainder of the year, so that 
inventories may be reduced as much as is possible. Jobbers be- 
lieve that business from now until after inventories will be re- 
stricted largely to actual current needs. 

Collections are showing some improvement in all territories 
except the market area adjacent to Pittsburgh. Prices generally 


are very firm. 


Collections Show Improve- 
ment with Chicago Jobbers 


The Christmas trade, naturally, con- 
tinues to hold the center of the stage, 
and both retailers and jobbers char- 
acterize this year’s business as excel- 
lent. Future buying for spring delivery 
on all items of spring and summer mer- 
chandise is the best in several years, 
and taken from every angle the hard- 
ware business is in mighty good shape. 

Collections are keeping pace with the 
steadily increasing sales. 





Consumer Holiday Demand 
Heavy in Twin Cities 


Holiday business is in full swing, 
with the consumer actually busily en- 
gaged in making purchases. This seems 
to be the general condition over the en- 
tire Northwest tributary to the Twin 
Cities. Jobbers are marking time, hold- 
ing their forces ready for the fill-in 
orders for holiday materials. Inventory 
is nearing rapidly, and stocks are being 
graded accordingly. Prices are very 
steady and few changes are expected 
before the first of the coming year. 

Collections are showing some im- 
provement. Expressions of optimism 
are common as to the amount of busi- 
ness in prospect in all lines for the 
coming year. 





December Sales Very Good 
in Cincinnati Market 


Sales by Cincinnati jobbers during 
the first half of December reached sat- 
isfactory proportions which compared 
favorably with the same period last 
year. Inquiry among the jobbing trade 
reveals that total sales for the entire 
vear will run about 5 per cent ahead 





























of those in 1924, providing that busi- 
ness continues at a normal rate until 
Dec. 31. 

While little demand has arisen for 
spring goods, orders are expected to 
increase materially shortly after the 
first of the year. Movement of fall 
and winter products has been satisfac- 
tory and the call for staple articles has 
been pronounced. Prices are steady 
and the only changes have been small 
reductions on mops, turpentine and 
cement coated nails. 

Holiday business is excellent and is 
most noticeable in electrical goods, toys 
and radio equipment. Retailers state 
hat their Christmas trade will total 
large figures. 





Force Cups Are Advanced, 
Report New York Jobbers 


Jobbers in New York announce an 
advance of 10 per cent on rubber force 
cups and an advance of $1 per ton on 
sash weights from 3 to 30 lb. These 
are factory advances and have not yet 
been made by jobbers in their offerings 
to retailers. Nail prices are very much 
firmer, the current range in prices being 
$3.45 to $3.50 for wire nails. 


Prices Continue Firm 
in Pittsburgh Area 


Pittsburgh jobbers still are doing 
well in the sale of holiday hardware 
buying, but activity in staples is re- 
stricted both by the attention necessary 
to holiday goods and the close prox- 
imity of inventory time. Futures are 
not doing especially well because so 
many retailers want to see the holidays 
behind them before doing much buying. 
Prices are generally firm and _ un- 
changed. Collections are a little slow, 
as they are apt to be at this time. 














Twine Advances in the 
Boston Market 


There are very few price changes in 
the Boston hardware market. The most 
important reported this week are an 
advance of about 10 per cent in twine, 
an advance of 5 per cent in bicycle 
tires, and slight declines in copper 
tacks and some styles of tin wash boil- 
ers. 





Basic Industries Situation as 


Seen by N. Y. Bank 


Among the basic industries, building 
construction and automobile manufac- 
ture continue to occupy the center of 
the stage, says the Guarantee Trust 
Co., New York City. The value of 
building contracts awarded in the first 
ten months of this year was larger 
than that for the entire year 1924. 
The production of automobiles reached 
a new high record last month, and the 
total for the ten months is nearly 
equivalent to that for all of last year. 

The iron and steel industry, which 
began its usual fall expansion with a 
very moderate upturn in operating 
schedules, now shows a distinct in- 
crease in activity. Average daily pro- 
duction of pig iron was more than 7 
per cent larger in October than in Sep- 
tember, and 22 per cent larger than a 
year earlier. The r:te of steel ingot 
output increased about 7% per cent 
last month, and was more than 24 per 
cent higher than in October, 1924. 
Unfilled orders r ported by the United 
States Steel Corporation increased 
391,886 tons, or 10% per cent, during 
the month. Buying in recent weeks 
has been considerably more active than 
in October. 


Cena 


Demand Exceeds Supply on 
Window Glass 


Figures recently compiled, indicate 
that the demand for window glass ex- 
ceeds production, states the National 
Glass Budget, which continues: 

The full significance of this fact be- 
comes more apparent when the differ- 
ence between production and salable 
product is fully realized. 

Production remains practically as it 
was a week ago. Some scattered 
changes are taking place in the operat- 
ing field, one of which is a large ma- 
chine tank going out for cold repairs. 
This may change the production figures 
somewhat, and there is every reason to 
believe that the present demand will 
be with us for a while. 

This is also true of plate glass. With 
plants operating at about capacity 
there is a ready market for practically 
all of the marketable product. In this 
field also profits are meager when the 
volume of business is considered. 


























Fie oS Pre ‘ 
: Se Soaiy REL ad ka, pee ete ae 


hanes 


a aie: 





December 17, 1925 


HARDWARE AGE 


ol 


Consistent Demand for Gift Lines in Boston 


—Wholesalers Optimistic Regarding Outlook 


(Boston office of HARDWARE AGE) 


as brisk as heretofore owing to considerable bad weather of 


[is hardware business in New England is good, although not 


late. To be sure jobbers’ bookings are running as heavy as 
a week ago and well in excess of last year. The retail dealer, how- 
ever, is somewhat less active, weather conditions being such that 
people have not shopped as heavily as they might otherwise. The 
letup, which is light, is temporary, for Christmas will be upon us 
next week and people will buy heavily regardless of weather con- 


ditions. 


The fact remains that the average retail dealer already has done 
a splendid holiday business and has enjoyed big sales earlier than 
usual. Experience has taught the public that it does not pay to 
delay Christmas shopping until the last minute. Christmas Clubs, 
run by banks have helped greatly in facilitating the “Buy early” 


movement. 


Members of these clubs secure their annual checks 


usually the first week in December, consequently millions of dollars 
are made available at once for shopping. Then, too, the fact that 
a very large percentage of New Englanders are well employed and 


well paid has been a big help this 


year. People, feeling that good 


times are ahead of us, have been more willing to spend some of their 
savings. There are all the earmarks of the retail hardware dealer 
having a successful holiday season. 


AIR MOISTENERS.—Sales of air | 


moisteners hold up remarkably well, 
according to jobbers. Many retail 


dealers are reordering goods. 

We quote from Boston jobbers’ 
stocks: 

Air Moisteners. — Galvanized radi- 
ator styles, three pocket, 9-in., $8.67 
per doz. net; five pocket, 9-in., $13.34; 
three pocket, 14-in., $12; five pocket, 
14-in., $16. 


AUTOMOBILES.—Toy automobiles are 
going much bigger than anticipated by 
the jobbing trade. The average retail 
firm is buying conservatively, but a 
surprisingly large number are carrying 
goods. 


ot quote from Boston jobbers’ 
sto 

Automobiles. — Toy, Dodge, $4.70 
each net; Ace, $5.20; Hudson, $9; 
Oakland, $12. 80; Hupp, $9.50; Nash, 
$11.75; ‘Jewett, $11. UP Oldsmobile, 
$15.20; Overland, $13.50; Packard 
Six, $28; Stutz, $15; onal (all steel 
body), $35; fire captain, $8; Hook and 
Ladder, $10.25; Mack truck, $24.50. 


BICYCLE TIRES.—Bicycle tires have 
been advanced about 5 per cent by job- 
bers here, following new lists issued by 
manufacturers. New prices follow: 


We quote from Boston jobbers’ 


stocks: 
Bicycle Viegs, — Guarantees $3.45 


per pair net; Thomproof, $3.90. 


CHRISTMAS TREE ACCESSORIES. 
—Much activity is noted in Christmas 
tree accessories. Sales of electric light- 
ing outfits have exceeded all previous 
records, say jobbers. 
We quote from Boston jobbers’ 
stocks: 


Christmas Tree we —Standard 
makes, $6 per doz 

Electrical Lighting “Outfits. —No. 84, 
eight bulbs, Mazda, $1.58 net per out- 
fit; No. 8008, carbon, $1.05; No. 1188, 
fancy bulbs, 58. 

Stars.—No. 302, in lots of less than 





ten, 164ec. each net; in lots of ten or 
more, 15c. 

Reflectors.—No. 303, in lots of less 
than 10, 4%c. each net; in lots of 
100, 4c. 

FLASHLIGHTS AND BATTERIES.— 
“Going big” is the way most everybody 
speaks of flashlights and batteries. It 
assuredly has been a big season for 
such merchandise. 

We quote from Boston jobbers’ 
stocks: 


Cases.—Without batteries, six or 
more assortments to the unit. No. 


2612, 97c. each net; No. 2619, $1.24; 
No. "2637, $1.65; No. 2672, $1.79; No. 
2694, $2. 50. 


Batteries. — Six or more assort- 
ments to unit package, No. 935, 8%c. 
each net; No. 950, 9%c.; Tungsten, 
No. 705, 28%c. each net; No. 790, 
19%c.; No. 791, 17c.; No. 700, 17c.; 
No. 703, 22c.; No. 750, 17c. 


FOOTBALLS.—A slight improvement 
in the movement of footballs out of 
jobbers’ stocks is reported, but the mar- 
ket is by no means active. Current de- 
mands are for holiday needs. 


We quote from Boston jobbers’ 
stocks: 

ae a oo 35, $5.50 per doz. 
net; No. $10; No. A5, $12.50; No. 
e (315. India pig- skin, $42 per doz. 


“Bladders. —No. 3, $3.50 per doz. net; 
No. 5, $4.50. 


GUNS AND AMMUNITION.—Retail 
dealers of Massachusetts report free 
sales of guns and ammunition, particu- 
larly the latter, owing to the open deer 
season, 

We quote from Boston jobbers’ 
stocks: 

Drop Shot.—aAir — $3.35 *¥ bag 
net; sizes No. 1 to No. 9, $3.10; in 
tubes, $4.95 per case. 

Guns. re air rifles, No. 12%, 


$4.05 each net; No. 26, $4. 95: No. 12, 
$6.12; No. 17, $7.50: No. 27, $8; No. 








70, $12.45. Shot guns, No. 107, $8.85; 

No. 115, $10.50; No. 215, $18; No, 235, 
$20.75; No. 315, $21; No. 330, $21.85; 
No. 353, $24.30. Savage, bolt action, 
single shot, No. 04, $6; repeating shot 
gun, No. 21A, $41.75. Baker Batavia 
leader, double barrel, $32; Black 
Beauty, double barrels, $50. Page & 
Lewis, 22 action, model D, $3.75. 


HOCKEY STICKS.—Increased jobbing 
sales of hockey sticks are reported. 
Jobbers’ stocks are growing noticeably 
small. 


We quote from Boston jobbers’ 
stocks: 

Hockey Sticks.—Boys’, white, $3 a 
doz. net; boys’ special, $5: Amateur, 


$8; Championship, $11; special, $11. 
Pucks.—Standard makes, $2 a doz. 
net. 
Polo Sticks.—Nc H, %5e. ai doz. 


net; No. G, $1.50; No. C, $3.75. 
RADIO GOODS.—Wholesale houses 
simply cannot secure enough radio sets 
to fill retail demands. Never before in 
the history of radio has public interest 
been of present proportions. As one 
jobber puts it: “Talk about the country 
going automobile crazy. If they are 
going crazy about automobiles, they 
have gone crazy about this radio. And 
I do not believe we have scratched the 
surface of radio. I think we are in for 
a long period of radio improvements 
that will constantly keep public inter- 
est alive and new sets in the average 
American home. Two years ago we did 
not think a great deal of the radio out- 
look. Now we are sold on it.” 


ROPE AND TWINE.—Jobbing quota- 
tions on twine have been moved up 
about 10 per cent to correspond with 
new lists issued by manufacturers. 


We quote from Boston jobbers’ 
stocks: 

Rope.—Manila, 26c. per Ib. base: 
sisal rope, 20%c.; hay rope, 21c.; cot- 
ton rope, 46ce. 

Lathe Yarn.—Sisal, C130, 20c.;: D200, 
21c. per Ib. 

Twine.—Hemp in %-lb. balls, No. 
12, 48c. a Ib.; No. 18, 41c.; No. 24, 
40c.; No. 36, 39c.; No. 48, 38c.; No. 
18 in reels, 44c. In %-lb. balls, No. 
18, 44c.; No. 24, 42c. Cotton cones, 
44c. Jute, 2-ply, 30c. Marlin, 2-ply, 
in 1-lb. balls, No. 4%, 29c.; No. 6, 
27c. ; in 2-lb. wo No. 8, 24c.; in 


SIDEWALK CLEAN ERS. -— Compara- 
tively few of the retail dealers in 
Greater Boston evince any interest in 
sidewalk cleaners, but some buying is 
noted from other sections of New Eng- 
land where snows have been expe- 
rienced. 


We quote from Boston jobbers’ 
stocks 


Sidewath Cleaners. — Wallingford 
line, Ry SCX7%, $8.40 per doz. net; 
No. , $9.96; No. RRSC, $5.16. 


SKATES. Cooler weather has speeded 
up sales of skates, as well as the fact 
that public holiday buying is on. Out- 
fits continue popular, but the demand 
for regular skates appears to be some- 
what larger than it was a year ago. 


We quote from Boston jobbers’ 
stocks: 

Ice Skates.—Men’s lever, bright, 
90c. per pair net; nickel, $1.25; key, 
bright, 90c.; nickel, $1.25 to $3.25. 
Hockey, key, nickel, $1.35 to $3.40. 
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52 
Screw to boot, nickel, 90c.; hardened 
steel, $1.12; steel, $1.50; chrome steel, 
$2.25 super-chrome steel, $2 and 
$2.70. Ladies’, bright, $1.10; lever, 
bright, $1.20; nickel, $1.50; key, bright, 
$1.20; ‘nickel, $1.50 to $3.60. 


Skating Outfits. — Men's, $3.65 per 
pair net; aoe $3.65. Challenge, 
men’s, $5: ladies’, $5. Hawco, men’s, 

No 130. $4; ladies’, No. 
. 093, $4. 50. 

Straps. — Black or russet, tongue 
buckle, 20-in., $1.25 per doz. pair net; 
30-in., $1.80. Patent buckle, 20-in., 
$2.40: 30-in., $3. 

Roller Skates.—Children’s strap heel 


and toe, 70c. a pair net; strap heel 
and clamp, 75c. Boys’ or girls’ strap 
heel, toe and clamp, $1.10. Children’s 
ball bearing, $1.50. Boys’ ball bear- 
ing, $1.50. Girls’ ball bearing, $1.50. 
Boys’ nickel hh truss extension, 
$2.50; girls’, $2.5 
SLEDS.—So far this season cheap 





sleds have sold much better than the 
higher priced ones. Jobbers’ stocks of 
the former are broken 
We 
stocks: 


Sleds.- 
each 


quote from Boston jobbers’ 





50 
$4; 
Racer, 

3.50. 


net: 


Flexible Fliers, No. 1, $2 
‘No. 2, $3.17: No. 3, 
3 No. 5, $5.84. 
Racer, Jr., 

. 99, $12 per doz. 
No. 100, $13.20; No. 150, $15.60: No. 
200, $19.20: No. 250, $21.60: No. 300, 
$26.40: Speedster, No. 340, $28.80 
per doz. net; No. 345, . 
350, $36: No. 355. 
sleds, No. 52. 
Clipper, No. 2, 
No. 6, $18. 
$10.80 each net: sleigh 
per doz. Lightning 
$24 per doz. net. 


SNOW SHOES AND SKIS.—Along 
with ‘skates, there is an excellent de- 
mand for-snow shoes and skis, the 
lack:of snow notwithstanding. 
We 
stocks: 
Snow 
$7.30 a 
Ladies’, 
Skis. 
net: 5% 
$4.15: 7 ap "$4.85: 7% -~* 
$6. Pine, 4 ft.. 70e 4 
5 . , 10: 5% ft., $1. 40: % ft., 
6% $1.90: 7 ft.. 


$2.30. 
aS —Rattan washer, 5 ft., 
each net; 4% ft., 


wood washer, 
SNOW SHOVELS.—The buying of 


snow shovels noted a week ago appa- 
rently was a flash in the pan. Since 
then business has flattened out some- 
what. Many retail dealers are not 
covered, consequently jobbers antici- 
pate good buying later. 


We from Boston jobbers’ 
stocks: 

Snow Shovels. — Wooden. boys’, 
without tip, $2 per doz. net; with tip, 
$4; No. 67%, with tip, $4. 80: single 
steel tip, $7.30; double steel tip, $8.60; 
malleable steel tip, $9.70; Crescent, 
$10.20; Pathfinder, $10.20. 

Steel Shovels.—Hubbard, long-han- 
die, $5 per doz. net; steel D-handle, 
$6; split wood D-handle, $6: Ames, 
long handle, $9.45: malleable steel 
D-handle, $10.15. New Eclipse, gal- 
vanized, No. 29, $11.65; Menzies, 
spring steel, $10.50. 


STEPLADDERS.—Sales of stepladders 


Speedaway, 


sleighs, 
boxes, $43. 20) 
snow scooter, 


B: iby 


quote from Boston jobbers’ 


46 in., 
$7.30. 


12 x 
in., 


Shoes.—Oxford, 

pair net; 13 

11 x 42 in., 

omg 5 
, $2. 95: 


"$1.60; 


54c. 
30c. 





quote 


so far this month are far ahead of those | 


H. C. Houck Merchandising 
Manager G. E. Co. 


Henry C. Houck, assistant general 
merchandise manager of the General 


Electric Company, has been appointed 
manager of the merchandise depart- 
ment at the Bridgeport works of the 
company, according to an announce- 








HARDWARE AGE 


a. quote from Boston jobbers’ 
sto 

Stepladders. —Nappannee, 3-ft., $1.05 
each net; 65-ft., $1.75; 6- i $2.10. 
Combination stool and ladder, $12 per 


doz. net. Paris, 3-ft., $1.80 each net; 
4-ft., $2.40; 5-ft., $3; 6-ft., $3.60; 7-ft 
$4.20; 8-ft., $4.80; 10-ft., $6. 


tive. 
time. 


We from Boston jobbers’ 
stocks: 

Stove Boards.—Paper lined, No. 9 
square, 28 x 28-in., $9.88 per doz. net; 
30 x 30-in., $11.60; 32 x 32-in., $13.75. 
Wood lined, No. 3 square, 28 x 28-in., 
$18.50; 30 x 30-in., $21.50; 33 x 33-in., 
$25.25. 


quote 


tacks. 
THERMOMETERS. 





jobbers. 





well as old buyers. 


stock. 

We quote from Boston jobbers’ 
stocks: 

Thermometers. — Cheap tin case, 
spirit, 7-in., $1.20 per doz. net; 18-in., 
$1.38; mercury, 10-in., $2. Standard 
heavy tin case, 8-in., $13.50; 10-in., 
$15.25. Copper case, No. 5153E, 8-in., 
$6: 10-in., $8. Woodback, 6-in., $9; 
8-in., $10; 10-in., $11. Candy, No. 
5908. $16. Bath, No. 5592S, $14.50. 


the holiday have been splendid. 





chests rather than to the high priced. 


| 
| 
| 


| set has to have a case. 


We Boston 
stocks: 

Tool 
line, 


quote from jobbers’ 

Chests. — Carpenters’, Union 
empty, general service, with 
tray, No. 216, $5.80 each list; No. 219, 
$6.10: No. 222, $6.50: No. 132, $7.50; 
No. 532, $9.70; No. 732, $11.60. Dis- 
count 33% per cent. 

Tools. — Stanley assortments, No. 
888D, $10.75: No. 862, $21.05: No. 903, 
$12.75: No. 904, $8.60: No. 905, $4.35. 
Crescent Tool Co. assortment, No. 
TK31, $1.57 each. 


TOYS.—After a series of false starts, 
buying of toys appears to have got 
|under way. The average retail dealer 
is going rather slow, however, yet 
there are certain dealers who are going 
in for toys on a large scale. 


' 





We quote from Boston jobbers’ 
| stocks: 

Play Toys.—Wolverine line, Sandy 
Andy, with engineer, No. 76, $8.25 
per doz. net; No. 161, without en- 
gineer, $10.30. Dumping Sandy, with 
engineer, $6.20; and crane, with en- 


ment of C. E. Patterson, vice-president. 
His appointment will take effect im- 
mediately. 

He entered the employ of the com- 
pany in 1899 in the testing department. 
On completion of his course, he was 
transferred to the lighting department 
and, in 1902, was sent to Cleveland as 
lighting apparatus salesman. Im the 
ten years that followed, he became 


Reading matter continued on page 54 


for the corresponding period last year. 


STOVE BOARDS.—WNumerous retail 
dealers have been obliged to replenish 
their stocks of stove boards, and such 
buying serves to keep the market ac- 
Prices have not changed for some 


TACKS.—There has been a slight re- 
duction in jobbing prices on copper 


Things are satis- 
factory so far as thermometers go, say 
Each day finds a new bunch 
of orders for stock, both from new as 
The average retail 
dealer is carrying a fairly complete 


TOOL CHESTS.—Tool chest sales for 
De- 
mand has run more to the cheaper 


The fact that many youngsters are 
making their own radio sets has helped 
the sale of tool chests, as the average 
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gineer, No. 104, $10.30. Panama pile 
driver, with engineer, No. 534, $10. 
Busy Andy trip hammer, : 
junior, $1.95; circus, No. 
Over-and-under, No. 2 
and-over -" re 32, 
race, No. Strategy, No. 3 
$8. 25. pa sets, 
No. 1, $8; No. 2, $18.50; 
Radio Rex, $15. Toy “or. No. 60, 
$3.34 each net; No. 204, $6. 

Erector Line.—A. C. Gilbert Co. 
sets, with motor, No. 0, 50c. each 
list; No. 1, $1 each; No. 3, $3; No. 4, 
$5; No. 7, $10; No. 8, $25; No. 10, $50. 

Carpentry.—No. 701, $1.50 each; No. 


702, $2.50; No. 707, $3.75; No. 765, 
$5. 50: No. 770, $10: No. 775, $18.75. 

Chemistry.—-No. 5007, $1. 25 each; 
No. 5008, $3; No. 5009, $5.50; No. 
5010, $10. 00. 

Magic. —No. 2001, $1; No. 2205, $3; 
No. 2206, . 

Puzzles.—No. —, 25c. each; No. 
1030, 50c.; No. 103 a 

Electrical Sets. on 3003, $3 each. 

mw -—?- P58, $1.25 each; No. 

54, $2. No. P56, $5. 

 Tcabiniene. — No. P60C, $3.50 
each. Discounts, 3344 per cent. 
Vacuum Sweeper. — Wolverine, 


$19.85 per doz. 


WASH BOILERS.—Some styles of tin 
wash boilers have been reduced in price. 


Others remain unchanged. Revised 
prices follow: 

We quote from Boston jobbers’ 
stocks: 

Wash Boilers.—Tin, No. 81X, $23 
per doz. net; No. 81XX, $27.75; No. 
91X, $24; No. 91XX, $29.45. 

WEATHER STRIP.— Weather strip 


sales continue in good volume. It is 
the opinion of some jobbing interests 
that more weather strip will have gone 
into consumption this year than in 1924. 


badd quote from Boston jobbers’ 
stoc 

Weather Strip.—In bundles, Bosley, 
felt, 65 per cent discount; Excelsior, 
felt edge, 65 per cent discount: Flexi- 
ble felt, 20 per cent discount. 


WEDGES.—There is something doing 
all the time in the wedge market, yet 
there is nothing very illuminating hap- 
pening. 


We quote from Boston jobbers’ 
stocks: 

Wedges.—Wood choppers, Truckee 
pattern, 8%c. per Ib. 


WINDOW GLASS.—Retail dealers are 














doing a mighty good window glass busi- 
ness. Most of them covered their re- 
quirements some weeks ago, but are 
forced to come into the market every 
so often to fill out stocks. 

We quote from Boston jobbers’ 
stocks: 

Window Glass. — Third quality, 
single A, 25 bracket, 87 per cent dis- 
count; 34 and 40 bracket, 84 per cent 
discount; all above 83 per cent dis- 
count. AA, all brackets, 84 per cent 
discount. Single B, 25 bracket, 89 
per cent discount; 34 and 40 bracket, 

87 per cent discount; 50 bracket and 








larger, 85 per cent discount. BB, 
all brackets, 87 per cent discount. 
all fractions and 
odd sizes, one way, add 3lc. per box; 
two ways, add 62c. per box. Double 
thick, one way, add 42c. per box; 
two ways, add 84c. per box. 





‘manager of the supply department in 


the Cincinnati district and later as- 
sistant district manager. In 1912, he 
was recalled to Schenectady as assist- 
ant manager of the supply department. 
In 1922, when the merchandising de- 
partment was formed, he was made 
assistant to G. P. Baldwin, then man- 
ager who, a week ago, was promoted 
to vice-president. 
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How’d you like to have 
these display stands? 


other advertising material—all for $47.25. 





Here’s a sure prescription for more strik- 


ing window displays, more sales, more 
You will make a good margin, you will 


profit: Get the Viko Deal which gives 
you the three handsome, practical stands 
illustrated above. 

With this deal you get a 78-piece selection 
of best-selling Viko Aluminum articles; 
plus the three stands; plus 25 aluminum 


win new customers, you will build solid 
Viko business for the future—and the 
stands will be yours. They carry no Viko 
advertising. You can use them every day 
to display any kind of merchandise. 


P.S.—This set of display stands will be fea- 





Sani-Scrapers, a most useful kitchen nov- 
elty to be given free to customers; plus 150 
colored invitation letters to send to your 
trade; plus a 3-piece window trim and 


Ask Your Jobber 


Aluminum Goods Manufacturing Company 
General Offices: Manitowoc, Wis., U.S. A. 
Makers of Everything in Aluminum 


po — —Information Coupon- — — — —- ~ 


| Aluminum Goods Manufacturing Company j 
Manitowoc, Wis. | 
Gentlemen: Please send, without obligation, full details 
| about the Viko Window Display Deal. Our jobbers are } 


Our Name 


The Popular Atwminum == 


tured soon in a full-page Viko advertise- 
ment in The Saturday Evening Post. Get 
yours now! Mail the coupon below, or— 


Hi 
mn 


i 
WN 


| 
| 


| 


i 
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Usual Late Rush Begins for Holiday 


Hardware Lines in New York 
Market Area 


HE usual late rush for Christmas gifts has started in the 


New York market area. 
day hardware items report a very active sale. 


Dealers who are featuring holi- 


Wholesale 


business on staple lines is being restricted to actual current re- 


quirements in order that inventories may be reduced. 


It is 


believed that this condition will continue until after Jan. 1. 
Strictly seasonal lines not suitable for gifts have not been 
very active due to the lack of snow in the Metropolitan area. 
Up-State towns however have had snow and consequently the 
sales on snow goods have been active in those sections. 
Prices are fairly firm. A few advances are given in the body 
of this report. Collections are showing slight improvement. 





Buck Saws Very Active; 
Axe Sales Are Heavy; 


Factory Shipments Slow 


The heavy demand for axes, buck 
saws, and household size hatchets and 
axes continues to be very heavy. New 
York jobbers say this has been the 
biggest year on record for these items. 
This is unquestionably due to the high 
price and scarcity of coal. The city 
trade on these items has also been very 
good. Prices have been firm. Jobbers 
say factory shipments are slow. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 


Axes 


Axes, yw Island pattern, 2% to 
3 Ib., $1.69 eac h; Connecticut pat- 
tern, "2% to 3% lb., $1.70 each; 3 to 4 
lb., $1. 75 each, and 4 to 5 Ib., $1.81 
each. Columbia pattern, 34% to 4% 
Ib., $1.80 each; 4 to 5 Ib., $1.85 each, 
and 5% iIb., $1.95 each. Kentucky 
pattern, 3 to 4 Ib., $1.45 each; 4 to 5 
lb., $1.58 each. 


Buck Saws 


Double braced, polished blades, 
length 30 in., with regular tooth blade 
and red frame, 88 cents each; with 
Champion tooth blade, red frame, 95 
cents; Disston Electric, with regular 
tooth thin blade, $1.22 each; and 
Disston Perfection, regular tooth 
clock spring, blue blade, extra thin 
back, stained and varnished frame, 
$1.17 each, 

































One-Man Saw 


Cross cut type, crucible steel, pol- 
ished, taper ground, with supplement- 
ary handle, 3 ft. long, $2.40 each; 
same 4 ft. long, $3.20; same 3% ft. 
long, $2.80. 


Two-Man Saw 
Cross cut pattern, 4 ft. long, $2.65 


each; 4% ft., $3.00 each, and 5 ft. 
long, $3.30 each. 


Good Consumer Demand Now 


on Christmas Tree Stands 


Wholesale business on Christmas tree 
stands was placed during the last 60 
or 90 days. Dealers find their sales 
are coming along now to the consumers. 
There is usually a heavy last minute 
rush for this item by both the consu- 
mer and the retailer. Wholesale stocks 
are not heavy but are probably ade- 











quate. are not expected to 
change. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK 


Christmas tree stands, Gem, $4 per 


Prices 








Furnace Scoops Very Active; 
Prices Are Firm 


At firm prices furnace scoops are 
selling very actively. Stocks are fairly 
good. This has been a very good item 
since the season opened. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Furnace scoops, No. 2, hollow back, 
black steel blade, malleable ‘‘D’’ han- 
dle, $5.04 per doz.; long handles, $4.80 
per doz.; furnace’ scoops, No. 2, riv- 
eted back, heavy black steel blade 
and wood. “DD” handle, 84c. each; 
long handle, 84c. each. 


Oil Heater Sales Heavy; 
N. Y. Stocks Are Low 


Continued heavy demand on oil heat- 
ers is said to have increased the short- 
age of this item in wholesale stocks. 
Some reports at press time suggested 
that heaters were again available in 
good lots but dealers continue to com- 
plain that they are unable to obtain 
full quotas. The high price and scarc- 
ity of coal has of course stimulated the 
sale of oil burning cookers and heaters. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS F.O.B. NEW YORK: 


Oil Heaters 
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game traps. 


dezen; Crown, No. 2, $7.86 per dozen; 
in box lots, $7. 50 per dozen; Crown, 
No. 3, $13 per dozen, and in pox lots, 
$12.50 per dozen. 


Game Trap Stocks Fair; 
New York Sales Good 


Metropolitan jobbers have done and 
are doing’ a very good business on 
Prices are unchanged and 
stocks are apparently satisfactory. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

we traps, Victor, with chain, 
No. $1.10 per doz; No. 1, $1.38 per 
doz.; ee No. 2, $3. 36 per doz. 

Same, without chain, No. 0, 85c. 
per doz.: No. 1, $1.10 per doz.; No. 2, 
$2.93 per doz. 

Jump traps, a chain, No. 0, 
$1.59 per doz.; No $1.83 per doz.: 


and No. 2, $4.39 per ey 
Same, without chain, No. 0, $1.22 


per doz.; No. 1, $1.40 per doz., and 
No. 2, $3.72 per doz. , 

Triumph traps, No. 10, 12c. each; 
No. 11, 14c. each; No. 11%, 21c. each; 
No. 12, 33c. each; No. 13, 46c. each; 
No. 14, 55ec. each. 

Blake & Lamb game traps, No. 0, 
14%c. each; No. 1, 16%c. each; No. 
each: 7 o. 2, 39c. each; No. 


3, 54c. each; No. , 65c. each, 


on ey co 


a: ae 2 . ccescwwecnete $17.50 
No. 73 S PD. wc cscceneseens Ee 
No. 74 4 SC ee ee 28.50 
a ET ee 39.50 


Perfection dealer’s discount, 
5 per cent on lots of 10 or more; on 


= 


30 and 


less than 10, 30 per cent. 


PURITAN (Improved Model)— 
Pe See me Ws 600s tense 00% $17.50 
SB 22.50 
INO. 46 4 DUPMOTB... cccosccsecs ween 

Puritan discounts same as Perfec- 

tion. 

NESCO— 
a, ee 2 er oc seeecenes $ 9.50 
Pe, Bee © WOPIIOED. 260s ccccccecs 17.35 
INO. Bae BS WURMGRB. cc cccvcccccccs Bae 
a meee. a I... c eee s Weekes 28.00 
a, ee Oe SU, 2060s se veceus 39.50 
No. 1102 high shelf only....... 5.25 
No. 1103 high shelf only....... 6.50 
No. 1104 high shelf only....... 8.00 
No. 1105 high shelf only....... 9.75 

Nesco dealer’s discount, 30 and 5 
per cent; in lots of 10 or more, 30 
and 5. 
Ovens 

PERFECTION— 
No. 211 1 burner plain door....$2.5 
No. 211G 1 burner glass door.... 70 
No. 121G 1 burner glass door. 4.90 
No. 122G 2 burners glass door. 6.00 
i Ea 6.15 


Dealer’ 's discount, 


30 and 


on 10 or more, 


5 per cent; less than 10, 30 


per cent. 
PURITAN— 
No. 42G 2 burners glass door....$5.50 


Stove Goods Sales Fair; 
Prices Are Unchanged 


There has been no change in the 
market situation on stove goods. Sales 
are fairly good-for stove boards, stove 
pipe and stove pipe dampers. Prices 
are unchanged and stocks apparently 
are ample. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.O.B. NEW YORK: 

Stove Boards 
Stove boards (paper lined), 24 x 24, 


Dealer’s discount, 10 or more, 30 
and 5 per cent; less than 10, 30 per 





$8.40 per doz.; 26 x 26, $9 per doz.; 
28 x 28, $10. 05 per doz.; 30 x 30, $12 
per doz.; 32 x 32, $14. 75 per doz.: 
35 x 35, $17.40 per ‘doz., and 32 x 42. 
$19.80 per doz. 
Stove Pipe Dampers 

Stove pipe dampers, 4% and 5 in., 
$1.35 per doz.; 5% in., $1.50 per doz.; 
6 in., ig per a "9 in., $2.25 per 
doz., and 8 aioe $2.60 per doz. These 
prices are net 





cent. 
NESCO— 
No. 05 1 burner solid door...... $2.10 
No. 5 1 burner glass door...... 2.25 
No. 010 1 burner solid door...... 4.15 
No. 10 1 burner glass door...... 4.40 
No. 020 2 burners solid door..... 5.15 
No. 20 2 burners glass door..... 5.40 
No, 030 2 burners solid door..... 5.40 
No. 30 2 burners glass door..... 5.70 
Dealer’s discount, 30 and 5 per 
cent. 

Water Heaters 
ee a pe $45.00 
POTTOCerOn INO. S38 .cccccecccececs 40.00 
Perfection No. 421 .........ccces 80.00 


Nesco discount, 30 and 5 per cent; 


Perfection discount, 


cent in 
10, 30 


30 and 5 per 
lots of 10 or more: less than 


per cent. 


Wicks, Etc. 


Perfection and Puritan, $4 per doz. 


and $48 


per gross. 


Discounts same as on oil cook 


stoves, 


ovens and heaters. 
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Cheaper or Lower Priced? 


Richards-Wilcox prices are based on the best 
products (of each particular type) that advanced 
engineering skill and the most efficient manu- 
facturing methods can produce. 


Some interior articles may be cheaper—but none can be 
lower-priced because Richards-W ilcox are so equipped that 
they can produce the finished product ata less price than any 
manufacturer in the world. And they do this without low- 
ering the Richards-Wilcox recognized quality standard. 


Back of every R-W product 1s the R-W Service organi- 
zation, ready to function in your interest to the ultimate 
end that we are not satisfied until you are. On this basis we 
would consider it a pleasure to serve you. 


Richards-Wilcox operate the largest tactory of its kind 
in the world at Aurora, Il. Another manutacturing plant 
is located at London, Ont., and branch warehouses and of- 
fices are maintained 1n all important large cities of the United 


States and Canada. 


If you do not have the latest general catalog in your files, 


write for a copy. 
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Cincinnati December Sales Ahead of Last 


Year’s—Prices Firm with Few Changes 


(Cincinnati office of HARDWARE AGE) 


ALES made by Cincinnati jobbers in the first half of December 
reached liberal proportions and compared favorably with those 


in the same period last year. 


Inquiry among the jobbing trade 


shows that the total sales for 1925 will average about 5 per cent 
ahead of those last year, providing that business continues at a 


normal rate until Dec. 31. 


Retailers have not taken much interest in spring goods, because 


they have been absorbed in their holiday activities. 


Jobbers believe 


that spring buying will open up early in January and that dealers 


will anticipate requirements by placing large orders. 


The move- 


ment of winter goods has been satisfactory, although the mild 
weather has affected the sale of such products as ice skates and 


automobile accessories for cold weather use. 


chandise have been normal. 


Sales of staple mer- 


Prices are steady and only a few changes have been made. Slight 
reductions have been announced on cement coated nails, turpentine 


and mops. 


Retailers believe that they will have the best holiday trade in 


their history, judging by the volume of business to date. 


Special 


interest is centering about electrical goods, toys and radio equip- 


ment for Christmas. 


There is little unemployment in Cincinnati 


or in nearby cities and apparently people have considerable money 


to spend. 


Hardware merchants are capitalizing on the present pros- 


perity by selling large quantities of holiday articles. 


AUTOMOBILE ACCESSORIES. — A 
lull in sales has been noticeable in the 
past few weeks. The falling off in busi- 
ness is attributed to the usual seasonal 
decline and also to the fact that there 
has been no severe weather to bring 
forth a real demand for chains, alcohol 
and radiator covers. Jobbers report, 


however, that they have moved a fair | 


volume of holiday goods. Tires and 
tubes are selling at a moderate rate. 
No change has occurred in prices. 
We quote 
stocks: 
Alcohol.—63c. gal. in 50 gal. drums: 
charge of $6 for drum, which money 
will be refunded upon return of the 
drum in good condition. 
Tires.—30 x 3 Beaver fabric, $7: 
30 x 3% Beaver cord, $11.50; 30 x 3% 
Badger cord, $15; 30 x 3% Commer- 
cial cord, $17.75. 
Tubes. x 
tubes, $2.25. 
i -McKay tire chains, 1 to 9 
per cent off list: 10 to 49 
per cent off list: in lots of 
10) per cent off list, 30 x 
;- ol x 4, $5.50: 33 x 4. 
. $6.75; 30 x 5, $6.75; 3: ; 
Standard balloon tire chains, 
$40, $5: ¢ ¢ 495, $5.50; 30 x 577, 
- 32 x 577, ; 35 x 660, $10. 
Radiator Ford radiator 
end engine covers; for 1924 and 1925 
models, $2.25 each: for 1926 models. 
$2.35 each; radiator covers only; for 
1924 and 1925 models, $1; for 1926 
models, $1.05 each. 


AGRICULTURAL 


from Cincinnati jobbers’ 


3% standard grey 


BOLTS AND NUTS. 


Hay fork, 5 -ft., $2.85; 5% -ft. 
bent hay fork, $3.30; long manure 
fork, $2.45; cotton hoe handles, $1.85; 
wood D shovel handle, $4.80. 


AXES.—Sales in the past month have 
been very satisfactory and dealers are 
well stocked to meet current needs. 
Prices are firm with no indications of 
a change in the near future. 


We quote from Cincinnati jobbers’ 
stocks: Dreadnaught single, bit base 
weight handle axe, $19.65: Dread- 
naught single bit base weight un- 
handled axe, $14.85; double bit base 
weight handle axe, $24.75; double bit 
base weight unhandled axe, $20. 


Although an up- 
ward revision of prices is contemplated 





_in the next few weeks, no actual change 


'has been made. 


The retail trade has 
been placing orders in generous quan- 
tities and jobbers have had a good call 
for various items. 
We quote from Cincinnati jobbers’ 
stocks: Machine bolts, large, 50 and 
10 off: small, 50, 10 and 10 off; car- 


riage bolts, large, 50 off: small, 50 
and 10 off, stove bolts, 75 off: semi- 


finished nuts, *&-in. and smaller, 75 
off; larger sizes, 65 off. 
BUILDERS’ HARDWARE.—A ss slack- 


ening off in sales is noted, but the re- 


cession is due entirely to the usual sea- 


HANDLES.—Little | 


business has been transacted, as the | 


new spring prices were just announced 
two weeks ago. Jobbers feel, however, 


that retailers will buy rather heavily | 


with'n the next two to three months. 


\We quote from Cincinnati jobbers’ 
stocks: 





sonal let-down. 
made in prices. 


We quote from Cincinnati jobbers’ 
stocks: 

Hinges.—Heavy, 60, 10 and 10 off: 
light, 60, 10 and 10 off; extra heavy 
T, 60, 10, 10 and 5 off. 

Hasps.—Common hinges. 79 off: 


safety hasps, 3-in., 95c., single per 
doz; 4%-in., $1.25; 6-in., $1.75. 
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No change has been | 


Butts.—Steel, dull brass and an- 


tique copper, case lots, 3% x 3%, 
20c. per pair net; 4 x 4, 28c. In less 
than case lots, 3% x 3%, 22c.; 4 x 4, 


30c. 

EAVES TROUGH AND CONDUCTOR 
PIPE.—Business continues at a fairly 
good pace. Jobbers have had a fair 
number of small orders and the retail 
trade is depending to a considerable 
extent upon the distributors for quick 
deliveries. Prices are the same. 


We quote from Cincinnati jobbers’ 


stocks: 2&-gage, 5-in., eaves trough, 
$6 per 100 ft.; 28-gage, 3-in. corru- 
gated conductor pipe, $5.75 per 100 


el- 
3-in. 


$1.51 


t.; 3-in. corrugated conductor 
bows, $1.94 per doz.; 29-gage, 

corrugated conductor elbows, 

per doz. 


ELECTRICAL GOODS.—An_ unusual 
demand for electrical holiday goods has 
developed in the past month. Particu- 
lar attention has been paid to perco- 
lators, irons and lamps. Jobbers pre- 
dict that the sale of electrical articles 
for Christmas will exceed that of any 
previous year. 


FILES.—Satisfactory stocks are being 
carried by retail merchants and _ the 
present movement of files is only fair 
at best. No change appears in quota- 
tions. 

We quote from Cincinnati jobbers’ 
stocks: Black Diamond files, 40, 10 
and 10 off list; Keystone files, 70, 10 
and 5 off list. 

GALVANIZED WARE.—Retail sales 
are considered to be excellent and job- 
bers are receiving a large number of 
orders. Jobbers are holding off in 
boosting their quotations, despite the 
fact that manufacturers have increased 
their schedules. 


We quote from Cincinnati jobbers’ 


stocks: ; 
Galvanized Pails.—10-qt., $2.25 per 
doz.; 12-qt., $2.45 per doz.; 14-qt., 


$2.75 per doz.; 16-qt., $3.35 per doz.; 
galvanized tubs, No. 1, $6.40 per doz. 


GARDEN HOSE.—Little demand from 
the retail trade has appeared and it is 
unlikely that orders will be heavy for 
several months. Prices are the same. 


We quote from Cincinnati jobbers’ 


stocks: 

Rubber Hose.—5-ply, W-in., 8c. 
per ft. in 50-ft. lengths; 6-ply, ™%-in., 
10c. per ft. in 50-ft. lengths: 7-ply, 
\%-in., 12c. per ft. in 50-ft. lengths; 
double braid in %-in., 500-ft. coils, 
10c. per ft. 

GARDEN TOOLS. — Jobbers believe 


that retailers will not begin to stock 
garden tools until after the holiday 
season. January and February are ex- 
pected to bring out a pronounced de- 


mand. Prices are steady and un- 
changed. 

We quote from Cincinnati jobbers’ 
stocks: 

Forks.—035'42 Iowa hay forks, 
$12.25 doz.; 044% Iowa manure 
forks, $15.60 doz.; OHW Iowa spad- 
ing forks, $1980 doz. 

Rakes.—14SM_ rakes, $5.64 doz.; 


No. 314 Peerless rakes, $9.84 doz. 
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“The Gods cannot 
he'n one who loses 
opportunities.” 

~—Mencius 


The wise man will 
seize the opportun- 
ity for good profits 
by selling the Syn- 
chrophase. 


Doct - Wa 































S.L.F CON OENAE RD 
SY NC HROPHASFE 


) w\ ahenn MUPerey 
QUICK EASY- CERTAIN 





The Sales Possibilities 
in the Grebe 
“Dealer Helps Package” 


O make a superior radio receiver is not enough. 
It is necessary that its virtues be well told to 
the public. 


In newspapers and magazines this company is emphasizing 
the advantages of the Synchrophase. In the ‘‘Dealer Helps 
Package’”’ direct tie-ups with this are offered you. Only by 
the use of these booklets, folders, display cards, etc., can you 
reap the full benefit of Grebe publicity. 


The Grebe cooperative newspaper plan is a further means of 
keeping your stock moving. As a large distributor writes, ““We 
are sure the dealers will be anxious to use some of this copy, 
and we will surely see that they are informed of your adver- 
tising allowance proposition.’”’ You ought to write for full 
details of this and 


Send at once for our ‘‘Dealer Helps Package’”’ 
A. H. Grebe & Co., Inc., 109 West 57th St., New York 


Factory: Richmond Hill, N. Y. 
Western Branch: 443 So. San Pedro Street, Los Angeles, Cal. 


TR Gaep 


This company owns 
and operates stations 
WAHG and WBOQ; 
also low-wave rebroad- 
casting stations mobile 
Ww , and marine 
RMU. 









The Synchrophase is 

alsosupplied with 

base for batteries and 

in a de luxe Console 
odel. 
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TRADE MARK 

All Grebe appa- 
ratusis covered 
by patents 
granted and 
pending. 
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GAME TRAPS.—The season has been 
very successful for local jobbers and 
retail hardware merchants state that 
their trade has reached sizable propor- 
tions. Quotations are the same. 

We quote from Cincinnati jobbers’ 
stocks: 

Victor Game Traps.— No. 0, $1.10 
each; No. 1, $1.38 each; No. 1%, 
2.44, 

GLASS.—Jobbers are in the midst of 
their dull season and, consequently, 
sales have been limited. Prices are the 
same. 

We quote from Cincinnati jobbers’ 
stocks: Single strength A and B, 
first three brackets, 87 per cent dis- 
count; double strength A, 87 per cent 
discount; double strength B, 88 per 
cent discount. 

HAMMERS AND HATCHETS.—While 
there has been no outstanding feature, 
sales have totaled a substantial volume. 
Prices are firm. 

We quote from Cincinnati jobbers’ 


stocks: Hatchets, No. 2961, $11.20 
doz.; hammers, No. 81, $10.50 doz.; 
Boy Scout, $11 doz. 


ICE CREAM FREEZERS.—Although 
the spring price list has been issued, 
jobbers do not expect many orders un- 
til early next year. Prospects point to 
good business ahead. 

We quote from Cincinnati jobbers’ 


stocks: 

Peerless.—2-qt., $3.45; 3-qt., $4.10: 
4-qt., $5; 6-qt., $6.30; S8-qt., $8.20. 
Peerless dealer’s discount is 25 and 
10 per cent off above list. 

White Mountain.—2-qt., $5.65; 3-qt., 
$6.75: 4-qt., $8.25; 6-qt., $10.45: 8-qt., 
$13.50. White Mountain dealer’s dis- 


count is 50 per cent off above list. 


ICE SKATES.—Until a prolonged cold 
spell sets in jobbers do not look for 
much business from the retail trade. 
Sales to date have been small. Prices 
show strength. 
we quote from Cincinnati jobbers’ 
: Ty skates, S84c.; nickel-plated, 
nickel-plated hardened runner, 


$2.20; lady’s ice skates, $1.15; hockey 

ice skates, $1.10. 
LAMPS.—Orders have come in at a 
satisfactory rate and prices are firm. 
Retailers are well stocked to meet their 
customer’s demands. 

We quote from Cincinnati jobbers’ 

Quick _ Lif C317, 
- €C329. ° 

L ife 
$6. 


SPRINKLERS.—Slow move- 
ment reported by jobbers, 


greater activity is expected soon. 
Prices are firm. 


lamps. 
$7: C324, 
L327, 


ga soline 
$6.2 “: 5: C318, 
lanterns, 





LAWN 


is 


We quote from Cincinnati jobbers’ 
stocks: Fountain ring sprinklers, $6 
doz.; Rain King sprinkler, $28.20 doz. 


MOPS.—A reduction has been made in 
the prices of the O’Cedar line. “Retail- 
ers declare that sales are good. 


We quote from Cincinnati jobbers’ 
stocks: O’Cedar line with handles, 
No. 3, $12; No. 4, $8: No. 5, $10: 
No. g. $12: No. 15, $6. 


NAILS.—Cement coated nails have 
been reduced 15c. a keg and now: can be 
obtained at $2.25. The price of com- 
mon wire nails remains at $2.95 per 
keg and jobbers predict that no change 
will take place in the near future. 


but | 
usual activity, sales for this time of the 


year have been about normal. 
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OIL STOVES, OVENS AND WATER 
HEATERS.—Sizable orders for heat- 
ers have enlivened the local market. 
Dealers are finding that it is good pol- 
icy to stock considerable merchandise 
to meet current requirements. Prices 


are unchanged. 
These are list prices. Dealer’s dis- 
counts are noted after each group. 


Oil Cook Stoves 


PERFECTION— 
No. 72 2 burners... cesueesel $17.50 
No. 73 3 Ts i vic ce wen ewe 22.50 
No. 74  — Gr arn 28.50 
SS 2 39.50 


Perfection dealer’s discount, 30 and 
5 per cent on lots of 10 or more; on 
less than 10, 30 per cent. 
ts hag _ (Improved Model)— 














is steeoeseseeee $17.50 
Ne ‘3 Pb anten ceewee ee 22.50 
INO. 464 4 DURMORS..cccccccecccss 28.50 
— discounts same as Perfec- 
io 
NESCO— 
RR a $9.50 
BOO. BE BS WOPMOTB. cc cccvccces 17.35 
NO. 2138 3 DUPMers.....cceccecs 22.00 
INO. 214 € DUPMETS... cccccess 28.00 
No. 215 § DUPMEPS...ccccccccs 39.50 
No. 1102 high shelf only....... 5.25 
No. 1103 high shelf only....... 6.50 
No. 1104 high shelf only....... oe 
No. 1105 high shelf only....... 
Nesco dealer’s discount, 30 w ® 
per cent. 
Ovens 
ny ie 
No 1 burner plain door....$2.50 
No. 311G 1 burner glass door.... 2. 70 
No. 121G 1 burner glass door. 4.90 
No. 122G 2 burners glass door. 6.00 
eae saree .15 
Dealer’s discount, on 10 or more, 
30 and 5 per cent; less than 10, 30 
per cent. 
PURITAN— 
No. 42G 2 burners glass door...$5.50 
Dealer’s discount, 10 or more, 30 
and 5 per cent; less than 10, 30 per 
cent. 
—— a 
No. 05 1 burner solid door..... $2.10 
No. 5 1 burner glass door..... 2.25 
No. 010 1 burner solid door..... 4.15 
No. 101 burner glass door..... 4.40 
No. 020 2 burners solid door.... 5.15 
No. 206 2 burners glass door.... 5.40 
No. 030 2 burners solid door.... 5.40 
No. 30 2 burners glass door.... 5.70 
Dealers’ discount, 30 and 5 per 
cent. 
Water Heaters 
POD 900 0954060.0d6 6 6eb 605s ener $45.00 
Perfection No. 412 ............ 40.00 
Pertection NO. 481 ..ccccccscess 80.00 
Nesco discount, 30 and 5 per cent; 
Perfection discount, 30 and 5 per 
cent in lots of 10 or more; legs than 


10, 30 per cent. 
Wicks, Etc. 


Rockweave wicks, 25c. each. 

Perfection and Puritan, $4 per doz. 
and $48 per gross. 

Discounts same as on oil 
stoves, ovens and heaters. 


PAINT.—While there has been no un- 


cook 


Aside 


from a slight decrease in the price of 
_ turpentine, quotations remain the same. 


Re- | 


We quote from Cincinnati jobbers’ 


stocks: Ready mixed house paints, 
$2.75 per gal. ; linseed oil, single 
barrels, $1. per gal.; turpentine in 
2-barrel lots, $1.04 per gal.: white 
and red lead in 500-Ib. kegs, 1514c. 
per Ib. less 10 per cent. 


POULTRY AND WIRE NETTING.— 
Spring merchandise is moving slowly, 
but will not attain considerable volume 
until January. Prices are firm. 


We quote from Cincinnati jobbers’ 
stocks: 12 mesh black wire netting, 
$1.75 per 100 sq. ft.; 12 mesh opal 
wire netting, $2.05 per 100 sq. ft.; 
14 mesh opal wire netting, $2.45 per 
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period a year ago and jobbers state 
that they have moved a large volume 
of goods. Prices are well sustained. 


We quote from Cincinnati jobbers’ 
stocks: 22% volt radio battery, 
1.30 each; 45-volt B radio battery, 
2.44 each; two cell tubular flashlight 
battery, 19%4c. each; three cell tubu- 
lar flashlight battery, 27%c. each; 
small monocells, Sac. each; large 
monocells, 9%c. each 


ROLLER SKATES.—Popular demand 
for roller skates has been excellent this 
year and the holiday trade is above 
normal. Prices are strong. 


We quote from er Nee. 
ic Nos. 4 and 5, $1.4 No. 6, 
5 


ROOFING MATERIAL. — Activities 
are still well maintained on an exten- 
sive scale because weather recently has 
been favorable for outdoor work. Prices 
are the same. 

We quote from Cincinnati jobbers’ 
stocks: 

Roofing Paper. — Light, standard, 
$1.05; medium standard, $1.30; heavy 
standard, $1.55; light Holdfast, $1.30; 
medium Holdfast, $1.55; heavy Hold- 
fast, red and green slate 
surface, $2. | 

Roof Coating.—Coal tar, refined, 
in barrel lots, 24c. per gal.; in half 
barrel iots, 27c. per gal.; coal tar, 
crude, in barrel lots, 25c. per gal.; 
in half barrel lots, 28c. per gal. 

Roofing Cement. —In 1-lb. cans, 32 
to the case, 15c. per Ib. net; in 3-Ib. 


cans, 12 to the case, 138c.; in 5-Ib. 
cans, 12 to the case, l1lc.; in 10-Ib. 
cans, 10c.; in 25-lb. cans, 9c. 


ROPE.—A moderate number of orders 
for spring delivery are still being 
placed, but most of the retailers have 
covered their needs through the first 
half of 1926. Shipments of rope 
through the first four months next year 
are expected to be unusually heavy. 
Prices are firm. 


We quote from Cincinnati jobbers’ 
stocks: Best grade Manila _ rope, 
Ocean brand, 25%4c. per 1b.; Plym- 
outh brand, 26%4c. per lb.; sisal rope, 
15e. per Ib. 

SAWS.—Consistent demand for saws 
has resulted in a satisfactory business 
in the past month. Prices are showing 
strength. 

We quote from Cincinnati jobbers’ 
stocks: Disston D8 line, 20-in., 
$24.40; 22-in., $26.20; 26-in., $29.50; 
Atkins Junior Mechanic, 20-in., $19. 

SCOOTERS.— The holiday call for 
scooters has enabled jobbers to move 
a considerable stock which they had in 
their warehouses. Prices are the same. 


We quote from Cincinnati jobbers’ 


stocks: 
Gee-Whiz, $2.40. No. 110, $3; No. 
111, $3.20; Scootaway, $2.30. 


SCREWS.—Business has» improved in 
the past two weeks and fretailers are 
buying more freely. Prices are un- 
changed. 


We quote from Cincinnati jobbers’ 


stocks 
85 


Flat head bright screws, and 


7% off list; flat head blue screws, 
85 and 2% off list; flat head brass 
screws, 80, 10 and 10 off list; round 


head blue screws, 80, 20 and 2% off 


list: round head brass screws, 80 
and 5 off list: round head nickel- 
plated screws; 75, 10 and 5 off list. 


TOY AUTOS.—The holiday trade has 
resulted in excellent sales and s@me 


fill-in orders have been received recent- 











tailers are buying nails at a pleasing 100 sq. ft.; poultry netting galvanized 
ss after, 57s off list; poultry netting | Prices are stron 
rate. galvanized before, 57% and 10 off | y- ' g. 
We quote from Cincinnati jobbers’ list We quote from Cincinnati jobbers’ 
stocks: Common wire nails, $2.95 per | RADIO BATTERIFS.—Sales have run . era 
a : cemen oO ec Ss, . s ° 9 . we , : a ° as Pe 
ieee. _ - dans | slightly ahead of the corresponding each; No. 117, $8.25; No. 119, $9. 
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Five Griswold leaders that are 
your strongest Christmas bet 


Look at this window trim with its five famous 
Griswolds and sturdy Griswold display stands. 
Imagine it life-size—in your own window. These 
five leaders justify intensive displays. They 
are actual magnets for sales! Display stands 
are free with orders. 


The Griswold Tite-Top Dutch Oven.  Dis- 
play stand shows five sizes. Notice the curved, 
close-fitting cover with inner rings that baste 
juices down over meats; and the trivet that 
keeps foods off the bottom. Turkey, goose, 
whole dinners, cooking inside these Dutch Ovens 
need no attention; can’t scorch; cook to a rare 
tenderness and rich flavor in their own juices! 


The Griswold Waffle Iron. Display stand 
shows four of the famous cast iron wafflers, high 
frame, low frame, in square or heart-star de- 
sign. The slow, steady heat of these Waffle 
Irons makes crisp, tempting waffles that never 
stick—waffles golden-done all over. 


The Griswold Combination Meat and Food 
Chopper. Sturdy, revolving display stand shows 
Choppers at all angles. The self-sharpening 
blades of the Griswold Chopper cut sharply, 
evenly . . . without dripping juice or grinding. 
Perfect for meats, nuts, vegetables, fruits. 


The Griswold Cast Iron Skillet. Stand holds 
seven skillets of any size; two display stands 
hold all sizes. The Griswold Skillet is fitted 
with a curving, self-basting cover that builds up 
a perfect wall of heat, and makes a new utensil 
out of the skillet in one minute! The Griswold 
is the only skillet made that has its own cover. 


The Griswold Cast Iron Griddle. Griddle 
display stand perfectly balances the Skillet dis- 
play stand. Holds seven Griddles. Griswold 
Griddles like Griswold Skillets, like all Gris- 
wold Cast Iron Utensils, are evenly thick ; insure 
even heating; cook foods more delicious than 
is possible in any lesser utensil. 


Griswold Cast Iron Utensils insure success- 
ful Christmas or New Year dinners. Griswold 
Cast Iron Utensils make gifts that last forever. 
Griswold Cast Iron Utensils mean your own 
steady profiting all through 1926. ‘Telephone 
your jobber today, or write us. 


THE GRISWOLD MANUFACTURING CO. 
ERIE, PENNA., U. S. A. 

Makers of Extra Finished Cooking anes in Cast Iron and 
Aluminum, Waffle Irons, Food Choppers, R®versible Stove and 
Furnace Pipe Dampers, Fruit Presses, Mail Boxes, Bolo and 
other Portable Bake Ovens, Gas Hot Plates and Electric Waffle 
Bakers. 


THE LINE THAT’S FINE AT COOKING’ TIME 








GRISWOLD 
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Active Demand for Holiday Lines in Northwest 
—Collections Improving Gradually 


HERE is just one thought in the minds of the dealers at this 
That is to serve every holiday customer 
to the fullest extent, and to clean up on the harvest time of the 
Stocks in all of the stores are arranged with this idea in 
Holiday goods and Christmas merchandise have crowded 
other lines to the background. Foremost in the ranks for business 
at this season of the year radio is to be found. Dealers are selling 
far more than last year and are well pleased over the prospects. 
Business as a unit is not bad, and yet there are dealers who 
through no fault of theirs have found business not up to standard. 
This may be due greatly to the fact that they are in a community 
where crops have not yielded heavily, with consequent slowing up 


time of the year. 


year. 
mind. 


of the buying. 


Financiers may be quoted as saying that they are confident of an 
excellent business year in the Northwest tributary to the Twin 
Collections have improved gradually all this 


Cities during 1926. 
year. 


Prices apparently are very stable, and possibly will remain so un- 
til new prices on general lines are announced after the first of the 


year. 


ASH SIFTERS.—Sales are showing 
some development, with stocks well 
filled. Prices are steady as last quoted. 

We jobbers’ stocks, 
f.o.b. Twin Cities: Wood square ash 
sifters at $2; metallic rounds, $4.25; 
and wood barrel at $6 per dozen, net 


AXES.—With work in the 


quote from 


(Minneapolis office of HARDWARE AGE) 





| 


lumber | 


camps of the section the demand for | 


axes has improved. Stocks are well 
filled and prices steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit base 
weight axes at $14.50, and double bit 
base weight axes at $19.50 per doz., 
net. 

BALE TIES.—Sales are fair, 
stocks ample. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single loop bale 
ties, 9% x 14, $1.50; 9% x 15, $1.36; 
9% x 14, $1.53. 


BOLTS.—Retail sales are very good. 
Shops and factories are taking small 
quantities, due to approaching inven- 


tory. Prices are unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage bolts at 


45 per cent; machine bolts at 50 per 
cent; stove bolts at 75 per cent, and 
lag screws at 55 per cent from list. 


BRADS.—Call is lighter for brads, 
with the slowing down of building oper- 
ations. 
the annual inventory. 


changes. 
We quote from’ iobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 25 


lb. boxes at 75 per cent from lists. 

BUILDERS’ HARDWARE. — Building 
cperations are beginning to close down 
for the year. Construction work al- 
ready started is being rushed to com- 
pletion. 
ers’ hardware for delivery during the 
latter part of the month or early next 
month, compared with the demand a 
short time ago. 


COAL HODS.—Sales are improving as 


with | 


' 
J 


] 
| 
| 


the colder weather settles down. Stocks 
are well filled and prices firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Japanned open 17 
in. coal hods at $3.60; 18 in. at $4.15; 
japanned funnel hods, 17 in., : 


18 in., $5.15; galvanized open, 17 in., 
$5; 18 in., $5.50; galvanized funnel, 
17 in., $6.45, and 18 in., $7 per dozen, 
net. 
DAMPERS.— Call is normal, with 
prices steady. 
We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Cast iron, wood 


handle dampers, 6 in., $1.40, and cast 





iron, coil handle, 6 in., $1.20 per doz., 
net. 


EAVES TROUGH, CONDUCTOR 











PIPE AND ELBOWS.—Demand is di- 
minishing with the slowing dgwn of 
building operations. Very little fu- 
ture business is being placed. 

a oy 


~ 


jobbers’ stocks, 
Twin Cities: Slip joint 28 ga., 
5 in. single bead eaves trough at 
$6.05 per 100 ft.; 29 ga., $5.50 per 
100 ft.; 28 ga., 3 in. conductor pipe at 


quote from 


$5.40 per 100 ft.; 3 in., elbows, $1.73 
per dozen, net. 
FIELD FENCE.—Orders for spring 


delivery are taking place in the inter- 


est of the merchants. 


Stocks are being reduced for | 
Prices show no | 


mand for files from regular sources. 


There is little call for build- | 
GALVANIZED WARE.—Call 


Prices are un- 


changed. 
We quote from jobbers’ stocks, 
fo.b. Twin Cities: 26 in. 10 ga. top 


and bottom, 13 ga. intermediate type 





of fence at $30.04 per roll with other 
sizes and weights in proportion. 
de- 


FILES.—There is a fair normal 


Stocks are rather light for the end of 
the year. Prices have not changed. 
We auote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade files 
at 50 per cent, and second grade files 
at 60 per cent from lists. 





is fair 
with stocks ample for the demand. 
Prices are steady as last quoted. 


| 
| 
| 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 1 
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galvanized tubs at $7.50; No. 2, $8.25; 
No. , $9.45: heavy tubs, No. 1, 
$12.60; No. 2. $13.80; No. 3, $15.00; 
standard 10-qt. pails, $2.70; 12-qt., 
$3.05; 14-qt., $3.40; stock pails, 16-qt., 
$5, and 18-qt., $5.50 per dozen, net. 
GLASS AND PUTTY.—tThere has been 
and still is a very good demand for 
glass and putty. Stocks are fair in 
assortment. Prices have not changed. 


We quote stocks, 
f.o.b. Twin prices, 
single strength glass, 83 per cent: 
double strength, 85 per cent, and 
strictly pure putty in 50-lb. drums 
at $4.85 cwt., net. 


HAMMERS AND HATCHETS.—Deal- 
ers are making special effort in small 
tools as holiday presents. Call is good, 
with stocks well filled. 


We quote from _ jobbers’ stocks, 
f.o.b. Twin Cities: Maydole, No. 11% 
carpenters’ hammers” at $12.60; 
Plumb No. HF81, $10.50; Plumb No. 
2 broad hatchets, $14.45; No. 2 shing- 
ling, $11.20, and No. 2, claw, $12.50 
per dozen, net. 


ICE CREAM FREEZERS.—tThe great- 
est interest in this line at present is in 
future business, orders for which are 
being placed. Prices are shown here- 
with. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Peerless ice cream 
freezers, 1 qt., $2.10; 2 qt., $2.45; 
3 qt., $2.95: 4 qt., 3.60; 6 qt., $4.55 
and 8 qt., $5.90 each, net. 

Artic freezers, 2 qt., $2.30; 3 qt., 
$2.78; 4 qt., $2.98; 6 qt., $4.30. 

White Mountain, 2 qt., $2.83: 3 qt., 
$3.38; $4.13; 6 qt., $5.23 each, 
net. 

Auto vacuum freezers at 33% per 
cent from list prices. 


LANTERNS.—Call is steady and good. 
Prices are unchanged. 


jobbers’ 
Minn. 


from 
Cities: 


4 qt., 


We quote from jobbers’ stocks, 
f.ob. Twin Cities: Long or short 
globe tubular lanters, $13 per dozen 
net. 


NAILS.—Demand is not quite so heavy 
as earlier in the fall. Stocks are being 
reduced for inventory as far as pos- 
sible. Prices are steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails at $3.25 keg base, and cement 
coated wire nails at $2.40 keg, base. 


OIL HEATERS.—Call is fair, with 
stocks ample for the demand. Prices 
have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 12 oil heaters, 
japanned polished steel, $3.66 each, 
and No. 016, nickel polished steel, 
$5.32 each net. 


OIL STOVES, OVENS AND WATER 
HEATERS.—Demand is fair, with some 
future business being closed by the 


jobbers. Prices show no changes. 
Prices to retailers f.o.b. Twin 
Cities: : 
Oil Cook Stoves 
PERFECTION— 
—— a eee... ocsceces wba $17.50 
a” oe ee... os ehecesbee 22.50 
Oa SO Re 28.50 
Wo. TG § DOPTOTB.<cccccccccssse Sue 


Perfection dealer’s discount, 30 and 
5 per cent on lots of 10 or more; on 
less than 10, 30 per cent. 


PURITAN (Improved Model)— 
N 


Pe. ar - nn... detau els aes oe $17.59 
a, Ge. we -v cccscvccesecsase Be 
a 2 ee sae 28.50 

Puritan discounts same as Perfec- 
tion. 
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THis 1s the time of year when lamps burn out. Put the 
_Eveready-Mazda Automobile Lamp Display and Stock 
Cabinet No. 1723 into action. Upper section displays 
100 assorted lamps. Lower compartment stocks 120 
lamps in cartons. The most compact, protected manner 
of both stocking and displaying lamps. Salesman and 
stock clerk in one. Handsomely decorated in color. 
Prominent display of the two famous names, Eveready 
and Mazda. Write us or your jobber for full information. 
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NATIONAL CARBON COMPANY, Inc.—New York, San Francisco 
Atlanta Chicago Dallas Kansas City Pittsburgh 


Canadian National Carbon Co., Limited, Toronto, Ontario 


EVEREADY 


MAZDA 
AUTOMOBILE LAMPS 
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NESCO— P 
a fe Pe. . i ceccbeeeuss $9.50 
a, Se 2 Pn. vcceeeeeeenes 17.35 
a ee oF Cn -cacvcosceeens 22.00 
Bee, Bee S BURUOER. « cccccccccses 28.00 
DEO, BED | DUPMOTB. oc cccccvcccce 39.50 
No. 1102 high shelf only........ 5.25 
No. 1103 high shelf only........ 6.50 
No. 1104 high shelf only........ 8.00 
No. 1105 high shelf only........ 9.75 

Nesco dealer’s discount, 30 and 5 
per cent. 
Ovens 

PERFECTION— 
No. 211 1 burner plain door... .$2.50 
No. 211G 1 burner glass door. 2.75 
No. 121G 1 burner glass door.... 4. 90 
No. 122G 2 burners glass door... 6.00 
EF eee 6.15 

Dealer’s discount, on 10 or more, 

30 and 5 per cent, less than 10, 30 
per cent. 

ee i 7) 


burners glass door. .$5.50 
or more, 30 


a No. 42 G 2 
Dealer’s discount, 10 


and 5 per cent; less than 10, 30 per 
cent. 
NESCO— 
No. =: burner solid door.....$2.10 
No. 1 burner glass door..... 2.25 
No. 010 1 burner solid door..... 4.15 
No. 101 burner glass door..... 4.40 
No. 020 2 burners solid door.. 5.15 
No. 20 2 burners glass door.... 5.40 
No. 030 2 burners solid door.... 5.40 
No. 30 2 burners glass door.... 5.70 
Dealer’s discount, 30 and 5 per 
cent. 
Water Heaters 
I as eR i es rs Sa $45.00 
Perfection No. 412 ........ 40.00 
Perfection No. 121 ............ $90.00 
Nesco discount, 30 and 5 per cent: 
Perfection discount, 30 and 5 per 
cent in lots of 10 or more; less than 


10, 30 per cent. 
Wicks, Etc. 


Rockweave wicks, 25c. each. 

Perfection and Puritan, $4 per doz. 
and $48 per gross. 

Discounts same as on oil 
stoves, ovens and heaters. 


cook 


PAINTS AND WHITE LEAD.—Call is 


still fair, with stocks ample. Attention 
has turned to finishes for inside use. 
Some attention is being given also to 
orders for spring delivery. Prices are 


unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade house 
paints at $2.80 per gallon, in 1 gal- 
lon cans, and white lead in 100 Ib. 


kegs at $14.29 ewt., net 
PAPER.—Normal demand for the sea- 
son rules, with stocks running light. 
Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Red rosin build- 
ing paper in 20, 25 and 30 Ib. rolls 
at $3.25 ewt., and tarred felt at $3.35 
cwt., net. 

PYREX OVENWARE.—Retail sales 
are in full swing for the holiday trade. 
Stocks are being drawn on heavily, and 


prices are steady and strong as last 
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pots, $2, and No. 36 tea pots, $2.33 


each net. 
REGISTERS.—Demand is rather light 
as building drops off for the season. 
Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast iron regis- 
ters at 20 per cent and steel regis- 
ters at 40 per cent from lists. 


ROPE.—Sales are normal, with ample 
stocks on hand. Prices have _ not 
changed. 


We quote from 
f.o.b. Twin Cities: Best grade manila 
rope at 26%4ecG Ib. base, and best 
grade sisal rope at 19% c. lb. base. 


SASH CORD AND WEIGHTS.—De- 
mand shows a dropping off as building 
activities diminish. Stocks are ample 
for the call and prices steady. 


jobbers’ stocks, 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade sash 
cord, 78\4c. Ib.; second grade, 45c.; 


cast iron sash weights at $2.10 cwt., 


net. 
SCREWS. — Sales are normal with 


stocks being held down in the retail 


stores. New Year shipments are being 
placed to some extent. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
wood screws, 75-25 per cent; flat 
head japanned, 65-25 per cent; 
round head blued, 70-25 per cent: 
flat head brass, 70-25 per cent, and 
round head brass, 70-20 per cent 


from lists. 
SIDEWALK SCRAPERS. — Retailers 
have had very good sales in cleaning 
tools during the past week, following 
the first fall of snow of any conse- 


quence. Prices show no changes. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Kohler’s’ side- 


walk scrapers at $5 per dozen, net. 

SKATES.—Municipal and other skat- 
ing rinks are open for use, and there is 
a corresponding increase in the amount 
of skate sales. Dealers are busy with 
that department of the business, and 
many predict the largest demand of 
any recent years. Prices are steady, 
and stocks are being heavily drawn on. 
It is possible that there will be a short- 
age of some kinds and sizes before the 
end of the holiday trade. 


We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Sterling ‘half 
hockey, shoes and skates, $4 pair: 
North Star, aluminum finish, tube 
skates and shoes, $7.25 pair: nickel 
finish, $8.25 pair; Nestor Johnson 
Flyer skates and shoes, aluminum 
finish, $5.50 pair, and nickel finish, 
$6.50 pair. 


SNOW SHOVELS.—Weather conditions 
finally have given the dealers an op- 
portunity to move some of the stock 
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SOLDER.—Demand is rather light, 
with prices steady. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Warranted half 
and half solder at 42c. lb. and strict- 
ly half and half solder at 4l1c. lb., net. 


STEEL SHEETS.—Call is diminishing, 
with prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black steel sheets 
at $4.35 ewt. and galvanized steel 
sheets at $5.60 cwt., base. 


STEEL TRAPS.—Demand is increas- 
ing in the retail stores. Stocks are well 
filled and prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Triumph No. 0 
traps, 9c.; No. 1, 22c.; No. 1%, 
18t%4c.; No. 2, 25%c.; . 3 41%e.; 
No. 4, 50%c.; 15c.; No. 215, 
2914c.: No. 315, $1.15; No. 115X, 
20%c.: No. 21! 5X, 30%c. each; Victor, 
No. 0 traps at $1. 10; No. 1, $1.38; 
No. 1%, $2.44: No 2. $3 36, Oneida 
jump traps, No. 0, $1. 59; No. 1, $1.83; 


No. 1%, $2.81 per dozen, net. 
STOVE BOARDS.—Call is normal, 
with no change in prices. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Crystallized stove 
boards, 28 x 28, $16.95; 30 x 
$19.70; 36 x 36, 27.45 per dozen, 
net. 


STOVE PIPE AND ELBOWS.—The 
heavy call for the fall is over, but there 
is a normal demand. Prices show no 
changes. 


We quote from 
f.o.b. Twin Cities: Uniform, blued, 
28 ga., 6 in., knocked down stove 
pipe at $14.75 per 100 lengths; com- 
mon iron corrugated elbows, 6 in., 
$1.30, and adjustable charcoal iron, 6 
in. elbows at $2.05 per dozen, net. 


jobbers’ stocks, 


STOVE SHOVELS.—Sales are even, 
with prices unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Japanned, 14% in. 
stove shovels, 50c.; Jumbo, 21% in., 
$1.55; Jumbo, Jr., 14 in., 85e. per 


dozen, net. 
TORCHES.—Call is fairly good, show- 
ing some increase from certain branches 
of the trade. Prospects are for good 
business in the spring. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Turner Master 
Line, No. 43, qt., $5.76; No. 45, qt., 
$6.53; No. 47, at. aod No. 48, qt 
$7.18; No. 49, gt., $8.5 No. 52, pt. 
(flat), $6.96 each Turner Standard 
line; No. 8, pt., $5.33: No. 1 pt. 
D. No. 22, qt 53; ; 
$6.91; No. 38, qt., $5.76; No. 39, qt., 
$6.05; No. 92, qt., $6.79; No. 93, qt., 
$7.42 No. 105, pt.. $4.88: No. 205 
qt., $5.25 each. Turner bh: Pots; 
No. 53, ox No. 63, $7.9 No. 66, 
$10.18: No . ees Sha 34, $8.67 
each, net. 


WIRE.—Call is normal for this time of 
the year. Prices have not changed. 


We quote from _ jobbers’ _ stocks, 
f.o.b. Twin Cities: Painted cattle wire 
at $3.01 per 80-rod spool; painted 
hog wire at $3.22 per 80-rod spool; 
galvanized cattle wire at $3.21 per 
80-rod spool; galvanized hog wire at 
$3.43 per 80-rod spool: smooth black 
wire No. 9. $3.25 ewt.. and galva- 
nized smooth wire No. 9, $3.70 cwt. 








quoted. cries ama this year. Price 
We quote from jobbers’ stocks, ate ; 
f.o.b. Twin Cities: No. 113 casse- We quote from jobbers’ stocks, 
roles at $1.17; No. 197 casseroles, f.o.b. Twin Cities: Wood snow shov- 
$1.17: No. 202 pie plates, 50c.: No. els, $19: steel blade, straight han- 
210 pie plates, 67c.: No. 212 bread dle, $4.50 galvanized steel blade, D 
pans, 60c.: No. 231 utility pans, 67c.: handle, 15% x 17, $10.80. and 16 x 
No. 12 tea pots, %1.67: No. 24 tea 21, $11.50 per dozen, net. 
throughout that territory. He will 


C. S. Fuller Has Joined India 
Tire & Rubber Co. 


A new addition to the sales force of 
the India Tire and Rubber Company, 
Akron, Ohio, is C. S. Fuller, formerly 
of the Denman-Myers Cord Tire Com- 
pany. Mr. Fuller has been traveling 
the States of Iowa, Illinois and Indiana 
out of Chicago for the last five years, 
and is well and favorably known 





cover the northern parts of Indiana 
and Illinois for the India Company. 


Stover Hinge Literature Out 
for Season of 1926 


The Stover Mfg. & Engine Co., Free- 
port, Ill., has issued its 1926 season 
catalog and price list on screen door 
hinges. The company calls particular 


Reading matter continued on page 64 





attention to its steel hinges which 
have long bearings for the moving 
parts, a feature designed to insure 
quick and full closing. Detachable 
models are featured in this literature. 


The Burleson- Canavan Hardware 
Corp., 2119 Main Street, Niagara 
Falls, N. Y., has acquired the stores 
of the Burleson Hardware Co., and the 
Townsend-Taylor Hardware Co., in 
that city. 
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EXPERIENCED CARPENTERS CHOOSE 
-ESTWING 4 


HAMMERS 


BECAUSE 


41. The head cannot come loose. 
2. Handle will not break or bend. 


3. Side blows, pulling or splitting will 
not harm it. 








* 















OTHER 


4. It is light and well balanced. ESTWING 
§. Thin handle for close quarters , UN BREAKABLE 
TOOLS 


6. Pulls brads or 60d nails 
easily. 





You can always iden- , —_ 
tify ESTWING Un- "My 


breakable Tools by 


their leather handles. Straight claw hammer. 16 and 20 


oz. head. One-piece forged 
head and _ handle. 
Leather grip. 











i) |, 


The Most 
COMFORTABLE 
HANDLE 


for the man on the job 


Made of leather, the grip on this hammer 

cushions the shock of blows. Shaped 

for and clings to the hand. Non- 

breakable. Prevents the hand 

from getting sore or cold 
<3? 





Broad Hatchet. Sizes 1 lb. and 
2144 1 One-piece forged 
head and handle. 
Leather grip. 




















a: ), 





Scout Ax with Leather Belt 
Sheath. One-piece, forged 
head and handle. 
Leather grip. 





Even the customer who comes in to buy a cheap hammer is won over by » 
the Estwing’s forged, one piece, unbreakable head and handle and the 
comfortable leather grip. The following note from a carpenter-fore- 
man typifies its acceptance by over 100,000 experienced workmen, 
“Have used my ‘unbreakable’ hammer for two months and it is very 








satisfactory. Enclosed find check for 1 Util Ax, 1 Scout Ax and 2 Car- wen A ith Leath Belt 
- - x with eather e 
penter's hammers. ——s One-piece, forged 
i ‘ ead and handle. Leath- 
You can close a large volume of these profit-and-friend-making er a 





sales. Write us for information covering sales helps, generous 
dealer margin and the name of the nearest Estwing jobber. 


ESTWING MANUFACTURING COMPANY 
Rockford, [Illinois 
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(,ood Movement of Gift Lines in Pittsburgh 
—Look for Good Spring Business 


(Pittsburgh office of HARDWARE AGE) 
ONTINUED satisfactory movement of holiday hardware items 
is the report of Pittsburgh jobbers, who, however, do not 
make such a favorable report about the demand for staples 
or for spring lines. Retailers seem to be so completely engrossed 
in holiday business at present that they have little time for sales- 
men trying to interest them in placing orders for spring deliveries 
and the end of the year is so close at hand that the tendency is to 
keep down to a minimum purchases of staple lines for early delivery. 
The feeling is, however, that with the holidays behind them retail- 
ers will show more interest in the regular lines and it is expected 
that advance orders for spring goods will assume good sized propor- 
tions, this because there is nothing in sight to suggest prices of any 
of the lines, especially those influenced by the price of iron and steel, 
will be any lower. Collections still are only fair. That is the 
ordinary condition at this time of the year. No important price 
changes are noted but the market generally is firm. 

It looks very much as if there will be a very close clearance of 
holiday goods this year because the buying power of the community 
has been aided by a high rate of steel plant engagement and by the 
slight appreciable improvement in the coal industry. To assume, 
however, that prosperity is just around the corner for the coal in- 
dustry is a mistake, because the ills in that industry are fundamen- 
tal and it will take several years yet before they can be permanently 
remedied. There has been tremendous over devlopment of coal 
mining and every owner of a mine that has been opened up natur- 
ally wants to operate it. . The result is that there are too many sell- 
ers for buyers; prices are low and few if any of the mining compa- 
nies are making a reasonable profit. Unless there is permanent sus- 
pension of a considerable part of the developed capacity it is doubt- 
ful if even acceptance of lower wages by the minérs would materially 
help conditions in this part of the country. 

The present rate of steel ingot production in this and nearby dis- 
tricts is about 87 per cent of capacity, and there is sufficient business 
on the books of manaufacturers to insure a continuance of that rate 
for some little time. The steel industry is enjoying its usual year- 
end activity, but by marked contrast with the situation of a year 
ago there is little or no excitement. It looks as though the steel 
industry of the country would this year produce over 44,000,000 tons 
of ingots, thereby setting up a new high record mark, but common 
testimony is that profits have been nowhere nearly commensurate 
with this achievement. The trouble has been that the steel indus- 
try has not exhibited the same high degree of science for marketing 
steel as it does in making steel. Production was speeded up when 
consumption was somewhat light and there was the additional mis- 
take of advancing prices when the demand could least support higher 
levels. The failure to hold the advances produced a condition of 
caution among buyers and for a long stretch the manufacturers had 
to keep cutting prices to keep up interest. These experiences, how- 
ever, have taught the manufacturers that it is dangerous to produce 
too heavily against unspecified orders and that prices that advance 
under natural conditions are much more likely to hold than those 
made by the manufacturers. The steel situation of today is a re- 
markably sound one and it looks as if the trend would continue 
toward higher levels. 














ALARM CLOCKS.—This line continues Blackbird, $1.76; Sleepmeter, $1.40: 


quite active with jobbers here. Prices | ao be weg $2.10; <a bare 

| 2.29; Big Ben luminous, .16; Baby 

show no change. Ben, $2.20; Baby Ben luminous, 
Jobbers quote: $3.16; Pocket Ben, $1.05; Glow Ben, 
Westclox line, America, $1.05 each; | $1.58. 


Reading matter continued on page 66 


BATTERIES.—This line continues to 
show considerable breadth of demand, 


particularly radio batteries. Prices 
show no change. 

Jobbers’ quotations to. retailers, 
f.o.b. Pittsburgh: 

Broken Unit 

Packages Packages 

Each Each 
CE eed caehe wn $1.05 $0.97 
. are 1.22 1.14 
= are 1.32 1.22 
Ti UY wets bie eween 1.40 1.30 
ERR ese ee 2.62 2.44 
a ee ee re ee 2.62 2.44 
od aes kere atale 33 3.00 
a, Cen” tcaekaunkenee .42 .39 

No. 6 dry cells, ignition type, 304 c. 
each. 

Flashlight.—No. 935, 9%c. each; 
No. $50, 10%c.; No. 790, 22c.; No. 
705, 3l%ec.; No. 750, 18¢c.; No. ol, 
24c. 

Hot Shot.—No. 1461, $1.70; No. 
1662, $2.35. 


BOLTS, NUTS AND RIVETS.—Manu- 
facturers have opened their books for 
first quarter contracts continuing the 
prices which have ruled for the past 
quarter, and indeed, for almost all of 
1925. There is no change in jobbing 


| prices, but some local jobbers find the 


| price competition rather sharp in ter- 


ritories immediately west of Pitts- 
burgh. 
We quote out of jobbers’ stocks as 
follows: 


Machine bolts, small rolled threads, 
50 and 10 per cent off list; all sizes 
cut threads, 50 per cent off list; car- 
riage bolts, small rolled threads, 50 
per cent off list; all sizes cut threads, 
45 per cent off list; stove bolts, 75 
per cent off list; tire bolts, 40 and 
10 per cent off list; nuts, hot pressed 
blank or tapped, 3.25c. off list; c.p.c. 
and t. blank or tapped, 3.35c. off list: 
rivets, small wagon and tinner’s, 60 
per cent off list. 


ASH SIFTERS.—tThere is a fair de- 
mand for this line but it is, of course, 
no such proportions as in the sections 
of the country where hard coal is used 
and cinders for night banking of fires 
are retrieved. Jobbers quote: 


No. 75, black steel, $3.60 per doz.: 
galvanized steel, $6. 


CHRISTMAS TREE HOLDERS.— 


a 





} 
| 





There is the usual brisk demand and 
jobbers are making very good ship- 
ments from stock. They quote: 
$8 per doz.; 3-in., 
No. 12, $6.50; No. 14, 
No. 16, $9: Brighton, No. 25, 
$4.50; No. 50, $7.20. 
BASKET BALLS AND NETS.—Fairly 
good demand is reported for these 
items, basketball being a fairly popular 
game in this part of the country, par- 
ticularly in the high schools where 
girls as well as boys play the game. 
Jobbers quote: 


Crown, 2-in., 


Nesco, 


Reach, Official No. 0. $10 each; 
Regulation, No. 1%, $6; Practice No. 
S $4; Nets, Reach, No. N, 90c. 
each. 


COASTER WAGONS.—This line seems 
to have temporarily forfeited first place 
in the affections of kiddies, and while 
sales are good they are not up to other 
recent years at this time. 
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Order Your 
Inventory Sheets 
Now ® 


Thousands of dollars are saved annually by hardware merchants who use 
Hardware Age Simplified Inventory Sheets. 














Shorter time is required to list all Slow sellers can be eliminated. 
items. Low stocks can be replenished. 
Correct tax returns can be easily 


Dead stock can be weeded out. 


Losses in the value of merchandise 
are accurately determined. 


made. 

Proper bank and financial state- 

ments are quickly prepared. 

Stock turnover will be figured Insurance can be properly con- 

correctly. trolled. 
Each sheet is 16x 10% inches, printed and ruled both sides, on fine heavy 
bond paper, easy on the eyes, and designed to enable you to take your inven- 
a speed and accuracy. This is the largest and roomiest sheet on the 
market. 


There is plenty of room for every item—no crowding or cramping. 


Notice the simplified form—simple, yet complete—also the column provided 
for deductions and losses. 



































































































































Harpware Ace INvENToRY ReEcorpb Page — —— 
CALLED BY a DEPARTMENT EXTENDED BY ciate 
po a aie EXAMINED BY 
ee DATE. ERRORS EX'D BY _ 

Keep Your Figures and’Fractioos in the Columns. Be Extremely Careful That You Do Not Mix Your Single Units With Dozens, or Dozens With Gross Quantities. 
| Publisbed by HARDWAMD AGM 263-249 West 30h STREET. NEW YORA Price complete with 100 Sheets and Covers $30°  Saire Sheets $800 per Wundred 
COST Per cont | AMOUNT OF —_— 
WANTITY ARTICLE WITH NUMBER OR SIZ COST PRIC say pDicevet or DISCOUNT O 
( +) * ; . EXTENSION || "Sretsucel LOSS TAKEN 
TY : 
¢ 
ee - : 
it en } Lal 
—_- ant 


ORDER YOUR SUPPLY NOW—THE PRICE HAS BEEN REDUCED! 


The new reduced price per 100 sheets is —$1.30 


(100 Sheets will accommodate 6800 items) Postage paid. 


The binders are $1.00 each. Cloth covered heavy board, 
fastening with string ties, permitting any thickness and 
eliminating protruding metal posts. 


Send Your Order On a Post Card Today 


Hardware Age 
239 West 39th Street 
New York City, N. Y. 
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ELECTRICAL GOODS. — Continued 
good demand is reported for electric 
percolators, toasters, waffle irons and 
other household electrical appliances. 


GAME TRAPS.—Good demand still is 
reported for game traps here. Jobbers 
quote: 


Coil spring, No. 1, $1.28 per doz.: 
Victor, No. 1, $1.38; Triumph, No. 1, 
$1.38; jump, No. 1, $1.83. 


GLASS OVEN WARE.—Strong de- 


mand for holiday distribution still is 
reported in this line. 


HORSESHOE CALKS.—Horse owners 
now feel the need of keeping the ani- 
mals properly sharpened and the result 
is a good demand for calks. 

Jobbers quote Neverslip and Giant 
drive calks at 20 per cent off list and 
serew calks at 15 per cent off list. 

ICE CREEPERS.—It takes only a little 
snow to. remind Pittsburghers’ that 
small expenditures for creepers are 
much better than broken limbs. There 
is not much level country in and around 


Pittsburgh. Jobbers quote: 
Security, $3 per doz.; Instep, $3.25; 
Newark, $3.60; Blue Ribbon = $3.75 

Fit all, $4.50. . 
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GUNS AND LOADED SHELLS.—The 
hunting season except for big game is 
over, and while there are two weeks 
this month when deer and bears can be 
taken, they call for high powered am- 
munitions. 


KIDDY CARS.—Christmas demands 
for kiddy cars are very heavy this year. 


SKATES.—It is still said that there is 
room for improvement in business. Job- 
bers quote: 


Roller Skates.—Union Hardware 
Co. line, No. 2, 65c. per pair; No. 3, 
75c.; No. 10, $1.05; No. 6, $1.50; 
Winslow line, No. 38%, $1.50; No. 38, 
$1.60. 

Ice Skates. — Winslow line, No. 
2110, 82c.; No. 2110 L. S., $1.15; No. 
2120, $1.20; No. 2120 L. S., $1.49. 


SKOOTERS.—This line is very popular 
for Christmas this year. 


SLEDS.—Demand continues very strong 
for sleds, both for ‘current use and for 
Christmas gifts. 


customary 


List prices subject to 
discount of 33% per cent. Flexible 
Flyer, steering sleds, 38-in., $3.75 
each; 42-in., $4.75; 47-in., $6, and 52- 
in., $6.50. 


SIDEWALK SHOVELS AND CLEAN- 
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ERS.—Snows have been fairly frequent 
so far this winter and there is a good 
demand for shovels and cleaners. Job- 
bers quote: 


Cleaners, No. 5, $4.20 per doz.; No. 
6, $5; No. 7, $7.20; No. 8, $8.40; 
shovels, wood, D handle, $6 per doz.; 
long handle, $5.50; galvanized steel, 
$11; black spring steel, $10. 


TOOL CHESTS.—tThis line is selling 
well for Christmas, especially in the 
better grades. Prices out of jobbers’ 
stocks range all the way from $3.20 to 
$65, according to the grade of the chest 
and the tools. 


TOY AUTOMOBILES.—Christmas de- 
mand for this line is good, although 
some jobbers find their shipments to 
be somewhat lighter than a year ago. 
Lines usually carried by hardware 
stores range from $5.20 to $12 out of 
jobbers’ stocks. 


VELOCIPEDES.—The Christmas de- 
mand is showing up rather well in this 
line. Jobbers quote: 


steel tire, $2 to 
$2.75 to $3.90: 
$5 to $6: 
$11.25; 


Common types, 
$3 each; rubber tire, 
extra heavy, rubber tire, 
Columbia No. 41, $9: No. 42, 
No. 43, $13.50. 








Coming Hardware Conventions 


RETAIL HARDWARE ASSOCIA 
Little Rock, Ark., May, 
815 Southern 


ARKANSAS 
TION CONVENTION, 
1926; L. P. Biggs, pomeetary. 
Trust Building, ttle Roc 


CALIFORNIA RETAIL HARDWARE & IMPLE- 
MENT ASSOCIATION CONVENTION, Hotel 
Whitcomb, San Francisco, March 16, 17, 
18, 1926. Le Roy Smith, secretary, 12 
Market St., San Francisco. 


CONNECTICUT RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Hotel Bond, Hartford, 
Conn., Feb. 18, 19, 1926. Henry S. Hitch- 
cock, secretary, Woodbury. 


HARDWARE ASSOCIATION OF THE CAROLIN 
CONVENTION AND EXHIBITION, Raleigh, N. C. 
June 8-9-10, 1926. A. R. Craig, secretary, 
717 Commercial Bank Building, Charlotte, 


ILLINOIS RETAIL rhe ASSOCIATION 
CONVENTION AND EXH on, Hotel Sher- 
man, Chicago, Feb. 16. 17. 18, 1926. Leon 
D. Nish, secretary, Elgin. 


INDIANA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Indianapolis, 
Ind., Jan. 25-26-27-28-29, 1926; hotel 
headquarters, Claypool] Hotel; exhibition at 
Cadle Tabernacle. G. F. Sheely, secretary, 
911 Meyer-Kiser Building, Indianapolis. 


IOWA RETAIL HARDWARE ASSOCIATION 
CONVENTION: Des Moines: Feb. 9-10-11- 
12, 1926; A. R. Sale, secretary, Mason City. 


KENTUCKY HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION AND EXHIBITION, 
Jefferson County Armory, Louisville, Jan. 


12-13-14-15, 1926: J. M. Stone, secretary, 
200 Republic Building, Louisville. 
MICHIGAN RETAIL HARDWARE ASSOCIA- 


Grand Rapids, Mich., 
1926: Karl S. Judson, 248 
Rapids, Mich., man- 
Scott, secretary, 


TION rete 
Feb. 9-10-11-12, 

Morris Avenue, Gran 
ager of exhibits: A. Jd. 


Marine City. 
MINNESOTA 


RETAIL HARDWARE ASSOCIA- 


TION CONVENTION, St. aul, Feb. 16-17-18- 
19, 1926; C. H. Casey, secretary, Nicollet 
Avenue and Twenty-fourth Street, Minne- 


apolis. 





MISSISSIPPI eee HARDWARE & IMPLE- 
MENT ASSOCIATI CONVENTION, Biloxi, 
Miss., June 21- 22. "28, 1926; Guy Nason, 
secretary, Starkville. 


MISSOURI RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Hotel mater, 
St. Louis, Jan. 18-19-20, 1926; - a 
Becherer, secretary, 5106 North Riccio 
St. Louis. 

MONTANA IMPLEMENT & HARDWARE As8- 
SOCIATION CONVENTION, Great Falls, Feb. 
18-19-20, 1926. A. C. Talmage, secretary- 
treasurer, Bozeman. 

MOUNTAIN STATES HARDWARE AND Im- 
PLEMENT ASSOCIATION CONVENTION, Denver, 
Jan. 19-20-21, 1926. W. W. McAllister, 
oe ener, P. O. Box 513,'Boulder, 

olo. 

NEBRASKA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Omaha, 
Neb., Feb. 2-3-4-5, 1926; convention head- 
quarters, Rome Hotel; exhibition City 
Auditorium: George H. Dietz, secretary, 
414 Little Building” Lincoln. 

NEw ENGLAND HARDWARE DBALERS’ ASSO- 
CIATION CONVENTION AND EXHIBITION, Me- 
chanics Building, Boston, Mass., Feb. 22- 
23-24, 1926; George A. Fiel, secretary, 10 
High ‘Street, Boston, Mass. 

NEW YORK oe aa, S HARDWARE AS- 
SOCIATION CONVE EXPOSITION, 
Rochester, Feb. 9-14 10- i1- i2 1996. ees. 
quarters and session will be held at the 
Hotel Seneca; exposition will be conducted 
at the State Armory on Main Street East. 
John B. Foley, secretary, City Bank Build- 
ing, Syracuse. 


NORTH DAKOTA aah ee Asso- 
CIATION CONVENTION EXHIBITION, 
Fargo, Feb. 10-11-12, 1926: C. N. Barnes, 
secretary, Grand Forks. 


OHIO HARDWARE ASSOCIATION CONVEN- 
TION, Cleveland, Feb. 16-17-18-19, 1926; 
James B. Carson, secretary, 1001 Schwind 
Building, Daytpn. 


OKLAHOMA HARDWARE AND IMPLEMENT 
ASSOCIATION AND EXHIBITION, Masonic 
Temple, Oklahoma City, Jan. 26-27-28, 
1926; Chas. L. Unger, secretary-treasurer, 
Oklahoma City. 





PENNSYLVANIA AND ATLANTIC SBABOARD 
HARDWARE ASSOCIATION, ee Co oo 
AND EXHIBITION, Comm rcial Mus 
tent ge Pa., Feb. 15- i6- "17- ana 19 1926: 
Sha E. Jones, secretary, Wesley 
Building. Philadelphia. 


Py DAKOTA RETAIL HARDWARE ASS8O- 

Co on, Sioux Falls, —_ 

33 24.25, 1926; Charles H. Casey, 

retary, Nicollet Avenue and inwontacbeuvth 
Street, Minneapolis, Minn. 


SOUTHEASTERN RETAIL HARDWARB AND 
IMPLEMENT ASSOCIATION (composed of Ala- 
bama, Florida, Georgia and Tennessee) 
CONVENTION AND EXHIBITION, Atlanta, Ga.., 
May 10, 11, 12, 1926. Walter Harlan, sec- 
a 701 Grand Theater Building, Atlan- 
ta, Ga. 

SOUTHERN CALIFORNIA RETAIL HARDWARBD 
ASSOCIATION CONVENTION AND BEXHIBITION, 
March 10-11-12, 1926. Headquarters, Am- 
bassador Hotel, Los Angeles. H. L. Boyd, 
secretary-treasurer, 618 Hellman Bank 
Building, Los Angeles, Cal. 

TEXAS HARDWARE AND IMPLEMENT A8SO- 
CIATION CONVENTION, Dallas, Jan. 19-20- 
21, 1926. Dan Scoates, secretary, College 
Station. 

VIRGINIA Rprar. HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Jefferson 
Hotel, Richmond, Feb. 23-24-25, 1926; Thos 


B. Howell, secretary, 301 E. Grace, Room 
906, Richmond. 

WEST VIRGINIA eee ASSOCIATION 
CONVENTION AND wha 


ExH Kana 
Hotel, Charleston, Jan. = is 20. 21- 22, 1926. 
Exhibit at New Armory Building. James 
B. Carson, secretary, 1001 Schwind Build- 
ing, Dayton, Ohio. 

WESTERN RETAIL IMPLEMENT ae HARD. 
WARE ASSOCIATION CONVENTIO Kansas 
City, Mo., Jan. 12-13-14, 1926; head uar- 
ters, Coates House; convention sessions, 
Missouri Theater ; H. J. Hodge, secretary. 
Abilene, Kan. 

WISCONSIN RBTAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Audi- 
torium, Milwaukee, Wis., Feb. 2-3-4-5, 

1926; G. W. Kornely, 1476 Green Bay Ave- 
nue, Milwaukee, Wis., manager of exhibits: 
P. J. Jacobs, secretary, Stevens Point, Wie 
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Approved! 
by the keenest buying 


brains in the country 


Through unity of effort, 
large scale production, the 
elimination of waste by 
the use of efficient ma- 
chines, the hearty coopera- 
tion of satisfied employees 
and _ specialization, the 
Tubular Rivet and Stud 
Company has for 50 years 
manufactured rivets that 
are the recognized stand- 


ard in their field. 





Le 8 ee ee 


TUBULAR RIVET & STUD 
COMPANY 


BOSTON 





Coast Representative 


J. T. McDEVITT 


Postal Telegraph Building 
SAN FRANCISCO, CALIFORNIA 











Display Your Merchandise 


When Warren Fixtures enter your store, 
away go expensive handling costs, antiquat- 
ed sales methods, wastage due to constant 
rehandling and to dust and dirt. 


Warren Fixtures 


when installed in your store and your mer- 
chandise attractively displayed, eliminate 
the main cause of high selling expense and 
competition — old fashioned fixtures and 
the resulting cluttered appearance of your 
store. 


Warren Fixtures save labor, eliminate 
waste floor space, conserve clerks’ time. 
They sell, becauSe they appeal to every 
type of customer—the one who already has 
his mind made up to buy a specific article, 
quickly locates it; the other who is in- 
clined to shop around the store has a wealth 
of suggestion before him. “Both buy more 
than they originally expected. 

Show ’em, Sell ’em! Hide ’em, Keep ’em! 
Which method do you prefer? Why not 
let our Store Planning Department offer 
suggestions that will make your store more 
popular and profitable? Catalogue upon 
request. 


“There Is No Substitute for Warren Fixtures’ 


J. D. WARREN MFG. COMPANY 
159 No. State St. Chicago, Illinois 
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Record Holiday Sales Looked for in Chicago 


—(Seneral Business Continues Excellent 


(Chicago office of HARDWARE AGE) 


ONDITIONS in the hardware trade in this territory are so 
uniformly good that it is next to impossible to point out any 


particular features. 


Naturally attention is centered on the 


holiday business which shows every indication of being a record 


breaker. 


Frequent rush replacement orders for holiday merchan- 


dise from the dealers show that they are moving their stocks even 
more rapidly than they anticipated. 

A steadily increasing volume of future business for practically 
all items of spring and summer goods reflects a growing optimism 
among the dealers. After several years of “hand-to-mouth” buying 
this anticipating of future needs is received with enthusiasm by the 
jobbers and is pointed out as an indication of general prosperity. 

Prices, again this week, show no change although there is a gen- 
eral strength and advances are almost certain on some of the staple 


items. 


General conditions also are most satisfactory—labor figures show 
a decreasing number of unemployed in the- larger centers and aver- 
age wages being paid are at a record high level; the steel mills are 
gradually increasing their operating capacity and report bookings 
that will keep them busy well into next year. 

In spite of the heavy selling, the amount of credit extensions 
-arried on the books is not increasing materially as collections are 


correspondingly better. 
AUTOMOBILE ACCESSORIES.—The 
holiday business has held sales up to 
a very satisfactory volume. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Spark Plugs.—Splitdorf, 50c. each; 
regular, 58c. each; Champion X, 45c. 
each; Champion Blue Box line, 53c 
each: A. C. Titan, 58ec. each; lots of 
100, s6e A. C. Special Ford, 44c. 
each 

Spot Lights.—Anderson, No. 3280, 
$6.50. 

Horn.—A. A. Electric (Ford), $4 
each. 

Jacks.—National Standard No. 21, 
$1.20 each. 


Pumps.—Rose, 114 -in. evlinder 
$1.55 
Chains.—Non-skid, dozen pair lots, 
3344 per cent discount; 5 pair lots, 
40 per cent discount. 

Tires and Tubes.—*0 x 3% oversize 
cord tires, $12.55 each: regular cord, 
$8.60 each: gray inner tubes, 30 x 
Slo, $1.80 each; red inner tubes, 30 x 
I each 


$2.23 


AXES.—Prices are unchanged, but new 
competition among the manufacturers 
may result in a different basis of quot- 
ing for 1926. Sales are fair. 


We quote from jobbers’ stocks, 
fo.b. Chicago: First quality sing 
bitted unhandled axes, 3 to 4 Ib., $14 
doz. base: double bitted, $19 doz. 
base: good quality black unhandled 
axes, same weight, single hbitted, $13 
doz. base: single bitted handled axes, 


$15.50 to $24 per doz.. according to 
quality and grade of handle; special 
unguaranteed handled axes, $12 per 
doz. base 


BOLTS AND NUTS.—tThere is a very 
good demand and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Carriage bolts, cut 
thread, 45-5 per cent discount: small 
carriage bolts, rolled thread, 59-5 
per cent discount: machine bolts, 
cut thread, 50-5 per cent discount: 
small machine bolts, rolled thread, 
50-10-5 per cent discount; all stove 
bolts, 75-5 per cent discount; lag 
screws, 60 per cent discount. 


BUILDERS’ HARDWARE.—The cur- 
rent demand is very good and on top 
of it considerable business for spring 
delivery is developing. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 3% steel butts, 


case lots, old copper and dull brass 
finish, $2.76 per doz. pair: 4 x 4 steel 


butts, old copper and dull brass fin- 
ish, $3.84 per doz. pair; heavy steel 
bevel inside sets, case lots, $6.75 per 


doz.; steel bit-keved front door sets, 


$1.75 per set: wrought brass bit- 
keved front door sets, $3.25 per set; 
evlinder front door sets, $7.50 per 
set. 

CHAIN.—Sales are good and: prices 


same as ruling all year. 


We quote from jobbers’ stocks, 
f.o.b. Chicago %-in. proof coil 
chains, $8.50 per 100 Ib.; Tenso, Bull 


Dog and Brown coil chains, 50-10 per 
cent discount. No 00-4% electric 
welded cow ties, $2.75 per doz. 


COPPER RIVETS AND BURRS. 





Prices are unchanged and sales are | 
satisfactory. | 
We auote from jobbers’ stocks. 
f.o.b. Chicago: Copper rivets and 


burrs, 45 per cent discount. 
©PLECTRICAL AND 
CHANDISE.— Manufacturers are get- 
ting behind on deliveries of heating 


appliances, due to the heavy demand. 


No price changes. 


| 
| 
| 
| 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Electrical Merchandise. — No. 14 
rubber-covered wire. $8 per 1000 ft.: 
in 1000-ft. lots, $7.75: No. 18 lamp 
cords, $13.64 per 1000 ft.: in 1000-ft. 
lots, $13: %%-in. brush brass’ key 
socket, 18c. each: two-way plugs, 
45e. each: in lots of 10, 40c. each; 
one-piece attachment. plugs,  13c. 
each: two-piece attachment plugs, 
12c. each: dry cells, boxes of 50, 
30%4,c. each; less than case lots, 34c. 
each. 


Radio Supplies.—Radio B batteries, 











RADIO MER-. 











No. 766, $1.40 each; No. 767, 
each; No. 770, $3.33 each; No. 
$2.62 each; No. 486, $3.85 each. 
Battery Chargers.—Apco line, in 
lots of less than 10, $13.50 each, net. 
Tubes.—Cunningham and R. C. A., 
$2.50 list. Discount, 25 per cent. 
_Loud Speakers.—Western Electric, 
No. 522W, $9.50 list. Discount, 30 
per cent. 
FIELD FENCE.—A very good volume 
of business for spring delivery con- 
tinues to be placed. Prices are firm. 


We quote from jobbers’ stocks, 


$2.62 
772, 


f.o.b. Chicago: 726-6-12%, $29.02 per 
100 rods; 1848-6-1414, $44.08 per 100 
rods. 


FILES.—Sales are showing a good vol- 
ume and prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60-10 
per cent off list: Nicholson files, 50 


per cent off list; Black Diamond files, 
40-10-5 per cent off list. 


GALVANIZED WARE.—No change in 
prices. Dealers are advised to take 
advantage of their distributors’ current 
prices, where they are under the mar- 


ket to cover January and February 
requirements for tubs and pails. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Standard galvanized 
after made tubs, No. 1, $6.40; No. 2, 
$7.20; No. 3, $8.35: 10-qt. galvanized 
after made pails, $2.25; 12-qt., $2.45; 


14-qt., $2.75; 5-gal. galvanized oil 


cans, galvanized breast, $7.50 doz. 
GARDEN HOSE AND LAWN SPRIN- 
KLERS.—There is a steady volume 
of orders for spring delivery being 
received. 


We 
f.o.b. 





stocks, 
good 
11%c. 
5-ply, 
per 


jobbers’ 
hose, 


from 
Garden 


quote 

Chicago: 
quality, molded hose, %-in., 
per ft.; %-in., 14c. per ft.; 
good quality, wrapped, %-in., 9c. 


ft.; %4-in., lle. per ft. Lawn sprin- 
klers, Rain King, $28 doz.; original 


fountain sprinklers, $8 doz.; Rainbow, 
38-in. high, $24 doz. 
GLASS AND PUTTY.—While manu- 
facturers are having difficulty in keep- 
ing up with the demand, jobbers are 
reported as being able to fill orders 
fairly complete. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A, 
25-in. bracket, 85 per cent discount; 
single strength A, 34 to 40-in. bracket, 

82 per cent discount; single strength 
A, all other brackets, 81 per cent dis- 
count; double strength A, all sizes, 
82 per cent discount; double strength 


B, up to 4 in., 87 per cent discount; 
balance, 85 per cent. Putty, pure 
grades, $3.75 per 100 lb.; commercial, 


$3.40 per 100 Ib. 


HATCHETS.—The demand is good and 
prices are firm. The cheaper grades 
may advance. 


We quote from jobbers’ _ stocks, 
f.o.b. Chicago: First quality hatch- 
ets, No. 2 shingling, $11.20 doz.; first 
quality hatchets, No. 2 broad, $14.45 
doz.; medium quality hatchets, No. 
2 shingling, $7.25 doz.; medium qual- 
ity hatchets, No. 2 broad, $10.50 doz. 


HANDLED HAMMERS. — Prices are 
strong, particularly on the lower priced 
grades, and there is a good demand. 


Reading matter continued on page 70 
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White Fixtures for White Bath Rooms 


Women are strong for things which match. The modern house- 
wife seeks harmony in dress—harmony in home furnishings and 
harmony in bath fixtures. 





RINGCO White Finish Bath Room Fixtures for white finished bath 


rooms are now the vogue. 
No. 03352 WHITE FINISH 


And there’s this much about 


“Ringeo” Bath Room Fixtures 


they not only harmonize with the white trim of the bath room, but the 
occasional application of soap and water keeps them clean and attractive 
at all times. 

A durable and pleasing White Enamel Finish over a body of Solid Brass 
insures everlasting service and satisfaction. 

Nothing to rust out—nothing to wear out. Your Jobber will supply you. 
Catalog on request. 


AMERICAN RING COMPANY 
Waterbury, Conn., U. S. A. 


Branch Offices: 
New York, No. 2 Hudson St. 
San Francisco, No. 116 New Montgomery St. 
Chicago, No. 29 E. Madison St, 
Boston, No. 170 Summer St. 





No. 03767 WHITE FINISH 














BABCOCK 


SPRUCE LADDERS 


Order for Spring We Pay the Freight 
LADDERS AT ATTRACTIVE PRICES 
Write for Our Booklet 


Prompt Shipment 


W. W. BABCOCK CO., Bath, N. Y. 
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Safety General Taper Close Top’ Fruit Single Western Electric 
Purpose Single Fruit 
Extension 
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PB 4g + a aang 8 ICE CREAM FREEZERS.—There is a ing, 4-knife, 10%-in. wheels, $8.65 
.0.b. Chicago: aughan- Bushnell, . an . _ -in. i - 
1 | nice volume of orders for spring de-| $n wheels, $7.85 each. é-in, plain 


16-oz. nail hammers, $10.50 doz.; | 
Maydole, $12.60 doz.; other makes, | livery. 


bearing, 4-knife, 9-in. wheels, $7.35 
each; 16-in. ball bearing, 4-knife, 


16-o0z. machinist hammers, $7.85 doz.; Ww t f ‘obb — 
Competitive. grade, 16-oz. nail ham- ‘€ quote from jobbers’ stocks, 8-in. wheels, $8 each; 16-in. plai 
mers, $4.50 to $6 doz. | — $4.85 lint: 2 ear epg am bearing, 3-knife, 8-in., wheels, "$5.85 
. : : : -Gt., $4.85 list; 2-qt., $5.65 list; 3-qt., ach. 
HANDLES, AGRICULTURAL.—Prices | $6.75" list; 4-at., $8.25 list; 6-at. -ee 
are unchanged and there is a strong tg he a By list; is NAILS.—Prices are unchanged and the 
active demand. oy weg 20-qt., $33.20 list; 25-at., demand is steady and satisfactory. 
; , wat 2.60 list; Arctic, 1-qt., $4 list; 2-qt., We quote from jobbers’ stock 
tam — am jobbers’ stocks, $4.60 list; 3-qt., $5.55 list; 4-qt., $6.80 tab. Chiese: oR ct — ose a 
— > ’ Handi ich list; 6-qt., $8.60 list; 8-qt., $11.10 list. $3.15 per keg base; cement coated, 
. - or . andies. — Stra g! t, All the above less 50 per cent dis- $2.20 per keg base. The extra for 
: uc 7 and —_— best grade, 412- count. Alaska, 1-qt., $2.95 list; 2-qt., galvanized nails is now $2 for 1-in. 
t., $4.50 doz. ; o-It., $5.50 doz.; XX, $3.45 list; 3-qt., $4.10 list; 4-qt., $3 and longer, $2.25 for shorter than 
4%-ft., $4 doz.; 5-ft., $4.80 doz.; X, list; 6-qt., $6.30 list; 8-qt., $8.20 list; 1-in ) 
4%-ft., $2.40 doz.; 5-ft., $2.80 doz. 10-qt., $10.75 list; 12-qt., $14 list; ; 
Hay Fork Handles. Bent, chucked 15-at., $17 list; 20-qt., $21.50 list. A OIL STOVES.—Future business for 
anc ored, est grade w strap, iscount of 20 and 10 per cent on all : : : ; ; 
ferrule and cap, 4%-ft., $7.50 doz.; above prices. ——— spring delivery is showing an increas- 


5-ft., $8.50 doz.; XX bent, with strap, 


ferrule and cap, 4-ft., $5.50 doz.; ICE SKATES.—With the colder weath- 





ingly good volume. 
These are list prices. Dealers’ dis- 





414-ft., $5.75 doz.: XX, bent, 4%-ft., . . . 
ke dex: &ie.. SEs ton: % bent er and approaching holidays to stimu- counts are noted after each group. 
4%-ft., $3 doz.; 5-ft., $3.40. late it, business is extremely good. PERFECTION— 

Manure Fork Handles.—Bent, best We ot f tobbera’ tock N 72 9b 17.50 
grade, 4-ft., $4.75 doz.; 4%-ft., $5.10 © ee ey Chee i” me ©. meee eres ees oy 
doz.: XX. bent. 4-ft $4.15 doz: 41, - f.o.b. Chicago: Key Clamp, Rocker, 7 2 a e+ <cvessedecees 22.50 
ft "34 40 doz.: X. bent "4-ft.. $2 60 Men’s and Boys’, bright finish, 75c. Bes. Be GS Bs 0.0 ces 6 esenecs 28.50 
fox . 41%, -ft $2 ae” One , _ pair. Half Key Clamps, Rocker, 2 e . rrr 39.50 

a a 4 r _ h xX. 4%-f Women’s and Girls’, $1 pair; Key Perfection dealers’ discount, 30 and 
$3 i aon: xX 416 ft “$2.40 y fa-{t., Clamp, Hockey, Men’s and_ Boys’, 5 per cent on lots of 10 or more; on 
"Ga den Rak “H indle XxX ly $1.20 pair; Half Key Clamp, Hockey, less than 10, 30 per cent. 

: ar en ‘ ake and es.— XX, 542- Women’s and ~<Girls’, $1.40 _ pair; PURITAN (Improved Model)— 

t., $5.25 doz.; X, 5%-ft., $3.25 doz. Tubular Skates, Men’s or Women’s, No. 42 2} 17.50 
x Shovel _Handles—Kegular pattern, | Racer or Hockey, $5.60 pair. Ge 2) es ps 
AXA, Yo -ft., ».$ doz.; » a Vo -ft., " fk avO, oO DD DUPTICTS..cccccscseseee & ° 
$3.90 oa D, handle, best grade, LANTERNS.—Prices are unchanged me res woststes tes Sees 
7.95 2: 2 2 é sc Ss same CH 
"Geeks ian. ‘ eiiees. best and sales are reasonably good. tion. 
grade, $7.75 doz.; X grade, $6 doz. ‘ "7? «pete — Pra ¢ stocks, NESCO— 

. ; .0o.b. Chicago: Dietz D-Lite, $13 doz.; Pom, BOR 2 BOR... .cccccccccs 9.50 
HANDLES, TOOL.—Prices are strong with large fount, $14.25 doz.; Little No. $18 3 tburacs............ 7°35 
and sales are showing a good volume. Wizard, $8.50 doz.; Blizzard, $13 doz. No. 213 3 burners............. 22.00 

We quote from jobbers’ stocks, LARD PRESSES AND SAUSAGE 49 re 4 aoe eat Hevasevessows =n 
f.o.b. Chicago: . ; “no 219 9 8 CTS... + seers ecces “ 

Axe Handles. — No. 1 Hickory, $4 STUFFERS.—The demand is only fair. No. 1102 high shelf only........ 5.25 
doz.; No. 2, $3 doz.; second growth Prices unchanged. No. 1103 high shelf only........ 6.50 
hickory. a5 doz. inest selected see- | "Wwe quote trom jobbers’ stocks, | No. HO¢ high shelf only..<::... 8.00 
No. 1, 90c. doz.; finest second growth 4-qt., $7.28 each; No. 31, 6-qt., $7.89 —_ ; ; ‘ 
hickory, $1.50 doz. each; No. 35, 8-qt., $8.67 each. I 

HINGES.—There is a fair volume of | LAWN MOWERS.—While there is still Ovens 
business being placed. a fair volume of business for spring ing + yg va 
: . . . No. é oor... .$2. 

We quote from jobbers’ stocks, delivery, a slowing down is noticeable. Mo. 2110 1 burner eats ian 2% 
~e* a, oy “| y= aes. We quote from jobbers’ stocks, No. 121G 1 burner glass door.... 4.90 
Gin. $1.60: 8-in. $2.70: 10-in., $4.36 | f.0.b. Chicago: No. 122G 2 burners glass door... 6.00 
per ‘doz. pair: extra heavy T hinges. | Lawn Mowers.—1l6-in. ball bearing, BOO. BEE cccccsecsesscceseseseces 6.15 
in bundles, 4-in., $1.56; 5-in., $1.66; 5-knife, 1l-in. wheels, $12.35 each; Dealers’ discount, on 10 or more, 
6-in., $2.08: 8-in., $3.56: 10-in., $5.10 | 16-in. ball bearing, 4-knife, 10%-in. 30 and 5 per cent; less than 10, 30 


per doz. pairs. wheels, $10 each; 


16-in., plain bear- per cent. 








Psychology 


OME time ago I listened to a lecture on the 
psychology of selling, and its uncanny, un- 
erring accuracy in closing sales. There was 

something also about wrinkling up your forehead 
and repeating, “I am a success. I am a success. 
I am a success,” and presto, you would be suc- 
cessful. Perhaps that sort of thing is convincing 
to some, but to me—well, while I think a certain 
amount of psychology is helpful, I believe a sales- 
man can secure greater success by studying his 
merchandise in place of depending on psychology. 
Knowledge is power and true knowledge is based 
on facts, not theory. 

Volumes have been written on the subject of 
selling and its psychology and how to close a sale 
and all that, and some of this material is good, 
but the salesman who comes into my Office to sell 
me on a proposition and who concludes that cer- 
tain gestures of mine indicate that I am just 
itching to get my name on the dotted line, has 
another guess coming. 

The idea that there is a psychological moment 
when order blank and fountain pen should gently 


and Selling 


and dexterously be placed in front of a prospect 
is principally exaggeration. If you know your 
product and can show in a dignified, convincing 
manner, ways in which the article will increase 
sales, profits, customers and good will, your pros- 
pect will ask for that order blank, and what’s 
more, he will hand it back to you with his name 
thereon. Psychology does not determine his de- 
cision to take on your line. It ig yourself, your 
personality, and what you know about the prod- 
uct you sell and how well you are able to tell it. 

A tricky sale leaves a mighty bad taste in your 
mouth, but it leaves a worse one with your cus- 
tomer once he has discovered the means used. 
Be honest. Be yourself. Don’t depend on psy- 
chology, for while you might be trying to think 
of some spectacular point to literally paralyze 
your prospect, you are forgetting the vital thing 
in selling, and that is to give your prospect infor- 
mation about the line you handle and how he can 
sell it profitably —Meredith’s Merchandising Ad- 


vertising. 
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‘BUHL 


Semi-Solderless 


MILK CAN 


The new Buhl “H” Milk Can is a development 
in massed strength without increased weight. 
Stress, strain and abuse fall upon greatly 
strengthened’ electrically-welded joint construc- 
tion—only one soldered seam—no open crevices 
to gather dirt. 

Write your jobber for circular and prices of 
this new model ‘‘H’’—representing the develop- 
ment of years of experience in milk-can building. 
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Orders gravitate to the house 
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Buhl Stamping Co. 


Detroit, Mich. Walkerville, Ont. 
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Simplified 
Construction 


Here’s a sturdy, dependable Ratchet Breast 
Drill with % inch capacity with such a simple 
Ratchet and Speed Change Mechanism that it 
can be completely taken down and reassembled 
in a very few minutes’ time. 


ACCESSIBLE CONTROL 


Both the Ratchet Action and Speed Change 
are made by a half turn of the knurled Shifter 
Dial at the side of the Frame, right out in the 
open where the speed and action wanted can 
be obtained immediately and with less than 
one half a turn of the Dial. ) 


LIGHT WEIGHT 


Aluminum used in both the smooth, ebony 
enameled Frame and Breast Plate together 
with the simplified construction make a Ratchet 
Drill weighing slightly over four pounds. 


DEPENDABLE PERFORMANCE 


Built into every part of this Drill, the 
Chuck, the Ball Bearing Spindle, the Gears, 
the Handles and Breast Plate, is that depend- 
able service characteristic of all Goodell-Pratt 
products. 


INTERESTINGLY PRICED 


Compare the price of this Drill with any 
other Drill of equal capacity and performance. 
Shouldri’t that consideration alone put it in 
your stock? 





No. 677 Goodell-Pratt Company 


RATCHET 


BREAST DRILL ovls, . 
PRICE $8.80 


GREENFIELD, MASS., U. S. A. 
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The ‘Tool 
Department 


A Few of the Advantages of Variety 


By Don Thatcher 


Hammers and Hatchets are two of 
the big selling items of Home Use 
Tools. The opportunity for sale in 
this field alone warrants a good 
assortment. 


Y intimate friend, John Cassin, the “Main 
Street Merchandiser,” says that the retail 
merchants who concentrate upon a good 

selection of patterns of one make or brand of 
pocket knives are the merchants who sell the most 
cutlery. 

That may be. I’ll take John’s word for fact. 
He knows the cutlery business from A to Z. But 
— pocket knife plan does not work out with 
ools. 

Tool sales are helped by variety. Hardware 
merchants selling the most tools are those who 
handle a variety of makes as well as large assort- 
ments. The selection of assortment of each kind 
of tool to have the complete price range suitable 
to your trade will include several makes or brands. 
In addition to this necessary assortment it is 
desirable to include in the higher and medium 
priced goods the tools of two, three or more man- 
ufacturers. While the standard tools of each 
manufacturer are similar as to size, general pat- 
tern and purpose, there is just enough difference 
to permit the buyers of good tools to have the. 
pleasure of selection. No. 2 Half Hatchets and 
No. 114 Hammers of all makes are the same size, 
yet there is just enough difference in the patterns 
and finishes of the various makes to permit of 
offering an assortment that will satisfy most 
tastes, ideas and desires. People have their 
preferences about even little things like the finish 
of a hammer handle. Some like ball pein ham- 
mers with a well rounded pein, others like the 
pein forged toward a point. Some like well shaped 
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but fairly thick handles, others prefer thin necked 
handles. It is just these seemingly minor dif- 
ferences in details that make varieties of good 
tools desirable. Regardless of our personal 
preferences, the question of who makes the best 
pattern of a tool is one that we leave to the cus- 
tomer. The best for one will not appeal to an- 
other. So let’s have suitable variety to satisfy 
the most people. 

Reference to hammers serves to remind me 
that some people will probably claim the hammer 
as the best selling tool. If all kinds and patterns 
are included they may be right. Yet I am prej- 
udiced in favor of the hatchet—it is such a 
distinctly American tool and as such has made 
a place for itself and other American made tools 
throughout the world. 

The hammer stock is a very important part of 
the tool department. Hammers are made for 
many purposes and are one of the big selling 
items of Home Use Tools. The opportunity for 
sale to that field alone warrants a good assort- 
ment. Just to be different from hatchets, ham- 
mers are numbered the reverse way. Hatchet 
numbers start with the smallest size. Hammers 
numbers start with the largest size. 

Nail hammers because of their use by nearly 
all vocations and homes are the big sellers. Nearly 
all manufacturers offer large assortments in 
which are included many fancy patterns. While 
I am not sure that I would purchase for my own 
use a nickel plated hammer, there are many sold 
go I would have some both with white handles and 
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either the colored or ebonized handles. No. 
1144 size with octagon neck and poll, two fin- 
ishes of handles, would be my assortment of nick- 
eled hammers. Next the same octagon neck 
and poll hammer full polished, handled with 
young white hickory handles, sizes 1, 114, 2. This 
hammer is saleable to every one who has use for 
a nail or claw hammer. Then the regular line of 
plain and bell face full polished nail hammers. 
Also for my carpenters’ and mechanics’ trade two 
sizes, No. 1 and No. 114, of straight claw ripping 
hammers. 

The same point relative to detail differences, 
arises about nail hammers. Some are made with 
more bow to the claw—for the home trade this 
doesn’t make much difference but among car- 
penters you will encounter decided opinions about 
the advantages or disadvantages of the draw of 
the claw. A similar variety of opinions arises 
about handles especially on machinist pein and 
riveting hammers. Some mechanics prefer handles 
with lots of spring, others very little, according 
to the nature of the work the tool will be used 
for. Seeking to make tools to suit the majority 
of the trade they cater for has led to manufac- 
turers producing tools that are standard as to 
size and purpose plus the details that make each 
manufacturer’s product distinctive. 

Hand, metal workers’ riveting, brick, shoe, 
farriers’, upholsterers’ and bill posters’ hammers 
are of course handled by the merchants who have 
a sale for these items. Sales are limited, so few 
patterns are needed. There is a good sale for 
tack and handy household hammers. The best 
sellers are those with claw and magnetic head. 
The better finished and higher priced numbers 
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should be forged. Cast steel is good enough for 
the lower priced numbers. 

While stressing the importance of tool variety 
is a good time to urge the avoidance of crowding 
tool -displays in either windows or cases. Tool 
displays, especially those in windows, should be 
arranged so as to allow each kind of tool to stand 
out of a background of its own. To obtain the 
full benefit of variety, it has to be featured—a 
mass display of tools does not necessarily mean 
variety. Please keep in mind the meaning I in- 
tend the word variety to convey. I don’t mean 
tools of every possible kind. I do mean in each 
line of tools intended for specific purposes, have 
a well selected variety of makes and price ranges. 
In other words a stick that includes three well 
known makes of saws, several well known brands 
of hammers, etc., in addition to such lower 
priced saws and hammers you have sale for. 
Apply the same principle to your selection and 
display of other tools. This plan will permit you 
to please and satisfy many kinds of people. When 
you do that your store is an acknowledged good 
place to buy tools. Your store is then functioning 
as the modern “Trading Post” for all the people 
in your community, rather than as the advocate 
or agent for one manufacturer of each kind of 
tool, whose tools may be of the best, but the very 
difference that exist in the details of tool mak- 
ing is an acknowledgement of the variance of 
ideas of the public. If your preference is to sell 
certain makes of tools, that’s allright, Sell Them, 
but have sufficient kinds to permit of supplying 
all the people in your community as well as those 
who agree with you and others who are susceptible 


to your sales ability. 





Disagrees With Thatcher on Development 
in Axe Manufacture 


Mr. LLEw S. SOULE, Editor, 
HARDWARE AGE 
New York City. | 

The article by Don Thatcher on “Tools” in the 
Oct. 22, 1925, of HARDWARE AGE is, in part, mis- 
leading and likely to work an injury to the large 
number of your subscribers who sell high-grade 
axes made of one piece of steel instead of from 
two or three pieces welded together, as well as to 
us who have built up a reputation from the ex- 
perience of the most exacting users with axes 
made entirely of one piece of high grade tool steel. 
Mr. Thatcher has evidently not kept in touch 
with the development in the manufacture and 
heat treatment of steel in the last twenty years. 
He admits that “while soft body axes with laid 
crucible steel bits hold the call for quality, this 
method is no longer the generally accepted best 
method for making what one may rightly term 
‘The American National Tool’—the hatchet.” We 
are pleased to see that he accords the palm to the 
improvement in the manufacture of hatchets 
which we developed and initiated twenty-five 
years ago, but if this is true of a hatchet why is 
it not even more true of an axe that receives so 


much harder service and where the need for high 
grade material throughout is all the more neces- 
sary? The head of an axe receives much harder 
service than the head of a hatchet. Isn’t it even 
more important that it shall be made of tough 
strong steel that can be hardened to a spring tem- 
per instead of soft steel that batters and mashes 
down? 

Has Mr. Thatcher ever examined axes with the 
head spalled out and mashed down long before 
the bit has rendered reasonable service? Has he 
ever seen axes where the soft eye had spread and 
buckled so the axe was unfit for use and has he 
compared these with the solid steel axe where the 
heat treated head and eye made from the same 
high grade steel as the bit, have stood without 
damage? Does he know that it is a very difficult 
operation to weld high carbon bit steel to soft 
steel requiring exact conditions to be successful 
and resulting in a large percentage of miswelds? 
Some of these miswelds show up on the surface, 
classing the axes as second quality when they are 
not too bad. The serious matter, however. is the 
interior misweld which does not show on the sur- 
face but does result in the bit of the axe breaking 


Reading matter continued on page 76 
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QUESTION BOX! 


Question—What does “relief” on a tap mean, 


‘ and why is it necessary? G., J. S. 


Answer—Taps are “relieved” to make them cut easier. 
Relief is of two general sorts. First—the top and sides of 
the threads are full size one-third back from the cutting edge, 


and slightly smaller for the remaining two-thirds of each cut- 

ting land. Second—-The tap is full size a short distance back of 

the point and then tapered very slightly toward the back end (usually 

not over .0005 of an inch). Both of these methods reduce the excessive 
friction which would otherwise tend to make the tap cut hard or perhaps 


break. 


Question—When tapping a hole which goes clear through the metal, which is the correct 


style of tap to use—a plug or a taper tap? L. F. G. 


Answer—If tapping by hand, use a taper tap, because the work is distributed over a 
greater number of threads and the taper tap cuts easier; but a plug tap will do the work 
almost as satisfactorily without the use of much more power. Plug taps are almost uni- 
versally used in production, as it is not necessary to run the tap in so far to get full depth 


of thread in the hole. 

















Question—Can an adjustable round split die be used either by hand or in a machine? / 
W. M. f 
/ 
Answer—Y es. | e 
/ 
TO OUR FRIENDS ; 
’ 
/ 
Lack of space prevents us from answering all questions asked, and we have selected tliose 4 : 
of most universal interest. s& ss 
eX” » 
. 
All questions are answered promptly and fully by mail, as soon as received, and f g 
you are urged to put any question regarding Taps, Dies, Screw Plates, Reamers, fae of 
Drills, Pipe Tools, etc., up to us. Come one, come all, and stick us if you {Oo 9 
can! ny * 
wa 
Remember:—More knowledge means more sales. AY £ Es . 
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oe y > 
CREEN FIELD iAP AND o> oe r 
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off across the thin section where the weld was not completed. 
Another danger is due to the fact that to make the weld it is 
necessary to heat the steel so hot that a slight overheating 
will burn the life out of the bit steel so it will break in the 
large half moon breaks which are not acknowledged as defects 
in welded axes. Dces Mr. Thatcher know that a piece of so- 
called bit steel can be so heat treated that the head of an axe 
made entirely of it is tough enough not to chip yet with a body 
and sufficient hardness to outlast the heads of three soft axes? 
Does he know that the eye from the same steel can be treated 
so that it is ductile enough to bend double and the bit tempered 
hard to hold a keen sharp long wearing edge without the lurk- 
ing danger of a misweld or overheated steel to weaken it? 


Let Mr. Thatcher come to our plant at St. Louis or at Phila- 
delphia and we can show him all these things. If he wants 
more, we can take him into the lumber camps of the north or 
the south and show him double bit axes in the hands of expert 
wood choppers who would not exchange the stiff strong back- 
ing of their high grade bodies behind the keen cutting bits for 
any soft steel axe. Or he might want to hear about the 
choppers from far off Australia who had always used Plumb 
solid steel axes and when they came to the United States in- 
sisted upon using the same axes when they toured the country 
offering prizes to anyone who could beat them in a chopping 
contest. If a test by trial is wanted, we will offer a prize of 
$100 to any chopper in the United States who can chop with a 
soft steel axe through a two-foot log in less time than Peter 
McLaren with a solid steel axe either single bit or double bit. 
Dou you know why McLaren will use only a solid steel axe? 
Because the body is stiff and strong enough to back up the 
thin bit when he grinds his axe down for a chopping contest 
and sinks the blade to the handle at every stroke. Perhaps 
Mr. Thatcher may be curious to know how it is possible to 
make an axe entirely of one piece of high grade steel and sell 
it for little more than an axe with a small portion of high grade 
steel in the bit and the balance soft steel. If he is, we can 
show him the saving in the cost of forging the axe of one piece 
accurately to shape instead of the many more operations and 
the loss from miswelds and the extra grinding by the old style 
method. He may wonder at the efficiency of our up-to-date 
machinery and the savings that scientific knowledge can 
secure, but he will go away convinced. 

You state that the purpose of your articles is to educate 
hardware salesmen, and we are confident that the sense of CROSS SECTION OF SOLID STEEL AXE 
fairness and the high reputation of HARDWARE AGE will 
induce you to publish this other side of Mr. Thatcher’s story . — a pi wen es 
_ angen ree = ne — of an i’ .F Ey cancel Geechee Gok ft we 
portant subject. ours very truly, inches. 


(Signed) FAYETTE R. PLUMB, President, 
Fayette R. Plumb, Inc., Philadelphia, Pa. 











Too Many Bargains 


It seems inevitable that the charged with failure to produce profits, with un- 
time will come when there will stabilization of all wholesale business, both pro- 
be a reversal of opinion with re- ductive and distributive, with the lowering of 
tailers as regards bargains. The sound business standards and sound organization 
number and extent of the latter, practice, and with the destruction of public con- 
as offered to the public, has con- fidence.” 
stantly been on the increase and Without a doubt, the bargain cannot entirely be 
the end must be somewhere. tabooed. There will always remain “left-overs,” 





Already the Retail Merchants’ 
Association of San Francisco, has sounded a 
clarion note of warning. It sharply challenges 


goods which can and should be got rid of quickly 
and legitimately by bargain-counter methods. 
the wisdom of further unchecked progress along Under such circumstances, the bargain can be- 
present lines. Says the managing director of that come a two-way advantage, to the seller and to the 
association: “The super-stimulation of consumer buyer, which of course is the only way in which 
demand through the ‘bargain-price’ appeal is any selling method can be economically sound. 




















December 17, 1925 HARDWARE AGE 17 

















Gould Saw Sets Increase Your Market 
The Gould combined Saw Set The combined Gould Saw Set and 

and Gauge makes it possible for an Gauge comes neatly packed in an attrac- 

. . tive display carton with the following 

inexperienced person to set a SAW ac cortment: 

as accurately and as quickly as a 1 dozen No. 8; % dozen each of Nos. 

skilled mechanic. Everyone who 7, 9, 10 and 11. 

owns a Saw is a potential buyer. The discount is 33-1/3 per cent to the 
The Gould combined Saw Set and hardware trade. Order from your job- 

Gauge is indestructible, and sets from ber, or if he has none in stock send us 

. six to eleven teeth accurately with a your order with the name of your job- 

single blow of the hammer. ber and we will see that you are supplied. 
Retail price (Saw Set and Gauge com- The combined Gould Saw Set and 

plete) 50 cents each. Gauge ts unconditionally guaranteed. 

GOULD PRODUCTS COMPANY 
P.O. BOX NO. 235 STATION F. Oakland, Calif. 

















For 1926— 


CRECOITE 


(Medium-Priced, Easy-to-Sell) 


Tools 


There’s a complete line of 
CRE-CO-ITE hatchets, 
hammers, men’s and 
boys’ axes, in addi- 

tion to the fa- 
mous Crecoite 
Camp Axe— 
for scouts, 
campers, 
etc. 


Sell COES 


Steel Wrenches 
for Heavy Work 


The Coes Steel - Handle 
Wrench meets the most 
rigid requirements for 
heavy duty. 

It is weather-proof, fool- 
proof and unbreakable. 
Even when put to an 
abusive test of 1,790 
pounds direct strain, a 12 
inch Coes came through 
with nothing broken. They 
crippled the Coes, but 
couldn’t break it. 


That's why most dealers 
sell Coes All-Steel 
Wrenches for heavy work. 


They “Stand up.” 


COES WRENCH CO. 


“In Business Since 1841” 
Worcester Mass. 
SELLING AGENTS 


J. C. McCARTY & CO.......... 29 Murray Street, New York MARION TOOL WORKS, INC. 


JOHN H. GRAHAM &CO...... 113 Chambers St., New York 
FENWICK FRERES......... 8 Rue de Rocroy, Paris, France Marion Indiana 
+] 


















Crecoite 
House Axe 


A handy, rough and 

ready tool for house- 
holders and amateur tool 
users. Provides wonderful 
service at a moderate price, 
hence easy for every dealer to sell. 





Ask your jobber or write for Catalog H 


























No. 30A—Standard Size 


The New “YANKEE” Driver Ne. 31A—Henvy Pattern 


Nos. 130A and 131A 













by the severest possible test, has proven with spring in handle. 
itself the -~ tye No. 35—For Small Screws 
rew ver ye No. 135—with Spring in 


produced. handle 





3 Bits the driving 


nut is one- 
third longer and more 
durable than in our Famous 
Yankee No. 30, of which there are now mil- t/ 
lions giving high class service. “YANKEE” on tools 

—- for the utmost in Quality, Efficiency and Dur- 
ability. 


with each Driver 





Your Jobber can supply 
NORTH BROS. MFG. CO., Philadelphia, Pa. 


North Phila. Sta. 














78 


Reasonably Priced Dish- 
washer Has Unique Feature 


Realizing the demand for an efficient 
and reasonably priced dishwasher the 
Darlo Co., 120 High Street, Boston, 
Mass., with New York offices at 141 
Franklin Street, has recently marketed 
a unique set called the “Darlo” consist- 
ing of washing machine, brushes and 





sprays for both dishes and pans, and 
dish rack. 

The washing equipment is of simple 
construction and can be easily attached 
to any ordinary faucet without dan- 


ger of interference with the regular 
water flow. The washing is done by a 
spray from a nozzle at the end of a 
rubber hose 30 in. in length. A _ nick- 
eled spring coiled around the hose for 
a distance of 8 in. from the nozzle is 
used as a handle and acts as a pro- 
tection to the hand from the heat 
of the water flowing through the hose. 
A soap container for small pieces or 
shaved soap is connected by a smal] 
by-pass valve, with handle control, at 
the place where the hose fastens on 
to the faucet. When the handle is 
down a small percentage of the water 
is diverted through the soap chamber, 
which forms soapy solution and, mix- 
ing with the main stream, passes out a 
cleansing suds. Strong soap may be 
used if desired, as the hand need not 
come in contact with it. A turn of the 
handle shuts off the suds and allows 
clear hot water to rinse the dishes. 
All metal parts of the machine are 
nickeled. The hose is constructed of 
pure gum rubber, with thick inner wall 
and heavily reinforced outer wall. 





Counter Demonstrator for 


Yankee Tools 


With a view to assisting the dealer 
in making sales of “Yankee” Tools the 
North Bros. Mfg. Co., American Street 
and Lehigh Avenue, Philadelphia, Pa., 
has just put out a new counter Demon- 
strator No. 4-T-D., that catches the at- 
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tention and invites every customer to 
operate four of this companys’ most 
salable tools. The tools selected are 


: 
ann 
¥ 
—_ 
" . wevrs ‘. 
_ . s 
 # at S. 
(! 7? 
Rieter, § i) 
“ ; . 
B, 4 se eal 
Ret = tae 
5 * om ° ‘ 
». 5 eS a < 
* 3 - ia baie , 
’ — ) 
&. & a: \ 
, UO NES ) 
{> ea thi oe 
eos BY 
Say ae i’ : 
Be sei i 
ay ‘ ¥ 
¥ Dy rn 
SS xeca 
% ee ee, 
, cat 
i 
i “ & a 
“| 





purposely confined to those that can 
be sold in every hardware store, and 
include No. 41 automatic push drill, 
No. 10 or No. 11 ratchet screw drivers, 
No. 15 ratchet screw driver, and 30-A 
and 130-A (standard size) spiral screw 
drivers. Quantities are cut to mini- 
mum so dealers can avail themselves of 
this novel way of selling. 

The Demonstrator requires only nine 
inches of space, has a place for prices 
and gives the customer a chance to 
operate the tools exactly as in use. The 
weight of the Demonstrator and Tool 
Allotment, packed for shipment, is 17 
lb. 


New Corbin Lock Affords 
Security 


To meet the demand for a lock for 
casement windows and French doors 
and windows, which will afford se- 
curity at a moderate price, P. & F 
Corbin, New Britain, Conn., are now 
marketing a lock which is designed to 





/ 








adequately fulfill this requirement of 
the trade. 

It will have practically the same 
mechanism as the No. 785 lock, with 
the width of the case and _ backset 
lessened to allow for application to nar- 
row stiles. A strong French spring 
which acts on the hub, insures a quick 
return of the lever handle to its hori- 
zontal position. 

The catalog number for this lock is 
787 for flat-edged doors and 2787 for 
rabbeted doors. The width of the case 
is 2% in.; backset, regularly 1% in. 
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Sensational Toys 


Two novel plaphones and an electric 
lamp post with fire alarm box are being 
marketed by the Gong Bell Mfg. Co., 
East Hampton, Conn. 

Plaphone No. 670 is “the phone with 
a voice” or “Ma-Ma” phone. It is a 
sensational toy and has two highly pol- 
ished selected gongs of different tone 
which are sounded with a movement of 





the receiver hook. As the receiver is 
held a voice in bass is heard to say 
“Ma-Ma.” It is built with a handsome 
white transmitter, nickel plate base 
(standard and 3% in.) and black en- 
ameled voice case. The base is lined 
with green felt and the cord is green. 
Each plaphone is packed in an at- 
tractive individual box. Plaphone 
0645 is an original reproduction of the 
new automatic dial telephone and op- 
erates in the same way. A bell rings 
as the dial revolves. It is finished in 
bright black rubberoid and bright nickel 
parts. Plaphone with plaphone direc- 
tory are packed in individual box. 





. . 670 
MA-MaA” PLAPHONE 
LLoYD PATENTED VOICE 


USED EXCLUSIVELY 


NO 





FIREALARM NO.666 


Electric Fire Alarm No. 666 is a 
lamp post with fire box and stands 
12% inches high. Pressing a button 
lights the lamp and turning the han- 
dle on the fire box brings forth a clang- 
clang. Furnished complete with bat- 
tery and bulb. No. 667 is furnished 
complete with binding posts and bulb 
for use with electric trains. 
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Sell the Best 
st oa HARDWARE 


For Hard-wear 

















e 
Oo 
For more than 48 years 
Oo {ame Bommer Spring Hinges have 
maintained their leadership and 
0 proven their superiority over all 
Oo others. 
— — 


Se sS They have kept pace with the 

















times, because they have been 


kept up with the times whenever 
improvement was possible. HIcolirhtrs 


BOMMER _, 


SPRING HINCES 


ARE THE BE 


Replenish your stock with Bommer. 
They are in universal pgm ieee 
quickest to sell—easiest to appl 
—, most satisfactory spring “ 
ma e. 


Your Jobber handles them. 


Send for New Catalog 47. It is a 
big help in ordering. 


Bommer Spring Hinge Company 
Manufacturers BROOKLYN, N. Y. 
















Catalog and Samples Gladly on Request 


CONTINENTAL WOOD SCREW CO. 
New Bedford, Massachusetts, U. S. A. 






































Smaller Inventory 


More Profits— 


That's what the new Heller 


book tells you—how you 
can use Heller service to make 
larger profits. No guess-work. 
No theory. Experience speaks— 
the experience gained by 34 
years in the hardware field. 











Carry less stock—put it out 


where it can sell itself—that's 
what the Heller system will do 





Polishes Yet Removes 








Rust as It Cleans for you. 
Stovoil is the new cleaner, polisher, FREE! ! ! Y d bool 
rust remover replacing old, ordi- ou can read our new book in 
nary can of stove polish. Stovoil ten minutes—you won't get through thinking about 
destroys rust, keeps burner holes what it says in ten years. Practical! Helpful! ! 
open, makes cooking easier. For 


Interesting! ! | 


Write for ‘The Heller System of Larger Profits.”” It’s NEW! 


3 Dozen t kage. 35% t s 
" * otal prettt. or It’s FREE!! Write to-day!! Use coupon. 


Pacific Coast Distributors: 


General Sales Corporation W. dl HELLER & COMPANY 


718 Mission St., San Francisco 


all stoves. 





og tay gy Bag 767 Bryant St., Montpelier, Ohio 
SUPERIOR LABORATORIES 20 Vesey St., New York City 
A Tom-Tap Product Grand Rapids Sy i i a ea 
_ entgue 
W. C. HELLER & CO., Montpelier, Ohio 29A 








TRADE Please send the new book, “The Heller System of Larger 
Profits.” 

olT EE ee ee ee a ee 
RE ee ee Pe EO pe re a a ee ree 
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The Retailer Comes to 
to the Fore 


It has been said that the crying need of the business 
world in our present stage of development is for better 
retail selling. Selling efficiency on the part of the 
manufacturer and jobber goes for naught if similar 
sales efficiency is lacking at the dealer’s counter to ex- 
pedite the flow of merchandise on the last lap of its 


journey to the ultimate consumer. 


This means that the retailer and his sales force are now 
called to bat. The business world depends upon the 
dealer’s increasing his business volume by developing 
his sales function in his community to the utmost. 


Since such development means greater profits for the 
dealer he should be quick to recognize and should 
eladly undertake the responsibility which has come to 
the modern retailer—a responsibility to his community 
to create and supply the demand for merchandise that 
will increase its happiness and well-being, a responsi- 
bility to industry to provide an efficient outlet for its 


products. 


To discharge this two-fold responsibility efficiently 
and profitably means that the dealer must have a 
smoothly-working, able sales force. There is no room 
in the modern store for bungling, haphazard work on 
the part of the personnel in contact with the buying 


public. 


Since the hardware dealer cannot afford to hire an 
entire force of star salesmen the necessity arises for 
him to train the men he has to enable them to realize 
their responsibilities and discharge them creditably. 


The store meeting or its equivalent must be employed 
for this educational work. Try it out in your store. 
Every issue of HARDWARE AGE will help you with 
topics for discussion. For example discuss with your 
clerks the following subjects which among many others 


will be found in the present issue: 


Tools for Householder or Mechanic....Page 3 
A Christmas Greeting That You Might 


EE a ca oak ioe Sg a ae a ee a we & a Page 4 
An Example of Washing Machine Sturdi- 

re ree Page 7 
How National Advertising Helps Local 

a PT eee eee Page 11 
How a Radio Manufacturer Cooperates 

a ee re Page 57 
Five Christmas Houseware Leaders... . . Page 59 


Sales Points for Unbreakable Tools. ...Page 63 
The Necessity for Well-Balanced Stocks. .Page 71 


A Question Box for Small Too! Informa- 
DP NetbebavedIveetecceu es ucaedl Page 75 


A Combined Saw-Set and Gauge for the 


Skilled or Unskilled.............. Page 77 
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The Risks of Partnership 


FEW weeks ago I wrote an article entitled 
A‘a Case in Which Everybody Made Mis- 

takes,” and I attempted to point those mis- 
takes out. One of them was that of a member of 
a partnership who forgot several important prin- 
ciples of the law governing his responsibilities as 
a partner. 

I have received some letters on this subject 
from readers of the article and as there seems 
to be considerable interest, I will write an article 
or two or the subject. 

One of the risks of partnership is that the mem- 
ber risks everything he owns. His risk isn’t con- 
fined to the amount of money he has invested in 
the partnership capital, like the risk of a stock- 
holder in a corporation who no matter how much 
the corporation owes beyond its assets, can’t be 
held (usually) for anything beyond what he has 
invested in the stock. The law has a few ways of 
retaining the character of a partnership and still 
limiting the risk to what a man put in, as by 
limited partnerships, special partnerships, joint 
stock associations and other similar schemes, but 
these are a little cumbersome, and are used only 
in a small percentage of partnerships. 

In the typical old-fashioned partnership fa- 
miliar to everybody, in which two or more men 
create a firm, with each one contributing so much 
to the capital, every member is liable for the 
firm’s debts up to the limit of everything he owns. 

It’s surprising how many business men don’t 
realize this. The other day an acquaintance of 
mine, a seasoned business man of great knowledge 
and shrewdness, said to me, “I’ve just taken a 
flier with a cousin of mine in a scheme to make a 
new radio condenser he’s invented.” 

“What did you do, lend him some money ?” 

“No, we got up a little partnership and I put 
in $2,000. If the thing goes I want some of the 
profits; that’s why I didn’t make it a loan. It’s 
a good gamble; even if I lose the whole $2,000 it 
won’t break me.” 

“But d6 you realize that you may lose more?” 
I asked him. E 

He hadn’t! he thought all he could lose was the 
$2,000. It was news to him when I told him he 
was responsible for every dollar of the firm’s in- 
debtedness. Of course, the other partner was too, 
but he had less need to worry, because he was 
not so substantial financially. 

Partners who have organized their business 
into a corporation have sometimes been surprised 
to find that their credit as a corporation had 
shrunk far below what it was as a partnership. 
The reason was obvious: when a partnership their 
credit was based on the value of the firm’s assets 
plus the individual assets of all the partners. 
After incorporation the only assets available to 
creditors were those invested in the company; 
— assets of stockholders were not reach- 
able. 

The rule above explained is thus laid down by 
a well-known authority on the subject :— 

If a judgment be recovered against partners as 
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a firm, the separate property of each partner is 
aliké liable to execution with the property of the 
firm. Sometimes the law applies the rule that 
the firm’s assets are to be applied in the first in- 
stance to the payment of the firm debts, and the 
assets of individual partners to the payment of 
their individual debts. In some jurisdictions the 
creditors are bound to exhaust the firm’s assets 
before proceedng against the assets of the in- 
dividual partners, after which they share ratably 
with their creditors in the individual assets. 
(Copyright, November, 1925, by Elton J. Buckley, 
E'sq., Counsellor-at-Law, 643 Land Title Build- 
ing, Philadelphia, Pa.) 





Show These Comparative Brush Prices to 
Your Customers 


HE following table comparing the prices on 

brushes, as sold in retail hardware stores 

and by house to house canvassers, shows that 
in buying from the “Glorified Peddler’’ the pur- 
chaser not only receives a brush of inferior 
quality, but pays an excessive price for it. 


Brushes made by a well 


known manufacturer Best known of the 
who sells through the Selling brushes sold by can- Selling 
established channels Price vassers Price 
Wall Brush (hdle.)....$1.85 Wall Brush .......... $2.40 
Radiator Brush ...... .55 Radiator Brush ...... 95 
Sanitary Brush....... 95 Sanitary Brush ...... 1.55 
Bottle Brush ......... 3) Bottle Brush ........ A5 
Polished Floor Dust 

Mop (hdle.)........ ee 2.75 


Refrigerator Brush... .30 Refrigerator Brush... .45 
Pan Greasing Brush.. .30 Pan Greasing Brush... .45 


Dust Pan Brush....... 1.00 Dust Pan Brush....... 1.45 
RE SI cas ch ha wneve eee 45 
Percolator Brush...... 15 Percolator Brush ..... .25 
Split Duster ......... 1.25 Split Duster ......... 1.75 
Vegetable Brush ..... .25 Vegetable Brush ..... 2d 
Cloth Brush .....000. 1.60 Cloth Brush.......... 2.50 


Large Bath Brush..... 2.30 Large Bath Brush..... 2.95 
Medium Bath Brush.. 1.95 Medium Bath Brush... 2.10 


Nail Brush—Stiff..... ee 1.65 
Nail Brush—Medium.. _ .85 
SE ED sso eee ae 1.60 Skirt Brush .......... 2.95 





“Tall Oaks from Little Acorns Grow” 












_ The proprietor of the very 
ee reek: small store who feels the least 
meee pt discouragement when he reads 
ee: aemee in the pages of this publication 

MN a age oe me —— one 

bi Be methods of stores in his line 
=) which make his seem small in- 
Uildd=tlied eed is doing himself an injus- 
tice. He must always remember 

that no matter how great the divergence in size 
between such stores and his, they both are pri- 
marily dealing with the same problem, which is 
human nature, and that, without any question, 
human nature averages. Both types of stores have 
to meet and handle the same types of human 
nature and customers; and for that reason the 
methods of one cannot be foreign to the needs 
of the other. 
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‘4c GEM 


_ ARCADE 





LOOK FOR THE LABEL 


You will find it on all our Mop Sticks. The Gem 
label guarantees a high class article of super material 
and construction. This label identifies the best in 
this line. 





No. 0 GEM 


The Nos. 0 and 1 Gem Mops represent the highest type in 
mop construction with steel and cast heads. The No. 0 Gem 
has all metal parts made of steel and heavily coppered. It is 
light in weight for the convenience of the housewife. but will 
not break in shipping or in use. It will hold any thickness of 
cloth without adjustment. The No. 1 Gem is also an old 
reliable, with cast head. The bail and lever are steel. Simple 
in construction, but light and strong. Both sticks have 48 in. 
waxed finish hardwood handles, and present an attractive 
appearance. 











No. 5 BRUSH 


No. 50 JANITOR 


The No. 50 Janitor is adapted to extra heavy work, and is of 
the most durable cast iron construction. The head is 7 inches 


wide, and has an extra deep opening, permitting any size cloth 
to be used. This type of Mop Stick will quality especially for 
use in apartment houses and public buildings. Handle is 
extra strong, being 54 inches long, and is made of hardwood 
with polished and waxed finish. 

The No. 5 Brush is a combination mop and brush holder. The 
action is simple, direct and powerful. The best selected cast 
ings are used in its construction. Handle is of polished hard- 


wood 48 inches long. 
Ask Us for Illustrated Mop Booklet 


Write Us for Catalog 


ARCADE MANUFACTURING CO. 
FREEPORT, ILL. 


AKLADE 
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New Hose Reel Has 
Light Weight Feature 


The Donley Manufacturing Co., 
10,585 Quincy Avenue, Cleveland, Ohio, 
has recently placed on the market a 
new hose reel which is designed for 
practical everyday use. A feature of 
this new product is its light weight, 
which, it is claimed, saves the dragging 





around of cumbersome and_ useless 
loads. The winder drum is. con- 
structed of heavy galvanized sheets, 
with the edges flanged over so as to 
present smooth, round appearance. In- 
stead of rivets, the drum is seamed 
like a stove pipe, except with the ac- 
tion reversed, which offers a smooth, 
unbroken surface for the hose. 





New Turntable 
Facilitates Displays 


The Electric Window Salesman Co., 
Boston, announces a new lighted turn 
table called “The Electro Universal.” 

It is a beautiful model in mahogany 
finish with an 18-in. display table op- 
erated by a special built universal mo- 
tor. 

The machine is self-contained and 
portable with only one cord for both 
lights and motor, and will plug into 
any lamp socket. 

It makes possible the easy arrange- 
ment of displays with lights; lamps 
can be shown as in use; Christmas 
trees revolve with lights on them. 

It is said there is nothing to get out 
of order. It can be used without lights 
when desired. 





Auto Light Incorporates Four 
Features 


A new rear light for automobiles, 
featuring a combination of tail light, 
stop light, reverse or back-up signal, 
together with an illuminated car mono- 
gram has been placed on the market 
by the Beacon Motor Lamp Mfg. Co., 
1243 West Third Street, Cleveland, 
Ohio. Beauty, sturdy construction and 
utility are merits claimed for the de- 
vice. It comes equipped with a switch, 
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in triple coated enamel, electrically 
baked on by a special patented process. 
An indestructible Monogram plate and 





a Special Lens Retainer, holding all 
the lenses firmly in place is designed to 
eliminate the fear of lens falling out 
or breaking when replacing bulbs. 





3 oz. Squirt Cans Handy 
for Spring Oil and Rust 


The Joseph Dixon Crucible Company, 
Jersey City, N. J., is now putting up 
its spring oil and rust solvent in three- 
ounce oval squirt cans, which is a 
handy size for general household use. 

It is said to be excellent for lubri- 
eating vacuum sweepers, washing ma- 


ate a 


"eum SPRING OIL See] 
em" RUST SOLVENT Sham 





chines, sewing machines, lawn mowers, 
phonographs and other articles about 
the home and office and to loosen and 
prevent rust. The penetrating quali- 
ties of the oil carry a deposit of su- 
perfine flake graphite to the remotest 
crevice and provide lubrication for an 
indefinite period. 


Open F ront Mitre Box 
Entirely of Steel 


The Millers Falls Co., Millers Falls, 
Mass., has recently placed on the mar- 
ket a new mitre box, open front type, 
entirely of steel and simple in design. 
It may be used with either a back or 





panel saw. The frame and legs are 
of one piece. The saw guide is adjust- 
able for any size saw and has a device 
for squaring with base and back. It 
has a swivel arm, notched for all posi- 
tive angles and a clamping device for 
intermediate angles is provided with a 
roll to prevent the saw from marring 
the bottom board. It is listed in the 


guaranteed indefinitely, and is finished company’s price list as No. 110. 


~~ 
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New Unbreakable Hatchet 
and Hammer 


The Estwing Mfg. Co., Rockford, II1., 
has recently placed on the market a 
new line of unbreakable hatchets and 








hammers. They are of one-piece-forged 
steel head and handle, equipped with a 
leather, non-breakable grip. Two types 
of hammers are available, straight and 
curved claws and are furnished with 
either a smooth or serrated striking 
surface. There are three types of 
hatchets available in this new offering, 
each equipped with a leather grip. De- 
signed with these features the new line 
is stressed as eliminating the heads 
coming loose or flying off the handle. 





Spotlight Has Forward 
Control Feature 


With the idea that the control of the 
spotlight should be as far forward as 
possible on the car and as near to the 
level of the pavement as practical the 
Farwell-Toledo Gear Co., 1702 Summit 
Street, Toledo, Ohio, is placing the Far- 
well Spotlight on the market. 

It is designed for attaching below the 
left head light, way below the level of 
the vision of the operator or individual 
approaching the car. The switch and 
control are on the steering column just 
below the steering wheel. A turn of 
the knob raises or lowers the beam of 
light, a pull or push will turn it to 
right or left. The beam projected is 
said to be powerful and clean cut. It 














is claimed sleet and snow will not ad- 
here to its lens and that it will not 
rust, rattle, wear or freeze. It is said 
to be easily attached as two small bolts 
hold the lamp bracket in position while 
the control is clamped to the steering 
column. The reflector is spun from 
special reflector brass, highly polished, 
silver plated and buffed to a mirror 
finish. Claim is made that the double 
shell prevents sweating, is moisture 
tight and dust proof while the converg- 
ing cowl prevents side glare. 
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RIM NIGHT LATCH 


No. 3515 Series 











(Illustration is half size) 


A New Steel Case Rim Night Latch 


A Rim Night Latch that will satisfy 
every demand. Case and Strike is made 
of very heavy steel and is therefore un- 
breakable. 

The Cylinder is full size with five pin- 
tumblers. It is of solid brass as are also 
the bolt, knobs and ring. Three milled, 
nickel silver keys to each. 

No. 3515 may be deadlocked from out- 
side by key or inside by stop. 

No. 3515 D may be deadlocked from in- 
side by stop. 


Attractively Priced 


Eagle Lock Co. 


General Sales Office 
26 Warren St. New York 





REGiIN UB PAT OFF. €@ ™us Pato:. 


Branches—521 Commerce St., Philadelphia, Pa. 
177-179 N. Franklin St., Chicago IIl. 
114 Bedford Street, Boston, Mass. 


Works at Terryville, Connecticut 
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MANUFACTURING 


‘» Branch Offices: 
sf. N.C 74 W. LAKE ST. CHICAGO. 
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KESTER 
Self FluxingS OLDER 


Simple, Safeand Sure 
Requires Only Heat 


>, ANE 
- 
- “ 
a. * ‘ ‘ cP wari 
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— 


' SS 
KESTER Acid CoreSOLDER 
eneral soldering and heavier electrical work. 
uxing—‘‘Requires Only Heat.’’ Standard size 
No. 3 about 1/8 inch in diameter, runs about 30 feet 
“= pound. Packed on 1, 5 and 10 pound 


gauges also available. 


Kester Metal Mender 
The Household Solder 
Here is the small package of Acid Core Solder. So sim- 
ple anybody can use it. Ten cans about 1/4 pound 
each are packed per carton. Ten cartons (100 cans) 
the case lot. 











Por very delicate electrical and radio work. Contains 

highest quality metals and rosin flux. Standard size 

about 3/32 inch in diameter, runs about 50 feet 
und. Packed on 1, 5 and 10 pound s Isand 18 
ch sticks in 5 pound boxes. Special gauges also 


Kester Radio Solder 
(Rosin Core) 
Safe, Sure and Simple — approved by radio eers. 
Harmless to the most delicate parts. Absolutely non- 
corrosive flux makes low-loss joints. Ten cans about 
1/4 pound each per carton. Ten cartons (100 cans) 
to the case lot. 


GENUINE SOLDER 


CHICAGO SOLDER COMPANY 
4205 Wrightwood Avenue, Chicago, U. S.A. 
© 








Originators and world’s largest 
manufacturers of Self Fluxing Solder 


Your Jobber Can Supply You 
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If You Want a 
Real Man for 

a Real Job 

Take Three Dollars 


send it to us with copy for 
a HELP WANTED adver- 
tisement of 50 wordsand the 
CLASSIFIED SECTION 
will comb the hardware field 
like a drag net for the man 
you want. 





HARDWARE AGE is 
carefully read each week 
by hardware men who are 


progressive and do things. 


That is why it produces 


results. 


HARDWARE AGE 


239 W. 39th St., New York 
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Here's the List you need- 
Its Verified 





a 


Hardware Age Verified List 
OF WHOLESALERS AND RETAILERS 


Gives names and addresses of Hardware Retailers, 
with ratings based principally upon annual sales; 
and also shows names, addresses, capitalization, ter- 
ritory covered, number of traveling men, names of 


buyers and lines handled by Hardware Wholesalers. 


CONTENTS 
Wholesale Hardware Houses and Manufacturers 
Agents in United States, Canada and Foreign Coun- 
tries. ; 
Retail Hardware and Housefurnishing Stores, includ- 
ing Retail Departments of Wholesale Houses in 
United States, Canada and Foreign Countries; also 
General Stores, Lumber Yards, etc., handling hard- 
ware. 
5c, 10c and 25c Stores carrying hardware in United 
States and Canada. 
Department Stores carrying hardware and housefur- 
nishings in the United States. 
Automobile Accessories Jobbers. 
Dealers in Mill, Steam, Mine and Machinery Supplies. 
—— Merchants handling hardware and kindred 
ines. 
Sporting Goods Wholesalers and Retailers. 
Mail Order Houses handling hardware and housefur- 
nishings. 
Woodenware and Willow-ware Wholesalers. 
Paint, Oil and Varnish Jobbers. 
Radio and Electrical Goods Jobbers. 
Plumbers and Tinners Supplies Jobbers. 
Membership Lists of Hardware Associations. 


Hardware Age Verified List of Wholesalers and Retailers 
is indispensable in economic direct-by-mail promotion work 
and also a helpful guide for salesmen’s calis. Bvery males 
—— es have one Phy Ay and a 

could profitably carry a copy in his p. Since previous 
issue was lished there have been more than 10,000 
additions and corrections, and these all appear in the Sixth 
Badition which is the current issue. 


Hardware Wholesalere find Verified IAst of great value in 
“‘checking’’ their retatl prospect records. 


$12.00 postpaid 
HARDWARE AGE 
(Verified List Department) 
239 W. 39th St. New York, N. Y. 
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CORBIN 
SCREW 











Wood Screws—Machine 
Screws—Cap and Set 
Screws—Saw Screws, 
and Special Screws of 
every _ description. 
Stove, Tire, Sink, and 
Agriculture Bolts — 
Nuts—Escutcheon Pins 
—Jack, Safety, Plumb- 
ers, Register, Sash and 


Ladder Chains. 


We shall be pleased to 
furnish quotations im- 
mediately upon receipt 
of samples, blueprints, 
or specifications. 


The CORBIN SCREW 
CORPORATION 


The American Hardware Corporation 
Successor 
229 High Street 
_ New Britain, Conn. 
Branches: 


New York Chicago Philadelphia 
Western Factory: Dayton, Ohio 
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RY ¢ 
BRIDGEPORT. CONN. 


Trade Mark 


THE BRIDGEPORT SCREW CO. 


Bridgeport, Conn. 


Representatives: 
George E. Quigley, Detroit 
Milton Pray Co., San Francisco, Los Angeles, Seattle 
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Their Extra Value 
Assures Quicker Sales 
and Larger Profits 


The large volume production of Lowell 
sprayers enables us to make them from 
extra heavy materials, to double test each 


and every one, and still sell them at the 
Quality 


price of ordinary sprayers. This added 


ro Double — 

(UleM mek elit, LOWELL 
SPECIALTY CO. 

Agains £ Defects LOWELL, i 






and larger profits to Lowell dealers. __ 
See this complete line of hand and com- 
pressed air sprayers at your local job- 
ber’s or write us for descriptive booklet. 
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There are just two things that every housewife wants Genuine “SNO-WITE” Bath Room Fittings answer the 


to know about Bath Room Fittings: first question—their beauty asserts itself. 
1—Will they beautify the bath room? 2—How long The Guarantee Tag answers the second question—each 


will they last and will the manufacturers stand back of article is guaranteed for 10 years and our name is our 
them ? bond to “make good.” We protect the dealer. 


Originators of Porcelain Enameled Bathroom Trimmings 


American Enameled Products Company 


Boston CHICAGO New York 


San Francisco Atlanta Toronto 
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The Customer with a Hobby 


He usually has one little plot, carefully cultivated, grow- 
ing every sort of a vegetable that’s sold by the package. | 
Perhaps a set of tools—good tools—a few garden imple- LUDLOWSaYIOR 
ments and a deep-seated faith in his hobby—/1s home. | WIRE 0 


He isn’t so hard to please—just a little economizing, doing 
his own repairs during the week-end, and depending on his 


PAINTED SCREE ; 
wineeroth. home-town dealer for supplies—and advice. 
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If you pass his home some time this Summer look over his 
rescreening job. ‘‘Perfect” was a good selection. You will )} m= 
be glad you recommended it. 


Your Jobber stocks “Perfect.” 





MU UM nnn 


LUDLOW-SAYLOR WARE CO. 
ST. LOUIS, MO. | 
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6 G 0 @ Q be fea! The New Miller Heavy-Duty Socket Set 


Supplied, as shown, with 7 sockets, 2 extension bars and slid- 
ing T handle. One extension bar is for work in hard-to-reach 
places. 

Sockets are hardened carbon steel guaranteed against any 
defects. To afford super-strength both sockets and extension 
bars are made over-size in diameter. 


Each set furnished in an attractive leatherette roll. 
Write for Discounts on Set No. 15. 


MILLER TOOL & MFG. CO. 


DETROIT MICH. 
Bastern Representatives: James A. Gaffney Co., 35 Warren St., New York, N.. Y. 
Western Representatives: Alden Glaze & Co., 143 Second St., San Francisco, Cal 





























TREMONT Genuine Armstrong 


Stocks and Dies 


Proved Best by Are always in working order. They rep- 
Actual Test resent the utmost simplicity and efh- 


ciency In operation. 
Tremont Hardened Steel Cut Nails 
are cat from high carbon steel that 
by actual laboratory test contains an 
exceedingly small percentage of im- 
—" is a is rust resisting 
a remarkable degree and will not 
—_. crack or twist while being 
ven. 


Tremont Naiis are scientifically de- 
signed the 



















te shear their way into 

wood in a manner that insures a 
etreng rmanent grip. They are re- 
—" > their strength of head, 

feature in the cen- 
~~ O. on of the quality of cut nails. 
All these mechanical superiorities 
make admirable selling arguments 
and in the actual use of the nails 


All genuine Armstrong stocks and dies 
bear this trade-mark: 





ti 
the welfare of your store. 


Sell the Tremont Brand 


Tremont Nail Company 
205 Lincoln St., Boston 





Be Sure You Get the Genuine 





| 


The Armstrong Manufacturing Co. 


Bridgeport, Conn. 














Growing demand tor 


W. ROSE Tools 


is the result of our use of choice ma- 
terial and skill. 


Wm. Rose & Bros., "73. 


Selling Agents 


Wiebusch & Hilger, Ltd. 


No. 1111—6 inches Wide Heel Cut Back New York 
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No. 231, % In. 





No. 234, 1 In. Special Washer 


SLOTTED SCREW TIPS 


This slotted screw Tip has been made-principally to satisfy a demand for a 
cheaper grade of Tip. A Special Washer has been constructed so as to prevent 
the rubber head from pulling off. Write for full information. 


ELASTIC TIP CO. 370 Atlantic Ave., Boston, Mass. 


v of 














DROP FORGED WELDLESS 


EYE BOLTS 


ROLLED THREAD 
GALVANIZED OR PLAIN 
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Better 
Machine Screws 


Quick Shipment for the 


Hardware Trade | 
Oliver Iron and Steel Corp. ) 
sane Bie HARVEY HUBBELL 


PITTSBURGH, PA. 
ESTABLISHED 1863 


NEW YORK, N.V. 
30 EAST e242 SY 
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Bronze ana Copper 
FLY SCREEN CLOTH 


Spargo is real fly screen cloth that looks the 
part. 

And besides its attractive appearance, du- 
rability is woven into every square foot of it. 


Write for prices. 


Spargo Wire Co., Rome, N. Y. 
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Cap Screws 
1924 MODEL DOOR CHECK on Set Screws 
— Stove Bolts 
Ze Sink Bolts 
Hanger Bolts 
Nuts 






Rivets 
Burrs 


: gp 
} Specialties 
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We Give an Absolute Two-Year Guarantee 
Covering This Check 


Illustration shows with HOLDER ARM; can be supplied with 
REGULAR ARM. 
Operates RIGHT or LEFT-HAND doors without any change 


in the mechanism. 





7 Every individual unit must meet Reed & Prince standards of g 
quality and accuracy. Whether finished plain, blued, nickel, 
brass, copper-plated, sherardized or hot-galvanized, it may be 
selected with the utmost confidence . 


a 
REED & PRINCE MFG.CO, =. 
} WORCESTER, MASS.,U.S.A. \ 
WESTERN BRANCH arCHICAGO-17Z] NORTH JEFFERSON ST. 
EE ee 


Many Sales Helps tor the 
Live Hardware Dealer 









Circular upon request 


THE OSCAR C. RIXSON CO. 


4450 CARROLL AVE. CHICAGO, ILLINOIS 
NEW YORK OFFICE, 101 PARK AVE., N. Y. 
























Manufacturers recognize the dominant selling power of 
the Hardware Age family of readers who do the great bulk 
of the business in the hardware field. 


This recognition is reflected in the advertising of these 
manufacturers in Hardware Age which, because of its vol- 
ume, diversity and high quality, has great business value for 


the dealer-reader. 


Get into the habit of reading carefully the manufacturers 
sales messages contained in the advertising pages. They will 
give you many valuable ideas on salable merchandise and 


successful selling methods. 
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Quick Turnover! Anchor ay Brand! 
Ball Bearing Clothes Wringers = 


Bicycle Guarantee 
es ee a ee EE ek a ee 5 Year 


Send for Price List 


LOVELL MANUFACTURING CO. ERIE, PA. 


Largest Manufacturers of Clothes Wringers in the World 











Boston, 52 Pearl St. Chicago, 52 E. Lake St. New York, 86 Warren St. 




















Hand Corn and Potato 
PLANTERS 


The Acme line is the standard of the 
world. Built by the largest factory 
in the world manufacturing hand 
corn and potato planters and hand 
sprayers exclusively, the Acme repu- 
tation is your assurance of quality. 


Our guarantee permits you togive the custom- 
er an individual guarantee on each tool. Tell 
him: “If it isn’t all right, bring it back.” 
Seasonal advertising in farmer and grower 
journals helps keep Acme in the lead. 


A Complete Line 
from One House “a ' 
Every practical 7 le is in 


the Acme line. Renew 
your stock frequently 


from the jobber Oy \ | 2 
ys 


nearest you. En- 
Potato 


joy rapid _ 
over and good 

Implement Co. | 
Dept. 11 Traverse City, Mich. 














































” CULTIVATE THIS 
EXCEPTIONAL FAST- 
SELLING LINE 


REICHARD’S 


MAGIC WEEDERS 


The Weeder with the 
Spring Tooth. 

Interests and sells im- 
mediately —for its com- 
bination of outstanding 
features are thoroughly ap- 
preciated by everyone see- 
ing and handling it. 


The F. H. Reichard Mfg. Co. 
BANGOR, PA. 








profits. 


Write for 
Catalog and 
Dealer 
Selling 
Helps 
































The Tiicndinats & Young 
Incubator Moisture Guide 


Scientific — Accurate — Practical 
Solves the Moisture Problem in incubation. 
Is NOT a Hygrometer—BUT Records Evapo- 
ration. Approved by Agricultural Colleges, 
Experiment Stations and Thousands of Satis- 
fied Users. Selling for the first time through 
the Regular Trade. Wide Demand. exists 
wherever Incubators are used. Ask Your . 
Jobber. 


The Moisture Guide Co. 
a Pn Aes h all turning trays. 21 7 E. Olive Ac. Springfield, Mo. 
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FORSTNER BITS 





One of the Most Remarkable Tools for Wood 
Working Ever Invented for Brace and Machine 


The Forstner Labor-Saving howe Bit, unlike other bits, is — by its Circular Rim instead of its center, consequently it will bore eny 
arc of a circle and ardiess of grain or surface. 


knots, leaving a true It is preferable and more 
snpaiiieus than chisel, gouge, scroll-saw, or lathe tool combined for cere- 
boxes, fine and delicate patterns, veneers, screen work, ae. 5 fancy 
scroll twist columns, newels, ribbon moulding and mortising, etc. 


can be guided in any direction reg: 





THE PROGRESSIVE MFG. CO. --- 


TORRINGTON, CONN., U.S.A. 

















American Steel & Wi 
Chieago, New York, Bestca 
Denver, Birmingham, Dalles 
U. 8. Steel Products Ce. 
Sen Francisco, Los Angeles. 
BARBED: Ellwood Glidden, Am. apse, Am. Special. 
Waukegan, Baker Perfect, Ellwood 
NAILS, SP. STAP gg ee tint T Gale” Nails. 
ZINC INSULA FENC — Royal, Anthony, 
ae _ (former! Arrow) STEEL POSTS. 
REINFOR CEMENT. 
BALE TIES: Old hablo brands. 
TELEPHONE WIRE. 
WIRE for every purpose. 


National, U. S., Banner. Steel Gate 
Quick Delivery. Write us for selling plans. 

















An EXPANSION SHELL 


With a Sure-Dependable Hold 


Superior advantages: 

1) It gripe at the bottom of the hole by 

(2) =e g ite jawe in the sides of the 
ole 

(8) By Underwriters Laboratory test it 
holds untij] the bolt or the material, 
into which it is placed breaks. 

(4) oe properly set it will not come 
oose. 


(5) Quickly installed. 

Overcomes these disadvantages: 

(3) It is NOT a friction hold. 

(2) par — from broken or misfitting 


as Pineation does NOT affect it. 
de in two types for 15 sizes of bolts. 
Practical in any Solid Material. 

A tria] order for testing will soon cea- 
vinee you. 


Bamplee on request—No charge. Send for Bulletin No. 55. 
THE PAINE COMPANY 


‘2061 Carroll Ave. 
33 Warren 8t. New York City, N. Y. 








Chicago, Ill. 











f S 


SELL WELL—WEAR WELL 


Hardware dealers everywhere find 
a real profit-earner in 


Half Svles—Hecls—Strips 


Your customers will want them. 
Black or tan—for men, women and 
children. Outwear best leather 2 
to 1. 


(See page advt. next week) 





\ Panco Co., Chelsea, Mass. Vz 





Geo. W. Diener Mfg. Co. 
400 N. Monticello Ave., Chicago, fil. 
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Ice Tools and other equipment 
for every ice handling pur- f 
pose. A large stock always § 


on hand to promptly meet § 
your requirements. | 
| Write for complete price 


list and discount sheet. 


GIFFORD-WOOD CO. 
S Main Office & Works: 7 Hill St., 
Hudson, N. Y. 


bm TOULS 


ul il 


NewYork, Boston, Chicago, Pittsburgh 


eae] 


RE ‘pusn- Pins 
Wor PUSH LESS HAMGERS 
:  & =T 










“Style L” a 150 

Counter [= 10c Packets 

Display | i Sell for $15 

Cabinet ai inet $89 
pos Margin $ 5 
eis 


I ~_ 


i 


1. — 
Wer 
we 









Moore 
Push—Pins | Push-less Hangers 
“*Glass Heads-Steel Points” ** The Hanger with the Twist’ 
For “Hanging Up Things”, Without Marring Walls 
Moore Push-Pin Co. (Wayne Junction) ,Phila., Pa. 











the all ’round Sharpener! 


Knife, scissors, sickle, anything, “Shar- 
pit” will keen-edge double-quick. It’s a 
wizard seller—low priced and good profit 
maker. Send for our special offer! 





4301 Warne Ave. 
St. Louis, Mo 








Chiecage Office 


Waste — Mops — Wicking 
Cleaning Cloths 
Caulking Cotton — Chemical Cotton 
Send for samples and prices 


MASSASOIT MANUFACTURING CO. 
Fall River, Mass. U. 8S. A. 


New York Office - - - - 350 Broadway 
- - = 189 West Madison St. 
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66 Plate Sets j 
The Lime That Keeps Moving”’ 
It takes steam to make an engine ‘“‘Go”’ and it takes more than good 


materials to keep tools moving 
We've built ‘‘Go’’ as well as “Guality into the complete line of ‘ ‘Threadwell’ ° 


Tools. Get the 
The THREADWELL TOOL CO., Greenfield, Mass. 
won 


New York City Philadelphis Chicago Cleveland San Francisco 
396 Broadway 809 Harrison 200 Wrisiey 135, st t. Clair 604 Mission St 




















Cold Weather Needs 


11 patented improvements—Burner Baffle and 
heater plug generates 400 degrees more heat 
from present gasoline and kerosene. 


Patented Automatic Safety Valve prevents ex- 
plosions. Patented Separate Shut-off from Clean- 
ing Needles eliminates orifice trouble. Polished 
Brass Tank with but one opening—above fuel line. 
Pistol Grip comfortably fits any hand. EAR- 
LESSLY GUARANTEED. 

Order from your jobber—Write us for new catalog. 


Makers of Turner No. 66 Plumbers Furnace 


Y gmt ag 


The World’s Largest Exclusive Manufac- 
turers of Blotorches, Fire Pots, Brazers 














HACK SAW BLADES 





“REDUCE YOUR COSTS” 


Samples furnished for testing. 
Write for catalog and prices. 
Sold by Jobbers. 





DIAMOND SAW & STAMPING WORKS 
BUFFALO, N. Y. 
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* OTTO BERNZ CO. INC. 2 
Wi extend to you their cordial jn. 
: GREETINGS C 
a and wish you and yours a s 
; MERRY CHRISTMAS 
oe and a . 

Happy and Prosperous New Year " 





Sette ae ae ee a a a a a a a a 


TRADE-MARK 


SAMSON CORDAGE WORKS 
BOSTON, MASS. 


WYN) 5 Oe OO) 230. 


SAMSON SPOT, PHOENIX, and SACHEM BRANDS 
Clothes Lines, Masons’ Lines, Shade Cord 
Awning Line, Dumb Waiter Rope, etc. 


Send for catalog and samples 


BRAIDED CORDS - COTTON TWINES 








0 
o—: 
<0 


6 Sizes—4 to 14 in. 





An urbeatable Adjustable “S” and Nut 
Wrench. Useful in many places inaccessible 


to a Monkey Wrench. “Keystone quality.” 
Forged-Steel Jaw and Malleable handle. Write 


for Discounts. 


The Keystone Manufacturing Co. 


Sales Representatives—Surpless, Dunn & Co. 


Buffalo, N. Y. 


Chicago 














New York 
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\ Russell Jennings 
Auger Bits 


Patented by 


Mr. Russell Jennings | 
in 1855 







| Two styles 
of shanks,— 

three threads for 
boring all woods 














Russell Jeniags Mfg. Co. 


Chester, Conn. . 















Osborne High Grade Punches 


C.5 Osaoranc& Co 





Belt Punches Arch Punches 
Spring Punches Revolving Punches 


A varied and attraetive line for the Hardware Trade. Also: Leather 
Workers’, Trimmers’ and Upholsterers’ and Plumbers’ Tools of superior 


quality. 
The above tools will please your customers, as well as our famous Round 


and Oval Punches. 
Remember we have had 99 years’ of successful manufacturing experience, 


employ only a, workmen and use the finest quality of materials in 
making our p 
We rg fais “a every tool we make. Try us. Write for Catalog 
and Prices 
Cc. 8S. OSBORNE & CoO., NEWARK, N. J. 
ESTABLISHED 1826 
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Iron Fence, Gates 
wn Vases 
Settees 

General Iron 
and Wire Work 
CHAIN-LINK 
WIRE FENCE 
Ask for Oatalog 
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) THE STEWART IRON WORKS CO., Inc., 225 Stewart Block, Cincinnati, O. 











Robertson “Horse Shoe Magnet | Hammers 


Permanent magnet which holds 
the tack in position for driv- 
Awarded the Silver Medal 2  —- 
the highest offered) at the Panama Hable Exposition. 
profit. Write for price lst. 


Name ané design trade marks registered U. 8. Pat. Of. 
ARTHUR R. ROBERTSON 





94 Portland St., Boston, Mass. 














ee 


STRATTO 
HANDLES 


Fer Small Tools, Utensils, Electrical Geods, Etc. 
Enameling, both baked and air dried. 


STRATTON MFG. CO. Stratton, Maine 





OWES 
ENCH” § Sa“ 


Chrome eid Wrenches 
All that the name implies. 
J. H. WILLIAMS & CoO. 
“The Wrench People’’ 
BUFFALO 








New York Chicago 











NONE BETTER 
SOCKET WRENCH SETS 


NINE DIFFERENT SETS 





“I Make the best Hammer” 
D. Maydole, 1843 


The popularity of Maydole Hammers among Carpenters, 
Machinists and Mechanics attests the fact that we've 
maintained the standard set by the founder of this 
business over 80 years ago. 


THE DAVID MAYDOLE HAMMER CO. 
Norwich New Yerk 




















Wright’s Jennings Auger & Car Bits 
High Grade 


The Conn Valley Mfg. Co., Centerbrook, Conn., U. S. A. 





CORRECT 


ret FORGED 

QuauTY ae eT eALanteo 
“The Toots in Lhe Grid Bor” 

AMERICAN SAW & MFG. CO. SPRINGFIELD. MASS. 


MACK SAWS - BAND SAWS — SCREW ORIVERS - GLASS CUTTERS 


scREW “TF NOX” orivers : 





THE FOWLER & UNION 
HORSE NAIL CO. 


HORSE SHOE NAILS 
OF HIGHEST GRADE 


Plant 
1000 MILITARY RD., BUFFALO, N. Y. 





Beffato 


pereissesss! Catelog No. 8 AB Motled Gratis 
BUFFALO WIRE WORKS CO., INC. 


FORMERLY SCHEHILER’S SON NS) 0 w. Y. 





518 TERRA 











SEYMOUR SMITH PRUNING SHEARS 


A Full and Complete 
Line of Pruning Shears 
and Tree Pruners. 

ABSOLUTELY 
GUARANTFED 


Write for New 
Illustrated Catalogue. 





Vineyard Pattern 


Manufactured by 
SEYMOUR SMITH & SON, INC.,, Oakville. Conn. 
Sales Representatives: John H. Graham & Co., 113 Chambers St., New York. 

















POWERFUL 
DEPENDABLE 
RELIABLE 


Order from your jobber 


EVEREADY 
COLUMBIA 
Dry Batteries rie Muon to. ine 


~they last longer ow, york San Francisco 

















BROWN & SHARPE [TOOLS 


For Ne oy ee [here Has Been No 


Substitute tor Brown & ei Quality 
e 
Neud for Sore // / ee atal i Wa ol, 
Mr ‘toe Ore FB 


J BROWN & wv dag 





58 YEARS AGO 


Priest’s Clippers were 
introduced. Today 


PRIEST’S CLIPPERS 


need no introduction. 
They sell on their cutting 
quality. 
American Shearer Mfg. Company 
Nashua, N. H. 








Sf, 


mete aT 
= oP: 


eid, Mas: 
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ne 7 Harry knows 
Eoinery | ) he can swear by 
‘d WINSLOW'S Winslow’s 


A ¢ | ‘/ ' - = = 
C > oheres YOU can make many 
' . , more ‘swear’ by 


Winslow’s this win- 
ter if your stock is 





Why Does a No. 32 Torch Blow 





Better and do better work than other 
ge? |AMGCp, makes? Send for free circular num- complete. 
® idches ver 1 : t tells you a about the ’ 
. Wo 32 Three parts that must be correctly We ll help you out 
of ree icH USA designed and accurately made to make NOW. 
HExteoD a perfect torch like the Nos. 32 and 208 
: and explains why these two Torches are The Samuel Winslow 
m so popular. Jobbers supply our line at Skate Mfg. Co., 







een factory price. Worcester, Mass 
a 7 oe 





CONFIDENT 
HARRY 
New York Sales Office 


LIKES ; 
WINSLOW S & Stockroom, 


34 Warren St. 





ae 


No. 32 Torch 
Ask for latest price 


Clayton & Lambert Mfg. Co. 


6275 Beaubien St., DETROIT, MICH. 

















Make Holiday Show Cards Sell Goods 


Nothing will attract 
quicker attention to 
holiday goods than 
neatly lettered Signs, 


IDEAL LINE 
ROLLING STEP LADDERS 





—. Prompt Price Cards _ and 
on 7 Shipments Streamers. Your 
Sewer then caer clerk can make them 
any other We me TE all with a National 
Rolling YOUR . ReAOR Show Card 
Ladders Shelving. a Writer and 
on the save your 
Market. Complete money. 
Satisfacti a 
Ssirz Request AY ee 
Prices. 
SUCCESS FURNITURE CORP. : ee ‘ 
St. Louis (Kirkwood), Mo. National Sign Stencil Co. 39%, University Ave. 





























EXCELLENT FIELD FOR 
WHOLESALE HARDWARE 


Closer supply is actually 
needed in this territory 


Mason City, Iowa, is in the midst of the market 
with highest per capita wealth in the world—as 
shown by bank deposits. This city of 25,000 
commands a remarkable trade territory in North- 
ern Iowa and Southern Minnesota. It is one of 
the fastest growing cities in the Middle West. 
Six —— with eleven radiating lines. 
Other lines of business are finding Mason City 
an excellent place for both production and dis- 
tribution. 

Let us send you more detailed information about 
Mason City and its market. A special survey 
will be made upon request. 


Chamber of Commerce—Mason City, Iowa 


BURNLEY 


The Soldering 
Paste that has 
satisfied cus- 
tomers for over 
23 years. 


Learn How To 


SELL MORE 







FREE 


Just Clip 
And Mail 
This Ad Back To 


DULUTH SHOW CASE Co. 
P.O. BOX No. 778-A 


DULUTH, MINN. 





















TIRE 
STORE LADDERS 


Insure perfect shelf service for any line of mer- 
chandise. Deep tread steps, properly spaced, wi 
convenient full length handholds on both sides of 
ladder permit mounting or descending with ease. | 
Both hands free to remove or replace stock without / 
danger of a Cushioned Tired Trolley and 
Truck Wheels eliminate noise and prevent vibra- 
tion. Erection as simple as A, B, C. Utilize 
small space. Make top shelves safely © 
available for stock purposes. One 0 
style—neat of design—nicely . 
finished—any height ceil- a 


ee ye K BURNLEY BATTERY & MFG. CO. 


Fequeet. E 
x FE’ NORTH EAST, PENN. 


aa 
| 


! 
[ 
} 
i 


Sample free. 
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Classified Opportunities 





BUSINESS OPPORTUNITIES 


HELP WANTED 








CASH FOR YOUR IDEAS ) 


$25 paid for each accepted design for counter display 
cases for Pocket Knives, Hunting Knives, Razors, 
Butcher Knives, or for any other article. Send sketch 
or model to World’s Largest Builders of Display Cases 
of Wood and Glass. SPECIALTY DISPLAY CASE Co., 
Dept. 62 Kendallville, Indiana. 











FOR SALE—GENERAL HARDWARE STORE located in a good 
farming and manufacturing town of 10,000 in South Jersey; with large 
surrounding community. Best and largest store in town, size 40 x 240 ft. 
selling $75,000 a year and making money. Owner must sell on account of 
health and other business connections. Will sell building or lease ali or 

rt. Inventory about $15,000. It will pay you to see it. Write for 
Address Box G-871, care of Harpware AcE, New York. 





particulars. 


FOR SALE—GENERAL HARDWARE, paints, housefurnishings and 
furniture; also fully equipped sheet metal shop, in a good growing town 
in State of Washington. Population, 2,000; good surroundi country 
to draw from. Stock and tools inventory at $12,000. Also will sell one- 
story concrete building and property 40 x 120. Address Box G-832, care 

wars Acz, New York. 








FOR SALE—RETAIL AND WHOLESALE hardware business estab- 
lished and maintained by present owner for 30 years in a thriving New 
England city, trading population over 300,000. Exceptional opportunity 
to purchase an up-to-date going concern at a low figure. Address Box 
G-862, care of Harpware Acz, New York. 


SALES PROMOTION SERVICE—New stores mney arranged. 
Old stores brought up to date. Samples mounted. Retail advertising pre- 





pared. Special sales promoted and directed. Inventories taken. Stock 
a wy M. M. GODSCHALK, 9070 206th St, Bellaire, L. I. Phone 
ollis 





[ } , SOLICIT CONTRACTS for white 
enameling articles on quantity basis. Beautiful china-white finish obtained 
our special process. Address Department H, FE. H. TITCHENER & 
—, anufacturers of “Bathwhite Fixtures,”’ Binghamton, New 
ork. 


WHITE ENAMELING — WE 





FOR SALE—HARDWARE STORE IN Northern South Dakota, 
located on the Yellow Stone Trail, Chicago, Milwaukee and St. Paul 
Railroad, in good farming community. No competition. Business is mak- 
ing money, but for reasons owner desires to eell. Address Box G-868, 
care of Harpware Ace, New York. 


FOR SALE—PARTNERSHIP IN GENERAL HARDWARE and 
Plumbing business, central part New York State. Store established 25 
years; only one in town. Annual average business $27,000. Good oppor- 
tunity for someone to start in the hardware game. $2,300 cash required. 
Address Box G-876, care of Harpware Ace, New York. 


FOR SALE—48 FT. WARREN GLASS front drawer builders hard- 
ware cabinets. 40 ft. Warren open adjustable shelving. All complete 
a bases to match. Address Box G-872, care of Harpware Ace, New 

ork. 


FOR SALE—HAVE LEASE ON BUILDING, location best in town, 
stock and fixtures invoice about $25,000; in a good oil town 20,000 popula- 
tion; pe 4 eee in sight. Address Box G-877, care of Harpware 

ce, New York. 


PATENT RIGMNTS AND MACHINERY for shears and scissors manu- 
facture. The patent improves the appearance and cuts labor in half, no 
heated metal required, a complete cold steel operation from beginning to 
end. Address Box G-855, care of Harpware Acgr, New York. 

















DIES FOR SALE for the manufacture of a brass ring lawn sprinkler 
and also children’s steel garden sets. KEYSTONE MFG. COMPANY, 
288 A Street, Boston, Mass. 


FOR SALE—BEST ELECTRICAL APPLIANCE and Contracting 
business in town, has best location on main business thoroughfare. Can 
also be used for hardware store. Building also for sale. Reason for 
selling, ill health, EMIL HARTMANN, 9308 Jamaica Ave., Woodhaven, 








HELP WANTED 


HIGH CLASS MERCHANDISING MAN fully capable of managing 
retail hardware store of well established growing concern. Sales over 
$750,000, including other departments. Attractive salary to right man 
with vision and foresight of constantly developing this department in a — 
ing community. State references, rience and salary desired. Address 
Box G-847, care of Harpware Acg, New York. 





WANTED—TWO AMBITIOUS AND AGGRESSIVE salesmen wanted 
by New England manufacturer of highest quality cutlery. One man will 
cover Southwest, the other Southeastern territory. Preference to men ex- 
perienced in hardware and industrial field. State experience, age, salary 
expected and references in first letter. Address Box G-903, care of 
HarpwareE Ace, New York. 





OPENING FOR GOOD SALESMAN. An established sales organization 
has an opening for an experienced salesman to sell hardware and me- 
chanics’ tools of standard makes to the wholesale trade in New York 
State and northern part of Pennsylvania. State age, experience and com- 
~“. desired. Address Box G-884, care of Harpware Acz, New 
ork. 


SALESMAN FOR SOUTHEASTERN STATES wanted by well known, 
long established manufacturer of locks and builders’ hardware. One ex- 
perienced in the sale of such goods and who has been traveling in the 
south preferred. Splendid opportunity. Address, giving full partculars, 
Box G-890, care of Harpware Ace, New York. 


ENAMELWARE AND ALUMINUM SALESMEN wanted to sell high 
grade lines direct to dealers. Good commission, also full commission on 
repeat orders. Give experience and territory fully in first letter. ddress 
Box G-852, care of Harpware Acz, New York. 


SALESMAN, EXPERIENCED HARDWARE MAN to represent East- 
ern Pennsylvania jobber, for New Jersey. Address Box G882, care of 
Harpware AcE, New York. 


UNDERHILL, CLINCH & CO., 84 White St., New York, require the 
services of an experienced salesman for Boroughs of Manhattan and Brook- 
lyn, and Northern New Jersey. Good opportunity for aggressive man. 


HUSTLING SALESMEN wanted to sell on liberal commission basis 
our popalee line of labor saving Magic Weeder Hoes to hardware trade. 
REICHARD MFG. CO., Bangor, Pa. 


SHIPPING CLERK WANTED—Man experienced in the hardware job- 
bing business wanted by New York jobber. Good opportunity for the right 
man. Underhill, Clinch & Co., 84 ite Street, New York, N. Y. 


POSITIONS WANTED 


POSITION WANTED—AS SALESMAN OR BUYER’S ASSISTANT. 
TWENTY YEARS EXPERIENCE IN THE FOLLOWING LINES: 
STOVES, HOUSEFURNISHINGS, REFRIGERATORS, CHINA 
CROCKERY AND GLASSWARE. TWELVE YEARS WITH ONE 
FIRM. BEST REFERENCES. AGE 41 YEARS. MARRIED. GIVE 
DETAILS IN FIRST LETTER. ADDRESS BOX G-883, CARE OF 
HARDWARE AGE, NEW YORK. 


SALES MANAGER—I CAN SHOW A LONG successful record with 
two nationally known organizations; have made only two changes in twenty- 
five years; both were voluntary; have wide acquaintance from Atlantic to 
Pacific coast and good standing with steel and hardware trade. I am 
seeking connection with responsible company having Eastern headquarters, 
preferably in or near New York City. ly high class connecton will 
considered. Address Box G-902, care of Harpware AcE, New York. 
































DO YOU WISH A NORTHERN AND CENTRAL CALIFORNIA 
SALESMAN? Experienced hardware salesman thoroughly acquainted 
with merchants and jobbers in above named territory, 10 years association 
with hardware firms, live in San Francisco and own car to travel with. 
Give full particulars, references exchanged. Address Box G-881, care of 
Harpware Act, New York. 





POSITION WANTED—AGE 33, FIFTEEN YEARS EXPERIENCE 
in the hardware field. Capable of managing a store in city or town. I 
am no boozer. I am faithful and steady. Let me hear from someone who 
wants a good man. Can furnish best of references. Address Box G-904, 
care of Harpware AcE, New York. , 


HARDWARE MAN, with twenty-three years’ experi- 

business in the East, familiar with mill supply and 

available on short notice. For past nine years 
Address Box G-863, care of Harpwars Acz, 











SALESMAN WITH SIX YEARS’ EXPERIENCE calling on wholesale 
and retail hardware and drug trade, is desirous of making connection with 
manufacturer or distributor. Best of references as to character and ability. 
Address Box G-861, care of Harpware Acz, New York. 


SALESMAN—YOUNG MAN, with following amongst best retail hard- 
ware trade in Metropolitan New York desires proposition. Address 
Box G-886, care of Harpware Ace, New York. 








SALES ACCOUNTS WANTED 





WANTED—YOUNG MAN, NOT OVER THIRTY-FIVE years of 
age, with knowledge of hardware business and known to wholesale trade in 
Alabama, Tennessee, Georgia, Louisiana, Mississippi and Florida to repre- 
Address, giving experience and refer- 


sent established sales organization. a 
ork. 


ence, Box G-858, care of Harpware Acz, New 


SPECIALIZING SALFSMAN WHO CAN ORGANIZE or promote 
sales organization. SUPERIOR EXERCISER is easily sold with movie- 
graph demonstration, and half size aluminum made model. Commission 
50%. Send for leafiet. THE SUPERIOR EXERCISER COMPANY, 
Dept. A., Marietta, Ohio. 


WANTED—EXPERIENCED WHOLESALE HARDWARE SALES. 
MEN to cover near-by territory. Call SICKELS-LODER CO., 56 and 58 
Murray Street, New York City. 











SALESMAN WITH OFFICE DOWNTOWN, New York City, well 
acquainted wholesale and retail hardware and allied lines wishes to e 
sent manufacturer in Metropolitan territory (New York City, Brooklyn, 
Long Island, Newark, Jersey City, Paterson and adjacent territory. 
Having sales force and office, I can offer you excellent representation and 
a New York office. Write stating outline of your proposition. E.U.W., 
Room 201, 53 Park Place, New York. 


SALES ACCOUNTS WANTED—SALESMAN WITH twenty one 
years’ experience selling for hardware jobbers has just started Manufac- 
turer’s Agency business. In Tennessee, Virginia and Washington, D. C. 
where has established trade. Desires to represent some factory line of 
hardware or sporting goods. Must have help for traveling expenses, giving 
connection first representation in every store. Can furnish gilt edge 
references. Address Box G-885, care of Harpware Acre, New York 
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Classified Opportunities 


SALES ACCOUNTS WANTED SALES REPRESENTATIVES WANTED 


SALESMEN—WITH FOLLOWING AMONG THE RETAIL hardware 
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i , and housefurnishing trade in the following territory: New Jersey, Long 
Manufacturers with an Established Island, Staten Island and Metropolitan District of New York, to carry a 
quality a "Weed ton in-wire brushes, po es and dusters, exclusively or - 
: “ a side line ood territories open in other states eferences require 
hardware line can obtain competent a vectgiamames representa Liberal commission basis. Address Box G-880, care of Harpware AGE, 

tion in Metropolitan District. Experienced salesman with New Yor 

15 years’ record of sales production can handle one or two | 

additional lines. References exchanged. Address Box ) MANUFACTURER WANTS AGGRESSIVE REPRESENTATION 
G-850, care of HARDWARE AGE, New York. among high class hardware, housefurnishing and department store trade 
throughout New England. ‘Opportunity for established sales organization 
to build permanent, lucrative business with favorably known household 





line seeking new outlets. Liberal commission proposition and exclusive 
EXPERIENCED AND SUCCESSFUL HARDWARE MAN, connected territory. Give full particulars in first letter with — you are now selling. 
with one of best hardware jobbers in Middle West for 24 years, would | Address Box G-887, care of HARDWARE AcE, New York. 
— ° secure number of _— grade oe to ye! to hardware, drug 
an epartment stores in ansas, Oklahoma and rkansas onnections a 
effective April or May 1926. Record of 20 years’ successful selling in OLD ESTABLISHED FIRM NEW YORK IMPORTERS require 
this territory. Details of valuable background and sales experience for representative on Pacific Coast to sell well known line Sheffield cutlery 
your posuees Daan be gladly given. Address Box G-888 care of HARDWARE also other imported and American lines cutlery and light hardware. State 
ie age and experience. Good opportunity for young man with knowledge of 




















AGE, 
cutlery to work up paying business. Address Box G-901, care of HARDWARE 
ADDITIONAL LINE WANTED—REPRESENTATIVE COVERING Ace, New York. 
New York State, including Metropolitan District, Northern New Jerse 
and on ye for = 18 years, thoroughly acquainted with the hard- SALES REPRESENTATIVE WANTED TO COVER New England 
ware trade, both jobber and retailer, desires to add one good line, on | ng New York State, to sell well known brand Sheffield Cutlery, also other 
Pree wag v basis. References furnished. Only high-grade lines con- imported and American lines cutlery and light hardware. Reply stating 
sidered. Address Box G-889, care of Harpware Ace, New York. age and experience. Address Box G-900, care of Harpware Ace, New 
York. 
1 How Does California Look on Your Sales Map? ae-WANTED—MANUFACTURER'S AGENTS CALLING on jobbers, 
tment stores and large dealers to represent us on a quality line on 
we you want to increase the number of sed or yellow dots that hethream Gxtures and iorclnieiinns HESS MANUFACTURING 
represent customers on your map of California? Put my energy and CO., Freeport, Illinois. 
ability to work for you. Am looking for reputable lines of House- a 





hold Utensils or Specialties to be sold direct to the retail trade. 
Territory desired: San Francisco Bay District, Central or Northern Let US Help You Word Your “Want.’’ 
Oalifornia. Address Box G-869, care of Harpware AGe, New York. 

(—— = zs - — 


























The New Design G 
WHITE MOUNTAIN 


Triple Motion Freezer 
Backed by a half century of success 


THE WHITE MOUNTAIN FREEZER CO. Inc. 


NASHUA, NEW HAMPSHIRE 


Want a Good Hardware Salesman? 
The quickest way to locate one is through an ad 
in the “Classified Opportunities Section” of this 
paper. 
It’s the place where good hardware salesmen look 
first for real opportunities. 


























Handy Craft Confidence in Lamon, Brand 


The New Steel Building Tungsten Lamps is shown by 20,000 


retailers and 500. jobbers who sell them. 
Toy for Boys ‘ CONSOLIDATED ELECTRIC 
Retails for 75 Cents 


DanVers, Mass. 
THE HART & COOLEY CO., New Britain, Conn. 


‘Licensed under the rn Electric 
Company’s Incandeseent Lamp patents.’’ 
































. oo or ty e C a 
eatherweight Ice Creeper Am 
a No. 3 will fit lumber- é= erican ' wl a Se = 
































2 fits ladies” 

pirershoe, (No. 1 fits cuban Mado in AN Styles. 

FROM YOUR JOBBER } Syracuse Stamping 

Charchill Mfg. Ce., Inc.,287 Thorndike St., Lowell, Mass. American Can Company EE, 
J. L. THOMPSON MFG. CO. SCYTHES A X ES 





Tubular and Bifurcated Seythes since 1912. Axes since 1880. 


U. S. Clothes Pin ¢ Ge." Mentplie, Ve. — R H V e T NS) emmeeee | RIXF ORD iacitighgate,ve. | 


} 1015 Union Bank Bldg., Pittsburgh, Pa. 




















If it’s the best tool you can sell | ELEV ATORS LUMBER 
For Working Stone DUMBWAITERS | 
it’s ae Write for our catalog CRAYON §S 
Trow & Holden Co., Barre, Vt. Energy Elevator Co. | STANDARD CRAYON CO. 








Bend for catalogue 211 New St. Philade!phia Danvers, Mass. 
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INDEX TO ADVERTISERS 


THE ADVERTISERS INDEX is published as «a convenience and not as s part of the advertising contract. Every care wil] be taken to index currectiy. 
No allowance will be made for errors or failure to insert. 
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 Sapyies 
Igeltuclas 


FIRST: 


A most complete line of all 
steel and steel-tray wheel- 
barrows, including’ suitable 
types for the home, the foun- 
dry, contractors and indus- 
trial concerns. 


re) oh ONE OF 


Complete warehouse stocks 
which act as service stations 
and assure satisfactory deliv- 
ery of your rush require- 
ments. Warehouse locations 
are at Boston, New York, 
Cleveland, Detroit, Chicago, 
St. Louis. 


THIRD: 


A complete advertising ser- 
vice in trade paper space, cir- 
culars, handsome catalogues 
and counter display signs. 
FOURTH: 

The quality of the line in both 
construction and appearance. 
A line which pleases your 
trade and adds to your sales 
and your profits. A line 
built standard and so sim- 


plified that every part is 
interchangeable. 
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CLINTON 
GALVEX Screen Wire Cloth 


The wire in this cloth is drawn from 
rods rolled in our own mill, insuring 
the correct analysis of steel for fine 
weaving wire and correct annealing 
and drawing to size. 


URE zinc properly applied gives 

the best protection to steel wire. 
Applied after wire cloth has been 
woven, it forms a protective coating 
to the fabric, interlocking every in- 
tersection and making the cloth one 
solid piece. 
Experience has shown that Galvex 
Screen Cloth with its heavy coating of 
zinc, scientifically applied, will long 
resist the destructive effects of ex- 
posure to weather. 


HARDWARE AGE 


December 17, 1925 


WICKWIRE SPENCE 


~an-4-45 


The rich gray color lasts well under 
any climatic condition. Galvex is a 
cloth of endurance. 


Full length rolls. 
widths and meshes. 


All standard 
Strong selvage. 


AMERICAN WIRE FABRICS CORPORATION 


Subsidiary of 


WICKWIRE SPENCER STEEL COMPANY 


General O 


ces: 


41 East Forty-second Street, New York 
Western Sales Office: 
208 South LaSalle Street, Chicago 


W orcester Buffalo Cleveland 





\AME RICAN/ 


Detroit 


San Francisco Los Angeles Seattle 


WwW, 


Standardize on 


Wickwire Spencer 
Wire Products 


—the best in every line 


Insect Screen Cloth in Steel, 
Bronze and Copper 
Woven Wire Cloth 
Hex Mesh Netting 
Perfection Door Springs 
Kitchen Wire Goods 
Package Nails and Brads 
Handy Nail Assortments 
and other Wire Spe- 
cialties 


Write for Catalogues of Wick- 
wire Spencer Products 


WICKWIRE SPENCER 
PRODUCTS 








